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A New “Genuine Detroit” 
Product 


Here is a new Detroit Force Feed Oiler, which 
provides automatic, positive and dependable lubri- 
cation for all types of steam engines, gas engines, 
pumps and air compressors. 

Direct drive, exact oil delivery, accurate regu- 
lations, simple mechanism, positive adjustment, 
better sight feed and convenient flushing device 
are some of the distinctive features incorporated 
in its design. 

The Model JTS is a standardized product, made 
in one feed and furnished complete with neces- 
sary fittings for easy and substantial lubrication. 

It is a ready seller and profitably carried in 
stock by jobbers and dealers in Mill Supplies. 
Write for our Special Dealer’s Prices. 


DETROIT LUBRICATOR (COMPANY 
DETROIT.U.S.A., 
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Design 
Material 
Workmanship 
Finish 
Reputation 
Service 


Sell 
Themselves 





SAGINAW MANUFACTURING COMPANY 


SAGINAW, MICHIGAN 
Chicago Branch 


New York Branch 
105-9 South Jefferson Street 


88 Warren Street 

















2 When writing to Advertisers please mention Mitt Suppvizs. 




















MULL & 


———d 














Every transmission belt should be | Fix up your old belts— 
treated with a good belt preserva- | —make them all endless 
tive at this time. 





Making belts endless is an operation that 


The Rainy season is now here and every is easily accomplished with our belt ce 
belt has a tendency to stretch in wet ments. Indless belts save not only the | 
weather. And when belts stretch they slip, belts but the machines and transmission 
which wastes power and wears the belt. equipment as well. 


very mill superintendent should have each 
of his belts treated with Beltex at this time. proof) are the same cements as are used 
a Ro ee ae eta a. in making our Reliance and Sea Lion belts. 
Keeps the belts soft and phable and makes 4 are high grade s~pendable cements 
slitan last longer and do sieter work. Beltex rine Sigg isi sense ela pony ae a 
will do everything that vou expect of a Chicago Belting Products. Put up in one, 
belt dressing and is dependable. Sold in two and five lb. cans. 

three grades: light, medium, and heavy. Bctatl Prices 


Reliance Cement and Sea Lion (water 























Retail Prices Reliance Cement $1.00 per Ib. 
1 gallon cans, 8% Ibs $ 4.00 Sea Lion Waterproof Cement..$2.00 per Ib. 
3 gallon cans, 25 Ibs 10.00 
os = & v0 | Chicago Helting Company 
12 gallon cans, 100 Ibs - . 34.09 New York Manulacturers of Leather Belting = LANs 
Barrels (Approximately 400 Ibs.), 30c per Ib. Pek, 119 NorrH GREEN STREET Saar Panna 
MILWAUREE CHICAGO, US.A Sears aa 
“WE MAKE AND SELL 2 MILLION BRUSHES AND BROOMS A YEAR.” 


Buy and Sell Products of 
Lasting Value 






RREDE PRT SE eae 


EZ CAPITAL BENCH DUSTER » 


Selling products that do not last kills your future sales by raising the 
No. 8 Bench Duster upkeep cost of your customer's mill maintenance. Jobbers’ stocks as a 
° Made of Tampico source of supply are measured only by the service the products give 


Selling cheap goods—or buying them——not only makes quicker repur- 
chase necessary but creates dissatisfaction that finally results” in 
jobber’s loss of the buyer's orders 

CAPITAL Brushes and Brooms are indestructible High quality broom 
corn multiplies their life Bamboc mixture stiffens resistance to wear 
and aids in that dust prevention which protects valuable machinery 
Waterproof twine guards against breakage and adds longer life, longer 
use and true shape to the product. Sturdy handles, metal riveted 
bands, rigid inspection and uniform workmanship give jobber and buyer 
more than the usual dollar for dollar values 

Buy and sell CAPITAL Brushes and BKrooms They build a permanent, satisfied 
trade tor jobbers at a larger profit, yet they mean less brush and broom cost to the 
buyer in the end Backed by our guarantee of satisfaction or your money back plus 
transportation charges both ways 

Write for our catalog No. 17 Printed in 3 colors and shows brushes and brooms 
for all industrial and trade uses 





CAPITAL Factory Floor Brush 


ingested Hbee Canes Indianapolis Brush & Broom Mfg. Co. 


Manufacturers 


INDIANAPOLIS - - - - - INDIANA 


Brushes-Brooms 


For All Industrial and Trade Uses 





CAPITAL 
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“SATISFIED” 


That Is What You Will Say After Trying 


; = C. D. RAILROAD UNIONS 


The Unions With the Brass Valve Seated Disc 


$ NO GASKETS REQUIRED 
oa DURABLE, ECONOMICAL AND SAFE 


ILLINOIS MALLEABLE IRON Co., CHICAGO, ILL. 


Manufacturers of a Complete Line of MALLEABLE AND 
CAST IRON PIPE FITTINGS Write for Catalogue 






Made of Ueawy Pattern Air 
Furnace Malleable lron 

























. DELTA FILES 


+. 





This mark is your 


KaFile Insurance 


HAR? eee SS 


The Highest 
Grade File Made 


‘“*The File You Will Eventually Use’’ 





DELTA FILE WORKS, PHILADELPHIA, PA., U. S. A. 














a W. O. Davey & Sons agg ag Aa 
Friction Board and Oakum 


of time-tested, time-proven 
70 Years QUALITY are back of 
every piece of goods bearing the DAVEY stamp 






Davey’s 
guarantee 
means 
satisfaction 
or your 
money 


back. 





You are assured you are giving your customers the BEST when you sell them DAVEY’S 
goods. You protect yourself, at the same time, against “kicks” and “sore,” dissatisfied trade. 
Try us with a sample order—your others will follow. 


W. O. DAVEY & SONS, 164 Laidlaw Ave., Jersey City, N. J. 


LEIGH H. DAVEY, Presiden - E. S. DAVEY, Secretary Wm. O. DAVEY, Treasurer 
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HA TS the 
result of the 
contest when 

GANDY “‘grit’’ meets 

abrasive grit —that ever! 

present enemy of belting 


a oe Big Contractors 
can. ie Scftas! | || Endorse “Toledo” Drives | 








stitched cotton duck BELT 


=—=VOU know the answer. 


If you are not, you will IG heating, electrical and plumbing contrac 





fad the answer in tie foct tors—concerns that use nothing but the | 
that GANDY BELTS have best and most approved equipment—heartily en- | 
| 
a life of from 15 to 20 dorse “Toledo” Electric Power Drives. They i 
years when. operating | ig 4 
under the hardest of con- i 
ditions. 
Be advised that these Power Drives have 
They -are built to with- proven eminently satisfactory to us for our i 
stand not only destructive pipe threading and cutting work, as we find i] 
grit, but live steam, acid they not only do the work well, but are very i] 
fumes and the extremes of flexible and easily handled.” i| 
ee } 
weather. (Signed) Lord Construction Company, I 
GANDY stitched cotton duck Construction Engineers i} 
Belts will completely solve New York City 
your power transmission — and | 
y C vey y lems , 6 iT 
your conveying problem Your Power Drives have given us very i| 
Get in touch with the Gandy eood satisfaction, and we believe they are a 1 
Engineering Department. They listinect improvement to the trade, and we 
will, if you give them “‘speci- : = er Se : : eiies ad) dna i} 
fications.” figure out exactly recommend their use as an all-around ariy i] 
the size and ply belting for tor pipe tools. 1} 
your particular requirements. (Siened) Lasette & Murphy, 1 
Lowk for the Green Edge and Plumbers and Sanitary Engineers, 1] 
Gandy Trade Mark New York City 
1 





Th ¢ d “Tt is, in our estimation, about the best tool i 
e andy i} 


we have had the pleasure of using in a long 


mf while, and we have no hesitation in giving i} 
eltin Com an pkcnigk Nieto aa, =e pase ee 
$ pany you the above recommendation from our ex 
fain +7 , r ; * ” 
fain Office and Factory perience with your Power Drive I] 
757 West Pratt Street | 


(Signed) Kenny Moran Co i 
BALTIMORE : ; : 4 : 1} 
a Plumbing Contractors, 
Ne Tork Cit 
Branches: ew Yor IN) 


NEW YORK CITY 
36 Warren St. 


CHICAGO, ILL. 
549 W. Washington 
Street 


(G ANP 





In your territory there are hundreds of places where 
71 Toledo” Power Drives are needed 
sold. 











and can be easily 


Send for “Toledo” Drive Bulletin 


The Toledo Pipe Threading Machine Co. 
Toledo, Ohio 


New York Office: 50 Church Street, New York City | 





= 4 
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Special heavy duty 
rai/road car built by the 
Bethlehem Steel Come 
pany for the transpore 
tation of exceptionally 
bulky and ponderous 
material 


MILL QUPPLIES 








ARE is the feat of modern construction 
in which the twist drill and reamer 
does not participate. 


Wherever bolts or rivets are required—wherever 
steel is joined to steel, or iron to iron—wherever 
an accurate hole is needed, the twist drill and 
reamer are employed. And where the drilled and 
reamed holes in a single structure mount into the 
hundred thousand, each of the almost countless 
individual drills must possess essential qualities of 
accuracy and long life. Or tool and labor costs 
become alarming. 


Detroit Twist Drills and Reamers have an 
established reputation for giving more accurate 
holes with less regrinding and less cost for 
power. And for just these reasons engi- 
neers, purchasing agents, and good workmen 
specify Detroit Twist Drills when ordering. 


Detroit Twist Drill Company, Detroit, Michigan 
New York Sales Office: 45 Warren St. (2) 


DETROIT 
TWIST DRILLS 


REAMERS, CUTTERS ann SPECIAL TOOLS 
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The factory of The Buckeye Rubber Products Company at Willoughby, Ohic 


What can we make for 
you in this factory? 


Here at Willoughby, Ohio, is a great factory stretching over 
144,000 square feet of manufacturing space. And in this great, 
modern plant we are preparing to manufacture molded and 
mechanical rubber goods of the highest grade. 


This is a source of supply that it is well to know of. May we 
suggest that you get in touch with us on your forthcoming needs? 


We are ready to receive production orders on belting, hose, pack- 
ing, tape, matting and molded rubber specialties. 


gq Send us your specifications and we 
will quote prices and delivery dates 


The Buckeye Rubber Products Company 


Willoughby, Cleveland, Ohio 


New York Office, 527 West 23d Street Chicago Office, 35 South Dearborn Street 


Mechanical and molded rubber goods and Polack 
Solid Truck Tyres—“Since 1899—IV orld’s Standard.” 
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POPULARITY 


\ wood split pulley is a commodity 
which base its 


solely its 


must popularity 
performance. In 
other words, its usefulness, and not 
its price nor its beauty, is the cri- 
by which the consumer 
judges its value to his plant. 


upon 
terion 


lf, therefore, a pulley is popular— 
if its manufacturers enjoy a wealth 
of goodwill because of it—it argues 
for the performance of that pulley. 


sie 


WOOD SPLIT PULLEY 


noted for 


is 


its popularity 


thru 
dealers 


REEVES PULLEY CO. 


Indiana 


Sold exclusively 
jobbers and 


Columbus 


























=) 
) The costly way 2) 
rZ 














Muscle costs more 
than machines 


EN cost more than they did a generation 
ago because machines have increased 
their productive value. 

Paying machine-production wages today to 
men who use only their muscle is the height 
of extravagance. 

How do you handle the heavy materials in 
your plant’ Do four or five men heave and 
tug at one task in the old-fashioned way, at a 
cost to you of from 40 cents to $1.25 per man 
per hour? 

Or does one man do the job in half the time, 
with ease and the minimum of wear and tear, 
by using a Yale Spur-geared Block and Trolley? 





Yale Spur-geared Block and Trolley 

That’s the way—the Yale way—in which that sort of 
job can be done safely and economically. Yale apparatus 
pavs a substantial and steady return in saving time and 
the price of muscle. 

Yale Spur-geared, Screw-ge ared and Differential Chain 
Blocks, Yale Electric Hoists. and Yale Electric Industrial 
Trucks are fully described in booklets which will be sent 
on request. 


Yale Made is Yale Marked 


The Yale & Towne Mfg. Co. 
U.S.A. 


Yale Hoisting & Conveying Systems —— 


Stamford, Conn. 
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THE WE8D LINE 


THE COMPLETE LINE 


@ Ask a supply dealer whose line of Power Transmission Appliances he 
represents, and if he tells you he is carrying the IT. B. Wood’s Sons Co. 
line, you can mark it down as a fact that he is an up-to-date and success- 
ful dealer. Why? Because he represents a line—one complete line. 


@1f he tells you he is representing the “White Set Collar, the 
“Brown” Coupling, the “Black’’ Hanger, the ““Gray”’ Friction Clutch, 
and so on, he may or may not be a successful dealer, but you can mark 
it down as a fact that he is working harder than the other dealer to se- 
cure trade, and has more trouble holding it. Why? Because his cus- 
tomers are those who buy on price only — they are not attracted nor 
held by the reputation of the various articles he carries. 


€ This one line question is worthy of serious consideration by every Supply Dealer. 





There are many advantages in being backed up by a mnufacturer. 





























T. B. WOOD’S SONS CO.., Chambersburg, Pa. 


Manufacturers of 


The most complete line of Power Transmitting Appliances exclusively 
and continuously since 1857 
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- Medart installation in plant of Wagner 
Electric Manufacturing Company. 
St. Louis. 


‘emale Flange Coup- 
Lah a on shaft enus 
and faced to 
alignment. 


insure accurate 





Double-brace, Ring olling, 
Four way adjustment, Drop 
Hanger. Tieavy. strong, self- 
lubricating 





Dene more than 40 years of steady, stable 
growth, the Medart line has developed into 
a range of products which embraces everything 
Front iron Futtey, required in the mechanical transmission of 


‘ a. to IZe8 y F : 
ind up to gt foisin, cance ae power. 
+ face er, & 


Medart is the only organization in the world ex- 
clusively producing line shafting equipment in 
its entirety, and its continuous expansion since 
1879 indicates definitely the high standard of 

E ‘ excellence to which every Medart product must 
woos sone Puller Ton iay you, conform. 
them trom ® 


order. 


Our Engineering Department will promptly sub- 
mit estimates on your specifications, without 
obligation on your part. 


Medart Patent Pulley Company 
General Offices and Works: 
St. Louis, U.S. A. 
Office and Warehouse: 


Oftices 
Cincinnati Chicago and Philadeiphia 


sr 
hatever you 
aring- W them 
mitre Ges e can supply diam- 
needs, sp to Tete 
rs cut UP 


“He 
Cules 
The las? All-stes 
. Weed fy, Petey, 
Ithstany 2 1 le cs 

nm, 
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anata 


B®) 
Radiator Valves 


‘ This janitor says— 


; en “I have no puddles in my 

~« offices from leaky Radiator 
/Sceee Valves because every radia- 
ij tor is equipped~ with O-B 
Valves.” 








The Ohio Brass Company 
Mansfield, Ohio 


50 Church St... New York, N.Y. 
343 8. Dearborn St., Chieage, HL 


Wim. PL Horn Co., Pacifie Coast 
Agents. 


aaa 
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CALDWELL 
CHAINS 


For Elevating, Conveying and 
Power Transmitting Purposes 








Standard Link Belting 
Malleable Roller, 
Steel Roller, 
Ley Bushed, 


Steel Ice Chain, 
etc. 


ial 





Get Our Prices 
| Before Putting in 


HANA Te 
Manu- 
facturers of 
Malleable 
Iron and Steel 
Buckets 


= 
3 
= 
= 
= 
= 
2 
= 
= 
= 
= 


Chilled Rim 


Sprockets = Your Stock Order 
PULLEYS GEARS = TUT UTUCUTNIUA UU UULALLUULLLLA LL 
BEARINGS 


AAAUANUNNUHHUUIUUNHHANY 


Complete Equipments of Elevating, 








Conveying and Power Trans- = Engineers’ 
mitting Machinery = Red Book 
Let us quote you prices. : = Free for 
H. W. Caldwell & Sum Ca. 2 Asking 
17th Street and Western Avenue CHICAGO = 
0 a : : ; : = 
cierto tes ht RR a to SAMMUT UUM 
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CUT THE SETTING-UP TIME ON MILLING AND 
DRILLING JOBS WITH 


FIXIE 


(Trade Mark) 


VISE—JIG 


g\ -=... 1 awe 
.) BW 


a) FOR 





PATENT APPL! 


, 5 eng ae 








FIXIE—THE ALL-PURPOSE VISE—will enable you to set up a job in 


one-third the time required with the ordinary parallel-jaw vise. 


The Fixie Vise may be easily changed from the parallel jaw type to a jig or 
fixture for holding irregular shapes and special parts. 


The three movable jaws, each independent of the others, adapt themselves 
readily to the shape of the piece to be held and insure a positive grip. 


The Circular Jaws are fastened in the position desired by a slight turn of 
the locking cone. 


Think of the valuable time saved in setting up an otherwise difficult job 
in THE FIXIE, and the elimination of expensive jig equipment. 


EXCLUSIVE TERRITORY AND ATTRACTIVE PROPOSITION 
FOR RESPONSIBLE AGENTS AND DEALERS IN THE UNITED STATES 


MANNING, MAXWELL & MOORE !"¢. 





MMi Railway and Mill Supplies Dept. ~MaaweLL 
Ea) PY Z 
MI: 119 WEST 40th STREET NEW YORK, N. Y. 3 
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A growing demand from a growing market 


REASONS FOR 
EVEREADY DEMAND 


Welding 


Steel 
Wrought Iron 
Cast Iron 
Aluminum 
Copper 

Brass 

Bronze 


Cutti ng 


Steel risers 
Steel plates 
Wrought iron 
Malleable iron 


Cast iron 


Lead Burning 


Decarbonizing 


Repairing 


All sorts of metals 


Producing 


Metal articles: 


HE oxy-acetylene process is firmly intrenched in 
American Industry. 
Every day hundreds of new users are being added to 
the list of those who find gas welding and cutting torches 
indispensable in production and reclamation. 

Eveready Apparatus is getting its full share of this 
increased demand because of its adaptability to a wide 
range of applications. 

Of exceptionally strong construction, solderless, with 
metal to metal, accurately ground joints throughout — 
Eveready Apparatus is nevertheless, light in weight and 
perfectly balanced— ideal tools for general use and 
built to last. 

The inclusion of special torches for decarbonizing, 
lead burning and radiator repairing have broadened the 
market to include automobile and general repair shops. 

And the demand for Eveready Supplies keeps up 
with the growing use of oxy-acetylene. 

Are you getting your share of Eveready business? 

A: few desirable territozies are open to distributors. 


Write us for further information. 


OXWELD ACETYLENE COMPANY 
Eveready Apparatus Dept. 


3644 Jasper Place Chicago, IIl. 


O¥-4-21 
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Geo. W. Pyott Co. 


Power Transmission 
Products 


are 


Built for Efficiency 


Both as to sales and 
Production 











PULLEYS GEARS 











CLUTCHES 
TAKE-UPS SPROCKETS ee 
Engineering SHEAVES Complete Line of 


Department Line Shaft Equipment 











is at your service Elevating and 
without obligation Conveying Machinery 


GEO. -W. PYOTT .CO., 


North Ave. & Noble Sts., CHICAGO 
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The 
Strongest 
. BeltLacing 
—a On Earth 


How the“ ALLIGATOR’ Line 
Builds Business for 


Jobber and Dealer 


Read these features on which ALLIGA- 
TOR Steel Belt Lacing will increase your 
sales to users of power and conveyor belting. 


ALLIGATOR Steel Belt Lacing is easy 
to apply. Requires no tool but a hammer 
and only three minutes average time. Any- 
one Can put it on. 


Makes a permanent hinged joint that can 
be run on both sides, and works equally 
well on any size or kind of belting from 
tape to %-inch thickness. 


The staggered teeth (see _ illustration) 
penetrate lengthwise through the belt and 
clinch on to the sides leaving burden carry- 
ing fibres intact. The sectional rocker hinge 
pin is serviceable under all conditions. 


Everywhere in all industries where belting is used, 
ALLIGATOR is chosen because 
FLEXCO-LOK| of its superiority over other 
Reg. US. Pat.| types. The decision of hun- 
Steel LAMP| reds of thousands of belting 
GUARDS | users influence you to stock it. 
Protectsthe} ALLIGATOR, the best lacing 
jumps from] proposition for the trade. 
perty from{ Besides these reasons: Quick 
re. An effi-| application, belt saving powers, 
cient, inex- . 
pensive se-} economy and general satisfac- 
——— fainst! tion—ALLIGATOR Steel Belt 
and delays. | Lacing is being brought to the 
ote, "and| attention of master mechanics, 
sizes, w ith reflectors and shop superintendents, purchas- 
jock preventa theft. Soldat| ing agents, etc., in a large list 


distinct economy tothe pur- $ a 
chaser. Write on letterhead of national and local publica 


for free samples, price, ete.] tions devoted to various’ com- 
[Not in stock in London.” "| mercial and industrial pursuits, 

A size and type for every power or conveyor belt. 
Write on letterhead for samples and trade. prices. 


FLEXIBLE STEEL LACING CO. 
4633 Lexington Street, CHICAGO, ILL., U. S. A. 
135 Finsbury Pavement, LONDON, E.C., ENG. 

























































AZAK 


E-MARK KE 





Not a Substitute for Leather Belt- 
ing, but a Better Belt for Many 
Kinds of Service and as Good a 
Belt for the More Common 
Requirements—at a Saving of 
25% in the Initial Cost. 


WHAT DO YOUR CUSTOMERS 
LOOK FOR FIRST 
WHEN BUYING A BELT? 


We asked several prominent buyers of belting 
and almost to a man their reply was—‘ belt 


that will carry the load without slipping.” 





AZAK 
WON’T SLIP 


It is not affected by oil, steam, water or condi 











tions of extreme temperature. In dirt and dust; 
in the heat of Mexico and the cold of the North; 
in the dry airs of the chemical plant and the 
damp airs of the mines; it is turning the wheels 
of industry with satisfaction and economy. 


Protected Agency Proposition 


Send for a sample of AZAK belt, our 
trade literature and an outline of 
our “Protected Agency” Proposition. 


CARTON BELTING COMPANY 


ESTABLISHED 1899 


52 Everett St., Allston District, 
BOSTON, MASS. 











When writing to Advertisers please mention Mitt Supp ies. 














MULL GQUPPILIES 





——> 








Strength and Service 


STRIENGTH ts the first thing you look for 1 
a wrench. 

Scientific tests have proved the PEXTO 
\WWrenches to be one of the strongest wrenches 
on the market. 


\When you need a wrench that is strong, 
adaptable and husky enough for the toughest 
kind of work, that’s the time that you need 


PIEXNTO Wrench. 


The head, bar and handle of the PEXT© Solid Steel 
Wrench are forged solid from one piece of steel. 

The PEX’TO Solid Handle Wrench, like the Solid 
Steel Wrench is made up of but three parts, plus: the 
wood handle scales. 

There is no getting away from the hardened stecl 
jaws, the vise like grip of a PEXTO Pipe Wrench, 
yet a slight touch on the slide screw gives ready ad 
justment. 

The PEXTO Adjustable Angle Wrench is a rug 
ved, adaptable tool that will replace several solid 
wrenches. 

If your dealer doesn’t carry PEXTO Tools, write us for the 
name of the nearest dealer who does. 


We want to make it easy for you to get PEXTO Worth While 
Tools. 





WORTH WHILE TOOLS 


O. 





U.S.A. 
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ower Transmission Problems| 


are made easy to solve if the supply house furnishing the 
equipment represents a manufacturer of a complete line. 


— 








Zhe JONES Line 


is complete. Through more than thirty years it has 
been developed to meet the demands of ali indus- 
tries in which power transmitting machinery is used. 










Dealers representing us can completely handle 
large installations. 


Write for full particulars. 











WA ie Ibandey vy Machine Co. 
ae 4411 ‘West Rooseveit Road, harem & 


eg _ New York: 20 Sees Street 


oh 








ste or GI TTA apex ae: meee fee eed oe SIPEG LONE aD Coe ar REN > 


te 
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“OVALHOLE” RED HYDRAULIC 


\ hollow center packing for pumps and _ hy- 
lraulic service that supplants the old style square 
White duck packings 


Square white duck packings are all alike. Per 
haps the duck in one will be a litthe heavier or 
hehter than anether, but the construction is all 
the same. No improvement. had been made for 
the past twenty vears in white duck packings 
until “Ovalhole” RED Hydraulic was invented 
two ims ALO 


Maybe vou are carrying white duck packing 
tock and consider it sufficient It is—to fill 
wrders with when business is hooming But, 
how about it from the selling standpoint when 
business is slumping? Bear in mind,—it is an 
ordinary standard article with no talking points 
hove the white duck packing sold by other job 
bers, 
Nowadays vou need something that will sell. 
“Ovalhole” RED Hydraulic is a seller, a special- 
with many talking points and advantages over 
all other square duck packings. We will be glad 
to tell you more ahout it if vou will write us 

















BACKS THE JOBBER 


‘“Ovalhole” Packing is sold entirely 
through the jobber and, in order to 
bring home to the consumer the real- 
ization of the necessity and import- 
ance of the jobber, we have started 
a “BACK YOUR JOBBER” cam- 
paign. This campaign will be given 
nation-wide publicity through mag- 
azine and direct mail advertising to 
the consumer and although it is in- 
tended especially for the 115 jobbers 
handling ‘“Ovalhole’’ Packing, it will 
also benefit all jobbers. A supply of 
“BACK YOUR JOBBER"” stickers 


will be mailed to you for the asking. 


THE HOLLOW CENTER PACKING Co. 


J]276 West THirD STREET 
CLEVELAND, OHIO. 
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BULL QUPPLIES 


3° out of every dollar 
lost to shippers 


Cy of every dollar of freight rev- 
enue the carriers pay 3.2 cents in 
loss and damage claims. 




























This loss must be charged against all 
shippers, since it has to $0 against the 
cost of doing, business. 
































If you pay the “insurance” why not be 
insured? 


Duo-Safety 
Shipping Tags 


Your Insurance Against Lost Shipments 


tT type of tag, is our exclusive product. 
It costs more than the ordinary tag. Yet 
its cost, per shipment, cannot be more than 
one, two or three mills—a cheap insurance 
against loss. 


The Tag with the Safety 
Identification Stub 


The identification stub of this ta} cannot be 
X, destroyed. (See illustration). The stub carries 
your return address or any directions you 
want. If the tag is destroyed most carriers 
merely notify you, asking, for further shipping, 





Ask for Our Advice 
on Tags 


We will dive itat our plant 


or through our representa- ; instructions. 

tive sladly and without 

obligation. It is the way \ Pou The goods 30 forward promptly and you 
we have built our business \°\ are saved a disappointed customer as well 


is ta, specialists. as saved from loss. 

More than 600 firms adopted the 
Duo-Safety Shipping, Taz, the first 
year we brought it out—a tribute to 
our form of service, which extends 
also to work tas, coupon tags and 


= t 5 
al ag every known kind of tag. 


Whipple Street 
and Carroll Avenue 





Chicago 
Sales Offices: 
New York City Rochester, N. Y. 
, Oey) oes St. Louis, Mo. Milwaukee, Wis. 
i ‘ Denver, Colo. Kansas City, Mo. 
Bl ope) er) . y, 
ae S. its ow = on —— Los Angeles, Cal. Detroit, Mich. 
Cleveland, Ohio Boston, Mass. 


INTERNATIONAL "Tac Come. 
"Tas SERVICE 
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Something t 
Crow About 


What our Minneapolis 
Distributor thinks of 


Burmaline Belting 
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Burrell Belting Co., 
413-17 South Hermitage Ave., 
Chicago, Ill. } 


| Gentlemen: 


As we have been handling your Burmaline 
Belt for the past four years, and this belting 
giving such excellent satisfaction to our customers, 
we feel as though it was up to us to let you know 
what we think of your belt. 


We have sold thousands of feet of the 

different widths both in the single and double ply 

and we have had but one piece of belt to replace. 
This wes running on a quarter turn and running up 
against a shifting forke The belt gave service 

j for five or six months and then our customer asked 
us to replace it, which we did without charge, but 
we do not believe our customer was right in asking 
replacement, besause this belt was abused. 


| We have tried out other makes of Fabric 
j Beiting, but this is the only belt that ever gave 
| us any satisfaction. We wish you all the success 
: there is in the belting tusiness. 





Yours very truly, 





| F. F. Satterlee Co. , ; waa 
| A Positive ; 
| Substitute 
For Leather Belting 
At One-half the Cost 
™ — J 





Burrell Belting Company 


415-419 South Hermitage Ave., Chicago 
_ 
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THE CHICAGO LINE 


Complete—:: 
Dependable—:: 





A VALUABLE DEALER. LINE 








THE CHICAGO LINE, power transmitting appli- 
ances, assures dealers absolute confidence in their 
recommendation for new installations and replace- 
ment of lineshaft equipment. 





s¢THE CHICAGO LINE is complete—every power transmission 
need is anticipated, and equipment to fill every requirement can be 
obtained from our Chicago warehouse or our factory at Menom- 
onee Falls, Wis. The Ball Bearing Specialties of THE CHICAGO 
LINE add to the completeness and afford the dealer a special fea- 


ture in the introduction of power transmission in his territory. 





% THE CHICAGO LINE is designed by engineers who are prac- 


tical 





practical from the standpoint of actual operation—who Some of 
design and build appliances for the transmission of power THE CHICAGO LINE 


Ball Beari ialties— 
equalled by no other. " a Sa 





THE CHICAGO LINE offers you prompt, rapid rman: aS Seana: Sane 


Pulleys 
delivery service—no matter what the volume Ball Bearing Clutch Pulleys 


or the destination. We ship direct from our “AN Loose” Countershaft 
Chicago warehouse or our factory at Menomonee Drives 
Falls, Wis. Marvel Grinders 


(Ball Bearing ) 


élll S. K. F. Ball Bearing 
Equipped 


Write for our dealer proposition. 


Chicago Pulley & Shafting Co. 


Main Office: Factory: 
30 So. Clinton St., Menomonee Falls, 
Chicago, If. Wisconsin 





“A Consistent Combination of Service, Quality and Price” 
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KAULL QUPPLIES 

















Reduced Prices on 


Pipe Cutting-and Threading Tools 





We have reduced selling prices on all Beaver 
Easy-Working Pipe Threaders and Square-End 
Pipe Cutters in accordance with public sentiment. 
However, the Jobber’s interest is Our interest, and 


the fact still remains— 





‘‘There’s more money and greater 
satisfaction in the sale of Beavers’’ 


May we send you our complete catalog and new discount sheet? 





THE BORDEN COMPANY 


WARREN, OHIO 
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‘NATIONAL’ 
ain 


SOUND WELDS 


After being suitably rolled to obtain 
physical uniformity, the mild steel 
used in “NATIONAL” Pipe is re- 
heated, bent to form, and welded 
according to the best pipe mill prac- 
tice. 

The welding qualities of the metal 
are so good, and the welding opera- 
tion so nicely controlled, that the 
result is practically predetermined— 
a sound weld and a 


STRONG PIPE 


NATIONAL TUBE COMPANY, PITTSBURGH, PA. 


hicawo  Denve 
AST KEPRES 
EXPORT REPRESENTATIVES; LU. 8. Bee! 


tooK FOR 


| 
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NATIONAL 





THE NAME 


When writing to Advertisers please mention Mitt Supptiss. 
















































lif 
) 
| 
ALEXANDER i] 
| ai 
1 ay 
2 
MECHANICAL LEATHERS 
are manufactured from specially curried : 
oak tanned bend center stock, the most 4 
desirable portion of the hide. They are i 
carefully moulded, treated, finished and } 
inspected. 
| 
ALEXANDER | 
| 
Established 1867 
New York Greensboro Greenville 
Atlanta Chicago Detroit “Concerning Alexander Mechanical Leathers’”’ 
London will give you interesting prices and information free—let us 
receive your request for it 
LIMESTONE Special Motor PULLEYS 
Model F 
for 
@> Motors, Dynamos, Trip Hammers 
oN 
and other work requiring pulleys of unusual i 
mechanical accuracy, strength and durability. 
IMMEDIATE SHIPMENT 
May we send descriptive price list and discount 
sheet? 
% to M-Inch Diameter Inclusive 
THE OHIO VALLEY PULLEY WORKS, Inc. 
Maysville, Kentucky 
































When writing to 





Advertisers please mention Miri. Supp ies. 

















a 


eRe I 


ETT FREI SEIT 


wi) aT 


EAT ATS 


SPECI TRIES! PS 


Ss ear ae 


ence cht A? AA TNOEE: 





NLL QUPPILLES 











LL GUPPLUES 








“the journal of quality ”’ 





AN INDEPENDENT MONTHLY JOURNAL 


JOBBERS AND MANUFACTURERS OF MILL, 


DEVOTED TO THE INTERESTS OF 
STEAM, MINE AND MACHINERY SUPPLIES 


THE 
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REVISION OF FEDERAL TAX LAWS 


President Harding and our national lawmakers 
have many hard problems to solve, but none so 
intricate or important as the revision of the 
come and excess profits lax law. The country is 
a unit in demanding radical changes, especially 
relating to the excess profits tax feature of the 
law, with its many inequalities and injustices. 
In the case of many companies, operating with 
a small issue of capital stock prior to 1913, or 
where the properties were purchased with stock, 


the government’s demands amount to practical 
confiseation. Enforeing officers of the federal 


government, while freely admitting the fact, 


declare their inability to give relief in special 
eases, owing to the mandatory phrasing of the 


law. 
The excess profits tax sets up a test which if 
attempts to apply to businesses just as diverse 


and forms 
their char- 


and stabil 


hazard, 
differ in 
uniformity 


in their nature, degrees of 
of capitalization as 


acteristics. 


men 
It assumes a 


ity of business and a permaneney of profits, 
which do not exist. The experience of the last 
vear shows how brief a period time profits 
nav be turned into losses. When a profit is an 


profit is a question that the 
certaimls 
The income 


higher the 


ePXCeSS present Jaw 
does not answer. 

fact that 
proportion 


disregard the 
the greater the 


surtaxes 
income 


of it that is available for reinvestment. It makes 
a difference whether income is spent or turned 
into capital. There is also a distinction between 


income that is earned and that which is not. But 


our income tax makes nothing of these distine 
tions. It regards income too much from the side 
of taxation and too little from the side of pro- 
ductivity. 

With all agreed as to the necessity for the 
repeal or radical revision of the law, there is 
chaos when leaders in’ finance, economies and 


business try to frame detail a plan that wil! 


spread taxation justly and equally among all 
our people—the rich and the poor, the manu 
facturer, the distributor and the consumer —and 
at the same time return to the government the 
vast sums of money necessary to meet its obliga 
tions. The one thing to be kept in mind is that 
the government must have billions of dollars 


annually, and that the net amount cannot for the 
present be materially reduced. 

The first thing to be done, all sane financial 
minds agree, is to refund our soon-to-mature war- 
time securities into long-time bonds. This speeif- 


ically applies to our Victory four and three 
quarter per cent bonds and our war = savings 


into securities 
will insure a 


stamps. They must be converted 
carrving a rate of interest that 
market value of not less than par. The govern- 
ment is even now using hundreds of millions of 
money in purchasing Victory bonds in the open 
market, owing to the fact that they mature next 
vear, and ean now be purchased at a substantial 
discount. Weare also raising by taxation millions 
to pay interest on the ten billions of money 
































JULI 
loaned to our allies. As a result, our manufac- 
turers and distributors are seriously oppressed. 

In the broad, there are many favoring a sales 
or turnover tax to replace present income tax 
laws, but when an effort is made to work out a 
plan for practical application, harmony ceases. 
A tax on undistributed profits of corporations is 
favored by many, without agreement as to the 
effect of such a law. There is only one thing on 
which all taxpayers agree, and that is that the 
present law robs the energetic and the truthful, 
rewards the crook and the slacker, stifles initia- 
tive and expansion, and is leading to unemploy- 
ment, financial drstress and a brand of socialistic 
thought in the great and sane middle class that 
is not only disturbing but dangerous. 





RAILROADS FACE DISASTER 


Every man, woman and child in this country is 
deeply interested, whether they know it or not, in 
the financial and operating condition of our rail 
ways. The roads must operate, and operate at a 
profit, or sooner or later they will cease to fune 
tion. From day to day financial statements show 
the margin between operating costs and fixed 
charges on the one hand, and gross ineome, on the 
other, is growing dangerously and this 
despite (and in some cases perhaps because of) 
recently largely increased passenger and freight 
rates. Traffic is steadily decreasing in’ volume, 
as proved by the constantly growing number of 
idle cars. The railroads declare they cannot 
longer operate profitably and pay the wage scale 
now in effect, which scale was wished on them by 
a government war-time board. Mill supply manu- 
facturers and distributors are deeply interested, 
since most of the products made and handled by 
them have bulk and weight, and must be trans- 
ported by rail. Saw mills everywhere are clos 
ing down because logs and lumber cannot be 
moved profitably at present prices for lumber and 
under existing freight rates. 

Union labor refuses to aecept any reductions 
in wages. Leaders declare that legally we are 
still at war with Germany, and anyway the rail 
wavs are the children of Wall street and the 
money plutoerats, and therefore ought to pay 
well for the privilege of conducting transporta 
tion facilities. They utterly fail to view the 
operation of a railway as a business proposi 
tion, or an enterprise that must ultimately return 
a profit into the hands of a_ receiver. 
They fail to consider that a large majority of 
the stocks and bonds of all our railways are in 
the hands of estates, life insurance companies 
and individuals other than railway officials and 
millionaires, and that to force any considerable 
number of these stock and bond holders into the 
hands of receivers would lead to disturbances 
and losses that would menace our financial and 
industrial life. 

Labor itself is sound at heart, patriotic, sane 
and sensible, but largely inarticulate, while its 
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leaders, safe in salaries and expenses paid at 
war-time rates, ery ‘*Peak prices for labor, or 
bust,’’ and the constantly increasing number of 
idle men tells the tale of their ‘*busted’’ follow- 
ing. In the building trades, it is $10 a day or 
nothing, although this stand results in ‘‘nothing’’ 
for 60 percent or more of the union membership. 
The war labor board in its wisdom started out 
to give railway workers an increase in pay 
estimated by the board at $400,000,000 annually. 
The railways declare this increase is costing 
many times that sum, and cannot continue with- 
out bankruptcy resulting. Not only must wages 
come down, but railway rates as well, and that 
speedily. Building construction costs are closely 
linked with the railway proposition. Unemploy- 
ment has reached a serious stage in the 
building trades, affecting the volume of transpor- 
tation seriously. Add to this condition abnormal 
rental demands, and you have a situation that 
strikes closely at the heart of our economie life. 
The answer is that when any class, small numer- 
ically and marvelously organized, stands aggres- 
sively and selfishly in the way of publie comfort 
and safety, it must either retreat or be swept out 
of the way. The zero hour approaches, and woe 
to the foe that forces that vast unorganized body, 
called by the jokesmiths the ‘‘dear pepul,’’ to 
go over the top. Once over, the direful fate of 
Whatever stands in the way is certain. 


also 





1921 WILL REWARD FIGHTERS 

When a great newspaper, late in the year now 
passed into history, adopted the slogan ‘1921 
Will Reward Fighters,’’ it could not conceivably 
have realized what a vital truth was embodied 
in that industrial battle ery. It was intended for 
adoption not only by eaptains of industry, but 
the rank and file in every walk of life, and has 
heen used as a rallying ery in production, operat- 
ing and sales departments throughout the United 
States, 

For scores of months salesmen in all branches 
of business had deteriorated, accumulating fat 
and losing pep, until the art of selling was well 
nigh lost. That time has gone by. Only fighters 
will in the front line when autumn colors 
appear on trees in the hardwood sections of our 
forests, and salesmen who send in only expense 
accounts will be running around in circles look- 
ing for some one to send them to, and will find 
him not. 

Business is poor all right, but is improving, 
and is being secured in most cases by the man 
who fights for it with courage and _ intelligence. 
There is an improvement in many lines, and the 
brightest spot discernable is on the face of new 
business, due to the awakening of relatively 
inactive individuals and corporations to the real- 
ization that the time has arrived to gain ground 
against competitors who for long had over- 
shadowed them, but who now are letting up in 
effort owing to weariness of mind and 
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i body. This is the day of the fighting little fel- 
» low, lean and stripped for the fray. The day of 
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the salesman who makes a social call to remind 
vou that his firm is still doing business at the 
old stand, and will be delighted to have your 
order some day in the future when business 
picks up, will have to take to the ditch to escape 
the rush of the high tension salesman who refuses 
to accept defeat, and invites the possible cus- 
tomer to buy because the line under discussion 
is the best on the market and sells at the right 
price, and frequently is able to suggest practical 
plans that will aid the buyer in moving the goods. 
Things are seldom as bad as-they appear on the 
surface in times of depression, largely because 
the worse things look, the nearer they are to a 
change for the better. 





FOR BOOSTING COMMERCE 


Kifforts of Secretary of Commerce Hoover to 
effect the closest co-operation between the vari- 
ous industries of the United States and foreign 
agents of the department of commerce should 
meet with the hearty sympathy of business men. 
Secretary Hoover believes close contact between 
the industries and foreign agents of the govern- 
ment has been lacking in the past, and he means 
to establish this contact in so far as possible by 
enlisting the aid of representatives of the indus- 
tries and of agriculture and labor. 

Plans for the formation of advisory committees 
to co-operate with the department of commerce in 
foreign trade work were presented to directors 
of the Chamber of Commerce of the United 
States by Secretary Hoover at a recent meeting 
in Washington. The directors of the chamber 
agreed to appoint a sub-committee to work with 
Mr. Hoover in organizing committees represent- 
ing various groups of industries. Mr. Hoover 
will confer later with officials of the American 
Federation of Labor regarding appointment of 
an advisory committee representing labor. 

Secretary Hoover desires the establishment of 
a central committee representing the principal 
industries, labor and agriculture, with sub-com- 
mittees representing eight or ten principal groups 
of industries. ‘These committees will consult 
with the department of commerce on the work 
of commercial attachés and trade commissioners 
in foreign lands. 

Another move proposed by Secretary Hoover 
is the amendment of the Webb-Pomerene act so 
that it would permit combinations of exporters 
to operate distributing agencies abroad. | Knact- 
ment of such legislation would be weleome_ to 
many exporters who are now handicapped in 
their foreign distributive work by the strict pro- 
visions of the Webb-Pomerene act. 

Manufacturers and distributors of mill sup- 
plies and business men in every industry realize 
the necessity for the expansion of foreign as well 
as domestic commerce. When our foreign trade 
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is good, home industries prosper. If there is no 
considerable foreign outlet for our goods, do- 
mestic business becomes stagnant. In the past 
our government has followed an all too evident 
policy of *thands off’’ in fathering the interests 
of American industries seeking markets abroad. 
True, some help has been given exporters by 
agents of the department of commerce, but it has 
heen pitifully small when compared with the 
paternalistic attitude of many foreign govern- 
ments toward the foreign business of their home 
industries. 

In submitting the Edge act, under the pro 
visions of which the Foreign Trade Financing 
Corporation is being formed, Senator Edge had 


in mind the removal of the government from 
business. ‘The government should get out of 
business in so far as actual participation in 


enterprises which should be operated and con- 
trolled by private individuals is concerned (and 
that is what Senator Kdge had in mind), but 
it should aid the growth and expansion of Amer- 
ican ecommerce, both foreign and domestic, in 
every other possible way. Secretary of Com- 
merce Hoover aims to secure the maximum co- 
operation hetween the government and _ private 
business, and it is to be hoped he will be given 
the active support of congress and of leaders in 
the various industries. 

Though of the opinion that the low tide of 
business depression has been passed, President 
Harding recently directed cabinet discussion to 
consideration of definite policies for fostering 
expansion of foreign and domestic commerce. 
The president favors a greater degree of co- 
operation between the government and business 
and the abolition of restrictions which fetter in- 
dustrial and agricultural development. 

The new administration is apparently deter- 
mined to give immediate aid to commerce and 
industry in the way of legislation and govern- 
mental co-operation, and developments in Wash- 
ington during the next few months will be eag- 
erly awaited by American business men. 





MAKE UP YOUR MIND NOW 

Are you going to attend the triple conven 
tion in Atlantic City, May 16, 17 and 18? If 
you haven’t made up your mind, you’d better do 
so now. If vou have decided to go, make your 
hotel reservations immediately. Only a month 
and a half remains before what is expected to be 
the greatest of all annual gatherings of members 
of the three big mill supply associations will be 
in action. 

Officials of the three associations have not as 
vet announced their programs for the Atlantic 
City meetings, but reports emanating from head- 
quarters indicate that those attending the con- 
vention will be treated to some of the most 
interesting and fruitful addresses and discus- 
sions in the history of the triple gatherings. Sub- 





to 
~1 



















KMLL QUPPILIUES 








jects of vital importance to mill supply and ma- 


chinery jobbers and manufacturers’ will be 
threshed out, and you cannot afford to miss the 
first-hand benefits of these discussions and of 


the valuable reports that will be submitted by 
committees. 


Announcement that the semi-annual meeting 
of The National Machine Tool Builders’ Asso- 
ciation will be held in Atlantie City, May 19 


and 20, the two days immediately following the 
triple convention, should be an added inducement 
to many manufacturers and dealers to make the 
trip to the great ocean resort. 

Aside from the business benefits to be gained, 
the, Atlantie City trip holds forth much in the 
way of pleasure for those who attend. Atlantic 
City is an ideal location for a convention, and 
there will be numerous entertainment features. 
Take your wife with you. She will enjov the 
trip and the interesting entertainment that will 
be arranged. But by all means make up vour 


mind now to go vourself. 





AVOIDING DRASTIC ACTION 


The National Supply and Machinery Dealers’ 
Association recently sent inquiries to members 
regarding steps being taken to meet present busi- 
conditions. While reports on the results 
of these queries (which are dealt with in detail 
in two interesting articles in this issue of Mint 
SUPPLIES) contain the replies of a comparatively 
small number of houses, they may be considered 
as representative; and serve to further emphasize 
the statement that mill supply jobbers have met 
and are meeting the business situation in a truly 
sensible way, entirely devoid of ‘nanicky’’ 


Hess 


actions. 

Increased price mark-ups, reduction of over 
head expenses and discontinuation of unprofit 
able lines of merchandise were dealt with in 
answers to one query of the association, while 
the second replies had to do with sales 
men’s compensation. The idea of marking up 
prices met with considerable disfavor. While some 
houses indicated they are opposed to carrying, or, 
at least, pushing unprofitable lines, others, while 


set of 


admitting the presence of unprofitable lines, 
declared many of them must be carried as 
adjuncts to sales of more profitable lines, to 
which they are closely related. While some 
houses have reduced or are reducing overhead 


through reductions of their forees or of salaries 
and wages, there has been no drastie action along 
this line. 


Readjustment has been necessary in practi 
cally every line, and mill supply distributors 
and manufacturers have been no exception. 


While there is general realization among mem- 
bers of the trade that the business of 1921 will 
be considerably less than that of 1920, and while 
they know competition will be keener than it was 


during the last vear, they see no reason for 


alarm, and into effect energetic 


putting 
sales-getting policies to enable them to cope with 


are 


new conditions. The worst of the depression is 
apparently over, and the future holds forth 
encouraging possibilities. The mill supply trade 
stood the severe strain of the last several months 
Without flinching, it is standing steady under 
present conditions, and is prepared to cope with 
any new problems that may arise during the com 
ing months. 





OPENS NEW CANADIAN PLANT 
Vellroy Belting Works of Canada, Ltd., Established by F. B. 
Vecllroy, Head of Hammond, Ind., Company 
\ustralian and South 
\frican business and the jobbing trade of Canada 
I. B. Mellroy, president of the McIlroy Belting & 


For purposes of catering to 


Ilose Co., Hammond, Ind., has” established the 
Melroy Belting Works of Canada, Ltd., and has 
commenced the manufacture of stitched canvas and 


solid woven belting in a new plant in Kingsville, Ont 
The belting manufactured in the Canadian plant, 


which started operations during the first week in 
March with a force of between 20 and 30 men, will 
be the same as that made in the Hammond plant. 
The foree will be imereased as rapidly as_ possible. 


divide his time between the Ham- 
He is president, treas- 
urer and general manager of the Canadian company; 
‘The capital stock of the new company is $50,000. 
Phe Mellroy Belting & Hose Co. has done consid- 
erable forcign business for some time, particularly in 
the Far East and South Africa. By means of the 
Canadian plant, Mr. Mellroy hopes to overcome the 
difficulty of doing business in Canada because of the 
tariff and exchange rates, and also to put himself in 
a stronger position to sell the trade in the Far East 
The Hammond plant will continue to manufacture 
for the domestic, Latin American and Indian trade 


Mr. MeHroy will 
mond and Canadian plants. 


es 


DEATH OF M.H. TIMBERLAKE 


President of Biggs Pump & Supply Co., Lafayette, Ind., Suc- 


cumbs After a Very Brief Illness 

Mahlon H. Timberlake, president of the Biggs 
Pump & Supply Co., Lafayette, Ind., distributors of 
mill, plumbing and well supplies, died in the Home 
Hospital, Lafayette, early Monday morning, March 
14, after a short 

Mr. Vimberlake had been identified with the Biggs 
Pump & Supply Co. almost continuously since 1868 
when he went to lafayette, having been associated 
with his father-in-law, the late B. F. When 
the business was reorganized several years ago, Mr 


illness. 


Rs cre, 
ss”: 


Timberlake was clected president of the company. 

Deceased was born in Hillsboro, Ohio, February 5, 
1849, the son of John D. and Rachel Bateman Tim 
Ile married Eleanor S. Biggs in 1874. Mr. 
Timberlake was prominent in church, lodge and civil 
affairs. He was a Republican in politics, and at one 
time served as a member of the Lafayette city coun- 
cil. He was well known in trade circles. 

Mr. ‘Timberlake is survived by his widow and two 
children, Mellie I. and Frank B. Timberlake. Funeral 
services were held Wednesday afternoon, March 106. 


berlake. 
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Are You Going to Fight Now or Will You Run? 


Business Houses Which have not 


‘. 


aken Losses Should do so at This 


Time—New cra Calls for Energetic Advertising and Sales Policies 


We have been passing through a period when the 
man with the gun has had his way. During the wat 
were glad to have the tell us what he 
Since the war, however, particularly during 
this last winter, the gunfighter has been telling too 
many of us what he wanted and that he wanted it 
right away. Holdups have been every-day affairs. 

But are approaching the end of this gunman 
stuff. From now on there is going to be a business 
fight instead of a gun fight. Competition is taking 
off its coat and rolling up its sleeves and shaking 
its fist under your nose. Are vou going to fight or 
run? 


we soldier 


wanted. 


We 


Naturally, vou are going to fight. You are not 
going to allow anybody to chase vou from the field 
You are not going to allow any competitor to scare 
you out. You are going to fight to hold the business 
you have already, and you are going to shake your 
own fists and prepare to take some of the business 
the other fellow thinks is his. 

Business conditions are steadily improving. Nor 
mal times are coming back. But there will no 
immediate boom, no sudden return to great prosper 
itv. There will be the of this 
for the man who goes out and fights for it. 
For men who are not willing to fight for their share, 
there will be just what they deserve slim picking, 
and nothing but regrets at the end of the year. 

The sooner you make up your mind that this year’s 
business is going to the fellows who fight for it, and 
that you to of those the 
sooner you will commence fighting. If you are not 
going to fight for your share, then the sooner you 
run, the less you will lose. 

The year pretty well along. Have 
menced to fight? Have you been waiting, thinking 
your business would pick up, or have you been pick 
ing it up? Don’t wait a day longer. Get off 
coat and roll up your sleeves and pitch in! 

First, that you have the equipment to fight 
with. See that you have the supplies necessary to 
get business. A man with nothing to sell can make 
\ barehanded man cannot put up much of 
a fight against an opponent who walking 
arsenal. You must be fit to fight, but vou must be 
‘quipped to fight, too. It is one thing to be equipped 
for defense, for just holding your own; it is another 
equipped to go out and meet competition in 
the open field, and win out. 

The first step in the fight for business is to get 
on hand the stock, equipment, and supplies you need 
ior handling the business. But that 1s only a begin 
ning. : 

The one thing that will do more than anything 
Ise to put a punch into your fight for business is 
energetic advertising. This should the time for 
the best advertising you ever have done. You should 
use more advertising space and spend more time and 
thought on making up copy for that space than you 
have in the past. Increased advertising space will 
ost you more money, of course. You will have to 


be 


good business rest 


yeal 


are going be one fellows, 


is vou com 


vou 


see 


no sales. 


1s a 


to be 


be 


spend some to the 
But who ever heard of a real fighter who expected 
to win without taking some punishment himself? Ar 
you going to sacrifice your chance of finishing this 


money ect business you want. 


vear strong and ina good position to go on to some 
thing bigger next vear in order to save a few dollars 
on your advertising expense? If vou are going to 
operate this vear on the plan of getting along just 


as cheaply as you can, seeing how, little you can 
advertise and avoid being driven to the wall, then 
you are likely licked December 
that you won't feel much like fighting during 1922. 


to be so nearly by 
One can’t call it fighting to dodge and duck and 
avoid coming into direct contact with the man who is 
trying to wallop you. If you are going to fight, stand 
right up to it. Take what punishment you must take, 
but see that vou give more than you receive. 
If it costs more money for advertising than 
you like to pay, what of it? It will cost you more 
in loss of business if you do not take on that advertis 
ing expense. This not a time to hem and haw 
about advertising costs. It is a time to go after the 
business in a way that will get it, even though you 
may not for a time net as much money as you would 
like. Get. the business, and break or 
small profit, or even a small loss. the busi 


vou 


is 


even, take a 


But get 
ness! 

his a period of reconstruction. 
yourself. Do know what reconstruction 
means? It means constructing again. You cannot do 
this without effort and expense. When a 
building or constructing, he is doing it with 
to the future, not expecting to mak 
actual building process, but afterward. 
in rebuilding or reconstructing. 
sonably you can, but don't 
expense there will be no reconstruction. 
build or rebuild business on hot atr. 


You have said 


1S 
SO you 
man 1s 
eye 
money in the 
It is the same 
Get out of it as 
that without 
You cannot 


an 


rca- 


as 


forget 


So you must do more and better advertising. When 
business comes slowly, it needs to be stimulated, and 
advertising is the most reliable stimulant not affected 


by the Volstead act or the prohibition amendment. 
If you cut your advertising because business has 
shrunk, business will shrink further, and the mort 
you cut on your advertising, the less money there 
will be to par for advertising you do. Reconstruct 


with the help of advertising, and don’t think too much 
about making money while doing it. 

The change from war prices to lower levels makes 
it necessary for many of us to take losses. Many of 
us took them month by month, absorbing a 
proportion of the abnormally high productive cost of 
doing That has the with 
MILL and The Crawford Publishing Co 
Our increased costs ranged from 40 to 200 percent 
in the items that make up the bulk of our expense, 
while the increase passed along to our customers was 
in no case more than 15 percent. We took some net 
losses, but the general result was fairly satisfactory, 
volume of business, 


large 


business. been case 


SUPPLIES 


owing to a greatly increased 
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secured and handled under rigidly economic condi- 
tions 

To those who have not taken these losses we say 
take them now and have them over with, and com 
You 
what you always have thought about those 
War time merchants who hung on to their 
stocks of calicoes and other goods for 40 years rather 
than sell for less than cost. You think those fellows 
were business jokes. Well, there are some who insist 
on being business jokes today. 

\ny improved equipment you add to your outfit, 
any better methods you adopt will help you in your 
fight for business. Whatever you can do to better 
the service you render will help you to serve more 
people, and so please them that they will boost your 
business among their friends and acquaintances. 

Whatever makes it appear that your business 1s 
going ahead makes people think you are a good man 
to patronize. 
That means that business follows the crowd. 


mence making them up as soon. as you can. 
know 
Civil 


Nothing succeeds like success, they say. 
lf you 
can get the crowd coming your way, even if it costs 
all you can spare to bring this to pass, then your busi 
ness will climb. 

You need to add all the improved mechanical helps 
you can, and you need to go further and see how you 
You 
must develop ability all along the line in your force. 
Develop production and salesmanship. Spend time 
and effort and money in making the men and women 
in your business more competent and efficient and in 
inspiring them with a desire to do more and better 
work. 


can better the human element in your business. 


It is for the head ot the business to show the rest 


what ambition and energy mean, and it is for him 
to see that the rest are taught all the things they 


for the success of the house. See that 
you, yourself, fight out every day’s proposition with 
your best efforts. Instead of standing on guard in an 
attitude of self defence, take the offensive. Put the 
other fellows on the defensive. Get them on the run if 
you can. That is what they are trying to do to you. 
\ll this is said without any idea of encouraging un- 
friendly rivalry. If you are going to do any running in 
this fighting year of 1921, run after the business instead 
of running away from the fellow who hollers “Look 
out. I’m coming your way!” If you have any fight 
in you, now is the time to show it. If you haven’t.any, 
then the sooner you are licked, the better for business 
in general. 


she vsuld know 


tee 


CONVENTION IN CLEVELAND 
National Pipe and Supplies Association to Hold Annual Meeting 
in the Hollenden on May 10 and 11 


GEORGE D. McILVAINE 


Secretary, The National Pipe and Supplies Association 


The twelfth annual convention of The National Pipe 
and Supplies Association will be held in Cleveland on 
Tuesday and Wednesday, May 10 and 11, with head 
quarters in the Hollenden Flotel. 

This year’s meeting was originally planned for 
Pittsburgh, that city having been selected as the 1921 
convention city during the Chicago gathering last 
spring. Restricted hotel accommodations and other 
unsatisfactory conditions governing the holding of the 
convention in Pittsburgh caused officers of the associa- 
tion and members of the executive committee to trans- 
fer the meeting to Cleveland, however, and this action 


has been heartily approved by members expressing 
their views on the question. 

Officers are bending every effort to make this year’s 
meeting even more interesting and profitable than the 
largely attended and beneficial conventions of past 
years. They are arranging an attractive program, 
which will include not only routine matters of interest 
to distributors, but discussions of general interest by 





SECRETARY 


GEORGE D, MC ILVAINE 


leading manufacturers in many lines of industry. 
Speakers of national reputation also will be present to 
discuss general economic questions and problems of 
business readjustment. 

Many of the members of The National Pipe and 
Supplies .\ssociation are vitally interested in the hous- 
ing situation, which now has become a national prob- 
lem; and much attention will be devoted to this ques- 
tion during the convention. 

Distributors of steam, heating, plumbing and mill 
supplics have shown a determination to co-operate 
with all legitimate interests toward rapid readjustment 
during this trying period, and there is no doubt that 
the gathering in May will go far toward reassuring 
both manufacturers and jobbers. 

Officers of the association extend to all manufactur- 
ers, jobbers and representatives of the trade press a 
cordial invitation to attend the convention, and they 
urge those planning to attend to make early reserva- 
tions in the Hollenden, Statler, Winton or Cleveland 


hotels. 
~+o> 


Fosters Economic Learning 


Alvan T. Simonds, president of the Simonds Mfg. 
Co., Fitchburg, Mass., has offered prizes of $1,000 and 
$500 respectively for the best and second best essays 
by pupils of high schools and normal schools on 
“Present Economic Conditions and the Teachings of 
Adam Smith in “The Wealth of Nations.’” Mr. 
Simonds read this book while in Harvard, from which 
institution he was graduated in 1899, and has read it 
10 times since. The essay contest is to encourage 
reading the book as a stimulant to interest in eco- 
nomics. 
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Mill Supply Houses Avoiding Radical Changes 


Reports from Twenty-two Firms Show but Few 


have Greatly Re- 


duced Working Forces or Salaries—Majority Against Price Mark-ups 


Mill supply houses as a whole have not adopted 
radical measures to meet changed business conditions, 
wherein a smaller volume of business, caused by 
decreased sales and lower prices, has been done unde 
expense accounts considerably larger than during pre 
war periods. 

Reports from 22 houses, received by the National 
Supply and Machinery Dealers’ Association in reply 
to a query as to the methods employed by dealers 
in meeting present conditions, indicate that 
some have reduced working forces and a few 


while 
have 
reduced salaries and wages, the majority are abstain 
ing from such action, pending future developments. 
The plan of marking up prices meets with much dis 
favor, while the idea of eliminating unprofitable lines 
gains considerable approval. 

One house reports it has made material cuts in its 
staff and is eliminating some unprofitable lines, but 
hes cut no salaries aside from wages of men in its 
shop. Another proposes to push sales of lines on 
which it has protected resale or exclusive representa- 
tion, and though it realizes the necessity for handling 
some unprofitable lines, it does not propose to make 
any decided effort to sell them. 

House No. 3 announces its intention of awaiting 
the end of the first quarter before pruning expenses, 
and hopes for a return of a sufficient volume of busi- 
ness to make pruning unnecessary. 

Another house submits a copy of a letter to sales 
men and house employes which displays reserved 
optimism and a spirit of energy. It is as follows: 

“After the most careful consideration, the company 
has decided to defer for another month taking any 
action on the question of reducing operating expenses. 
This is based upon the hope that before that time 
general business conditions will show enough improve 
ment to 
reducing 
expenses. 


obviate the necessity of reducing salaries, 
the working force, or otherwise reducing 

The real controlling factor will be the 
amount of business we receive, and every person here 
can help in increasing our sales, and in reducing the 
operating cost. Let’s go. Let all of us pull together, 
and if possible make this one of the very few houses, 
if not the only one, not forced to reduce wages. The 
company is willing to carry the loss for a while. What 
occurs after that is, in part, up to you.” 

Salaries of officers in another house have been 
reduced 25 percent, those of employes receiving annual 
salaries of $1,500 and over, 20 percent, and those of 
employes with salaries under $1,500, 15 percent. 
Although employes leaving are not being replaced, 
there has been no considerable reduction of the work- 
ing force. 

House No. 6 may later reduce ,its working -force or 
salaries if conditions do not improve, but it has not 
done so as yet. This firm states it is a question as to 
what extent unprofitable lines can be eliminated, 
because of the necessity for carrying such goods in 
order to maintain a representative line. 

The policy followed by House No. 7 is particularly 
interesting. This house is, first, doing its utmost to 
supply all demands by keeping its stock as complete 


as possible; second, purchasing in as small quantities 
as is consistent with requirements; third, increasing 
its turnover to the limit; fourth, cutting or advancing 
all prices to conform with quotations made by its 
sources of supply, regardless of stock on hand, and, 
hfth, pushing to the limit all prospective sales from 
manufacturers’ stock direct to consumers, at a quota 
tion that would secure the business even if it left the 
house but a small margin of profit. 

This house effected a 1920 turnover of 40 percent 
above that of 1919 at an overhead of 14 2/5 percent 
for 1920 as against 15% percent for 1919, includin 
bonuses to employes. 


§ 
These bonuses amount to 1.3 
percent on 1920 gross sales, leaving a net profit of 25 
percent on capital stock, of which 15 percent will go 
to the surplus fund account. The house’s working 
force was increased 33 1/3 percent, and salaries and 
wages were increased to compare favorably with local 
conditions and the times. ‘This firm states it also 
strengthened the policy adopted in 1915 of taking all 
short credit discounts offered and of refusing to extend 
credit to customers known or suspected of being slow 
payers. Unless marked changes in conditions demand 
new methods, this policy will be continued in 1921. 

House No. 8 believes in the advisability of eliminat 
ing every expense that will not decrease the efficiency 
of the organization, and in decreasing to the limit the 
handling of standard lines that do not show a margin 
of profit. This house is opposed to increasing prices. 

House No. 9 says it is not possible for it to do any 
drastic pruning of expenses because of the necessity 
for keeping its organization together in preparation 
for “the resumption of business, when it comes.” This 
firm states it is impossible for it to increase its mark-up 
sufficiently to meet its expenses at this season of the 
vear, that this subject should receive much considera 
tion by dealers, but that dealers must bring it about 
gradually, rather than by revolutionary methods. It 
states it is inclined to believe elimination of unprofit 
able lines which it always carries 1s the best way to 
meet the situation. 

House No. 10 believes the only way out of the 
present situation is through a drastic pruning of the 
expense account. This firm believes nearly all whole 
houses are eliminating unprofitable lines of 
merchandise, but declares an increased mark-up 1s 
impossible on a buyers’ market. 

House No. 11 has thus far reduced its force only 
as regards clerks and store men of “below average 
capacity,” hired under war time conditions. It 1s 
opposed to increased mark-ups and believes in elimi- 
nating unprofitable lines so far as possible, although 
some of these lines must be retained because of their 
close relation to better selling lines. 

House No. 12 advocates eliminating extravagance 
in expenditures, and is opposed to increased mark-ups. 
House No. 13 sees pruning down of expenses as the 
solution to the present situation. It is opposed to both 
mark-ups and elimination of unprofitable lines. 

House No. 14 believes there should be an increased 
mark-up in prices because of increased freight rates 
and low cost of goods, and is eliminating lines of 


sale 
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teerchandise found to be unprofitable and those slow 
in movement. ‘This house plans to reduce its expenses 
during the coming year, and gradually return to the 
1919 payroll basis, without any drastic action along 
this line 
House No. 15 is overhead wherever 
It is opposed to an inereased mark-up, and 
is difficult to eliminate certain lines trom 

it 


ts stock even though they do not return good profits. 


reducing its 
possible. 


leclares it 


Liouse No. 16 says the most important factor in reduc 
ing its overhead expense is in decreasing the number 


rf ¢ mploye S 


his house discontinued some unprotit 


able lines. It does not feel an increased mark-up in 
prices is timely. 
House No. 17 is making every possible reduction in 


climinated a few 
unprofitable lines, but states this has not materially 
reduced the firm’s selling expenses. It not 
believe the idea of increasing prices is feasible. 

House No. 18 has already reduced its force to the 
pre-war basis, and is cutting expenses wherever pos 
sible. Thus far its salesmen have been traveling more 
consistently than during the busy period. 
how f 


its expense account. It has also 


does 


There is 
expenses 
The house finds elimination of 
unprotitable lines impossible, considering the class of 
trade it is 


“Out 


divided opinion as to far salesmen’s 


may be pruned. 
serving. 
sales are off 40 percent, consequently, with 
the high overhead, which developed during the recent 
prosperous period, the situation 
House No. 19. 
“We have effected a saving in our labor expense by 
reducing the number of We have 
increased the mark-up on a great many lines we felt 
could stand it. But on other items we find competi 
tion pretty keeen, and there is a tendency on the part 
houses to work olf overstocks at some 
We feel we have not accomplished 


requires careful 


inaly sis.” states 


employes. also 


of some jobbing 
very low prices. 
all that is necessary in reducing our expense account, 
and are increasing our margin of profit. 

‘Regarding notoriously unprofitable lines, we have 
some of these, and probably always will have, but we 
are not taking on any more. This is no time to attempt 
o sell goods on a 10 percent margin, with an expense 
account of 20 percent.” 

This house states it may find it necessary to reduce 


salaries before but is leaving last 


long, this. as a 
resort. 

Hlouse No. 20 has cut its force to some extent, but 
expects to maintain its present organization. It 1s 
the 
possibility of eliminating so-called unprofitable lines. 
his firm that if it 
during this depression 


opposed to increased mark-ups and cannot see 


states even break 


as has been the case up to the 


can secure an 


present time—it will be satisfied, since it always has 
figured that it would have to stand its portion of the 


burden of readjustment. 


House No. 21 is closely scrutinizing all expense 
accounts, has eliminated bonus systems, and is 
endeavoring to eliminate all unprofitable lines of 


merchandise. 

“We are continually eliminating unprofitable lines, 
favoring those that give us a discount of 20 percent 
and 20-5 percent,” writes House No. 22. “We cannot 
increase or mark up prices on account of keen compe- 
tition, since some dealers are almost giving away their 
stock to obtain ready capital. We have not reduced 
wages, or cut down our force, as we have been selling 
auite a few large second-hand tools, which helps out 


some. \Ve are very optimistic, and believe that while 
the tide is at an ebb at this time, it will soon turn, and 
that by. the middle of summer we will be enjoying a 


very lucrative business.” 
<-> 
NEW OFFICERS ARE ELECTED 
Chicago Branch, National Metal Trades” Association, Enjoys 


Interesting Program at Annual Dinner 
Ss. T. Nelson of the Sullivan Machinery Company 
was elected president of the Chicago branch, National 
Metal Trades Association, at the twenty-third annual 
dinner and meeting of that organization at the Mid 
Day evening, March 8. 
Other officers chosen are: Vice president, Harold B. 
smith, Illinois Tool Works; secretary, Paul Blatch 
ford: treasurer, William Ganschow, Wm. Ganschow 
Company. The following were named members of 
the executive committee: Messrs. Nelson, Smith and 


Club, Chicago, on “Tuesday 


Ganschow, and ©. A. Olson, Simonds Mig. Co.; 
Charles FE. Finkl, \. Finkl & Sons Co.; L. A. Dolton, 


Weller Manufacturing Co.; Charles H. Strawbridge, 
Goodman Manufacturing Co.; A. C. Johnston, Link 
Belt Company, and Henry Beneke, Beneke & Kropt 
Manufacturing Co. 

\ttorney William R. Moss of Chicago, chairman oi 
the executive committee of the Chicago Association 
of Commerce, delivered the address of the evening. 
The other speakers were A. I. Newton, Worcester, 
Mass., president of the National Metal Trades Associa 
tion, and George H. Tompkins, secretary of the 
\ssociated Employers of Illinois, with which the 
affiliated. W. W. Coleman, Milwaukee, 
second vice-president of the National Metal Trades 
\ssociation, was a guest at the dinner. Reports of 
officers, of the employment department and the Super 
intendents’ and Foremen’s Club of the branch 
received 


branch 1s 


were 
+to> 


MAY CONVENTION TO BE HELD 
Semi-Annual Meet of Machine Tool Builders in Atlantic City to 
be Held Despite February Session 


\lthough the mecting of the National 
Machine Tool \ssociation in Cleveland was 
announced as taking the place of the semi-annual 
convention in Atlantic City May 19 and 20, the presi 
dent and executive committee of the association have 
decided to hold the semi-annual gathering in May as 
per the original schedule. Inasmuch as the triple mill 
supply convention will be held in Atlantic City May 
16. 17 and 18, members of the three mill supply 
associations desiring to attend the meeting of the 
machine tool builders will be in a position to do so 
conveniently. 

The Cleveland meeting of the National Machine 
Tool Builders’ Association, which was held in the 
Hotel Cleveland, February 24, 25 and 26, was largely 
attended. Sessions were devoted entirely to associa- 
tion business. .\ number of large constructive activi 
ties proposed were discussed. also 
had before it consideration of costs of manufacture 
and a uniform plan of cost accounting. Among the 
other subjects brought up for discussion were the 
present business situation and how to meet it, prin 
ciples of sound financing for the machine tool indus 
try, and how to run a machine tool shop in times 
of depression. 


l-ebruary 
Builders’ 


The association 
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Forty-four Years in 
{ 


4 A. Van 


| “echten, of | 


A. VAN 
t was in the spring of the year 1877 that I started 
sa young man in the mill supply business with H. A 


Rogers, at 19 New York City. 
the best of my knowledge, ther 
in the city of New 
york, and | do not recall any others in any 
he house Was 
John ‘These 
houses, so tar as I recollect, were the only ones that 
carried full line of 
4 supply business. however, the house of 
S PG: 5-7 Dey street, which handled rail 
vay supplies, such as car trimmings and car seats, : 
also W. G. Creamer Company, 
trimmings. 


John street, 
At tnat time, to 


vere only two mill supply houses 


i other city 
that carried a complete line. 


\A 


vv. 4 


othe 
Duy ckinck, at 50 52 Street. two 
everything required in the mill 
There was, 


Pill tson, at 


y, 96 John street, which 
made car his house is still in business, 
ictivitics now being carried on by the grandsons of the 
original owner. ©O. W. Leonard, at about 40 John 
street, Was agent for the American Bolt Company, and 
Lindsey, Walton & Company, at about 21 Dey street, 
handled railway lanterns. 

In arly days the house of H. A. 
imported the Moncrieff gauge glass, 
imports; and it custom, when a man wanted 
class cut, to take an eight inch rat tail file, break off 
the point, and cut the glass to the desired length, a 
elass cutter being unknown then. 


those ( Rogers 
which it still 


Was Oul 


lhe porter for our 
however, conceived the idea that he could cut 
with a string. He took two pieces of 
and hollowed them out the elass could bi 
placed between them. When he had inserted the glass 
to the desired length, he put the device in a vise, then 
wound a string around the glass, at the end of the 
clamp, and worked the string back and forth until the 
friction heated the glass. He then filled an oil can 
vith water, and squirted the water on the glass until 
it chilled and broke off at the end of the clamp. 

Stillson wrenches had not come into general use in 

’ but what was known as. th 
rowns tong. I doubt very much if it can be bought 
at the present time. 

\nother sold a great 
many Moran steel belt couplings, made by the father 
of the Moran brothers, and that one of the sons used to 
ome down and bring the couplings, wrapped simply 
in brown paper, and sell them to us. 
Moran couplings were made by hand out of solid steel 
The Moran brothers later went to Seattle and 
established the Moran Shipbuiiding Company, which 
has been very successful. 


1 
Nnouse, 
aur’ olassc S 


WvWood SO 


those davs, we sold 


> 
> 


thing I remember is that we 


These original 


bars. 


In those early days there were no packings on the 
market outside of the square tucks, with rubber backs; 
the Eagle packing made by James Glanding & Com 
pany, Philadelphia; soap stone packing, which was 
made of cotton, woven with a hole in it, and the inside 
filled with powdered soap stone, and an A. & B. flax 
packing made by Sewell, Day & Company of Boston. 
\lso the old Seldens packing, which was made of 
a paper composition and saturated with tallow. In 
the sheet packings there were what were known as 
the C. I. packing and C. B.S. packing, and 


z of ce surse, 





Mill Supply Business 


can Vechten & Son, New York, Recalls Interesting E pi 
sodes in His Long Career as a Traveling Salesman and Supply Distributor 


VECHTEN 


the pure rubber was very httle used 


packing——but that 


in the sheet. 
here was very little competition in those days com 
pared with the p: | 


thi 


remember that when 


\Miexican National 


esent day. | 


\Mlexican Central and railways 


being built, there 


} 


SHNOV¢ 


were 


were so many wheelbarrows., 
picks, sent down 


ve 


Is, and two-wheeled dump carts 
to Mexico that there w: \ 


Mixico 


is a common saying that every 


man in could get one of these 


ure muuble 


without 


any 


In those early days machine cut files were unknown, 


, 
and we 


sold, for the most part, a hand file made by 
Sanderson Brothers. Vhe firm of W. & J. Rotehery, 
at Mattewan, N. Y., also made a hand cut file The 
writer remembers very well that on one of his trips 
+] 1 1 


New York state he had 
intendent of the Johnston 
Oliver, 


a talk with 
Hlarvester 
Batavia, N. Y 
sending him his requirements in files for 
cut flles, or, in othe 

Mr. Oliver, after much per 
suasion, finally consented to the arrangement, and 
stated that when he issued them to his men, he would 
remove the labels so thes not files 


hroug he super 


Mr. 
and asked thx 


Company, 
by name, at 
privilege ( 
words. 


rf 
that month in machine 


the INearney & loot file. 


would know the 


were machine cut. 

() Visit, a month afterward, Mr. Oliver 
told had been in a great deal of trouble, and 
when I asked him what the matter was, he said he had 
issued the machine cut tiles to his men, and that after 
they had been used up, he had given them files from 
the old stock. The men immediately complained, say- 
ing they were not the same files they had been using 
recently and that they wanted the kind they had just 
that on, the Johnston 
Company used machine cut files. 

It was my custom in those days to cover all of New 
York state, going as far as Buffalo on the New York 
Central, and returning on the Erie. 
was leaving a customer, he would say 


n my next 
me he 


used. From day Harvester 


Generally, as | 
; “Well, tell us 
what time you will be around next month, so we can 
have our order 

How 


ready for you.” 

times have changed! I do not suppose that 
there is a town of any size in the United States today 
that does not have a mill supply house. 

There was more or less friendship in business in the 
old days. C. W. Le Count, of South Norwalk, Conn., 
Le Count lathe was in the habit of 
sending down a barrel of pears to the store every year, 


dogs, 


who made 
so all the boys might have some. I remember very 
distinctly that once when | returned from a trip in 
the fall, | was urged to ask W. & J. Rotehery to send 
some grapes to the store. So I accordingly wrote the 
following postal card, and without signing it, sent it 
to that firm: 

“The rose is red 

“The violet blue, 

“Your grapes are sweet, 

“Please send us a few.” 


It was evident that Rotehery’s knew my hand-writ- 
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ing, for by return mail came a postal card from them, 

which read: 

“Your note is read, but your chances look blue, 

“The grapes are all gone, we had but a few, 

‘You waited too long in composing your song, 
“And rhyme without reason so late in the season.” 
In the early days the Morse Twist Drill Company 

was, to my knowledge, the only house that made twist 

drills, and Pratt & Whitney were the pioneers in the 
tap business, although the Morse Twist Drill Com 
pany bought out the old New York Tap & Die Com- 
pany, and made taps similar to the ones made by Pratt 

& Whitney. 

It was the custom in those days for a great 
manufacturers to make contracts for the year, and | 
remember very well going down with John Hall, of the 
Pickering Governor Company, to call on Frick & Com 
pany at Waynesboro, Pa., as Mr. Hall wanted to get 
the contract for the Pickering governor from Frick & 
Company for a year. Mr. Hall and | walked into the 
Frick office. John Hall was an original man. Seeing 
a man seated at a desk, he walked up to him and 
stated he wanted to see Mr. Frick. 

The man replied: “I am Mr. Frick.” Whereupon 
John Hall said: “No! No! I mean Mr. Frick of the 
firm.” Upon which Mr. Frick replied: “I am Mr. 
Frick.” John Hall said: “No! No! I mean Mr. 
Frick, the head of the house.” Whereupon Mr. Frick 
said: “I am Mr. Frick, the head of the house.” 
Whereupon Mr. John Hall said: “You are a hell of 
a looking man to be head of this house.” But Mr. 
Frick laughed about it. This same Mr. Frick was the 
man who put Frick & Cotapany on the map. While 
he was short in stature and not of commanding appear- 
ance, he had the ability tc manage a large house suc 
cessfully. 

The mill supply business, like other businesses, has 
seen hard times in the business world since I started, 
but I often made the remark that the mill supply busi- 
ness was somewhat different from other lines, since, 
when times were dull, the manufacturer would buy 
goods to make alterations and try to cut down the 
cost of output, and when times were good, he would 
buy goods to increase the output of his plant. I believe 
this holds good to the present day, and while we are 
now going through a period of dullness, yet I venture 
to say there are very few mill supply houses that are 
not paying their expenses, for there are always more 
or less orders in the mill supply line. : 


many 
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TO MANUFACTURE BELTING 
Newly Organized West Leather Belting Company, Chicago, will 
Also Deal in Transmission Equipment 

The West Leather Belting Company, Chicago, has 
been organized to manufacture leather belting and 
deal in power transmission appliances. The company 
has been incorporated under the laws of Illinois. K. 
H. West is president and treasurer, C. R. Adams, 
secretary, and they with \. C. Hodge constitute the 
directorate. 

Quarters have been secured at 844-852 West Adams 
street, where the company will occupy approximately 
5,000 square feet of floor space. As soon as the neces 
sary alterations have been completed and machinery 
installed activities of the new house will be started. 

Mr. West is a well known figure in the mill supply 
trade. He was for a number of vears a member of 


the sales force of the Reeves Pulley Co., Columbus, 
Ind., and has been for the past five vears Chicago 
district manager for Alexander Brothers, Philadelphia, 
leather belting manufacturers. Mr. West is now 
engaged in organizing his sales force, and it is under- 








K. H. WEST 


stood.the company will have a number of city and 
road salesmen. L. B. Weitzel has already joined Mr. 
West’s staff as a city salesman. He was for a number 
of vears on the sales force of the Reeves Pulley Co., 








WEITZEL 


and later with the Geo. W. Pyott Co., Chicago, About 
three years ago, he joined Mr. West on the sales force 
of Alexander Brothers. Like Mr. West, he is well 
known in trade circles. 

The West Leather Belting Company will sell its 
belting direct to the consumer in Chicago and dis- 
tribute it through dealers exclusively outside that 
citv. Workmen are now at work on the permanent 
quarters to be occupied by the company, and the date 
of opening will probably be announced within a short 
time. 
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Advertising is Lubricating 


Institutional Publicity Must Be Replaced 
Copy—Every House Should Inz 
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The writer has on his desk over a score of bulletins 
issued by national organizations, national banks, trust 
companies and other financial institutions, discussing 
various angles of present business conditions. With- 
out exception, these bulletins have been prepared with 
great care and are based on existing conditions. 
Every fact which goes into each analysis is authentic 
and has been received from absolutely reliable 
sources. 

An analysis of each bulletin makes a mighty inter- 
esting symposium, which is too lengthy to be given- 
in detail. It is distinctly encouraging, however. Prac- 
tically every industry covered—with two exceptions 
—shows a decided gain both in volume of sales and 
production. Production apparently is gradually 
increasing to a point where profit is again evident. 

The peak of the depression seems to be over and 
industry is slowly getting back to a healthy—if not 
normal—production basis, under revised wage-scales 
and lower prices of products manufactured. 


Collec- 
tions are easier. 


Banks are showing a willingness to 
loan money to deserving industries at reasonable rates 
of interest. On the whole, the condition of the coun- 
try, from an industrial standpoint, appears to be on 
the mend, and is encouraging, to say the least. 

How are you describing your product or the goods 
you sell? That is the question of a Chicago adver- 
tising man put before a convention that closed a few 
weeks ago. 

“If you were to give a conventional description of 
a man unknown to another—medium height, brown 
hair, soft hat, etc.—chances are he would never be 
recognized. But suppose you were able to say, ‘This 
chap has a tin ear, painted green.’ He would be 
identified from all the passing throngs without diffi- 
culty.” 

The thought expressed is worthy a sermon. Too 
often newspaper and magazine advertising wears a 
soft hat and has brown hair and is of medium height. 
Every product has a ‘tin ear’ but only a few discern- 
ing and keen eyed advertising men are alert enough 
to see that ‘tin ear,’ and capitalize it. ° 

Find the ‘tin ear’ on your product and then tell your 
prospects about it. It will mean that your product 
will stand out in the crowd like a coal heap in a 
snow storm. It will give your product individuality 
and it will bring it to the close attention of the buying 
public. 

The organization that retrenches too strongly on 
advertising this year is making just as grave a mis- 
take as the motorist who decided to cut out the use 
of lubricating oil, and uses twice as much’ gasoline. 
Advertising, without question, is the lubricating oil 
of business. This is especially true at this time when 
advertising can and will do much toward stabilizing 
business conditions by retaining old markets, opening 
up new fields, and generally increasing the volume of 
sales to compensate for the reduction of profits that 
changed business conditions have brought about. 


One of the best known industrial leaders in the 





Oil of Business 


by Sales-Getting 


restigate All Sales Possibilities 


BOTSFORD 


United States recently said in discussing this matter: 
“Continued advertising is the majesty of business, 
and the maximum results are obtained only by a defi- 
nite merchandising policy.” 

Advertising cannot continuously sell inferior prod- 
ucts, though it can and does sell good products. But 
every advertising campaign must be backed up by a 
real measure of service and a progressive merchan- 
dising policy. Present advertising conditions, and 
the attitude taken by the leaders in every field indicate 
that institutional advertising, as extensively used the 
past few years, must be replaced by real sales-getting 
copy-—the kind of advertising that will convince of 
quality, create desire, and stimulate the order signing 
action which changes a prospect into a pleased cus- 
tomer. The change from a sellers’ to a buyers’ market 
has necessarily sounded the knell of institutional 
advertising, and the only kind of copy worth while, 
under present conditions, is copy that will stimulate 
sales. 

Every organization that is up and doing these days 
should investigate all its sales possibilities. It is safe 
to say that such an investigation, properly carried 
out, will result in some pleasant surprises in the way 
of new business and broader fields. 

The writer knows of an alert branch manager for 
a certain pulley manufacturer who determined to 
follow the advice of his progressive and aggressive 
sales manager in investigating sales possibilities in 
his field. He succeeded in opening up a new field 
when he received an order for 500 pulleys to be used 
by a large tractor manufacturer. This first sale was 
an “eve opener” for the sales manager, who promptly 
proceeded to develop the entire tractor field. As a 
result an entirely new field has been profitably opened 
up. 

The general sales manager of a large eastern manu- 
facturing house was talking with a well known insur- 
ance man at a time when the business depression was 
at its worst. During the course of the conversation, 
the insurance man remarked that his business was 
increasing every day. Greatly interested, the general 
sales manager asked the reason. 

“Few people seem to realize—rather, fail to realize 

the value of the old customer,” said the insurance 
man. “As a matter of fact, he is the best sales pros- 
pect on any list, but is seldom intensively worked. 
He has bought once. He was convinced of certain 
things when he made the original purchase. Possibly 
that was years ago. The chances are excellent that 
this man or organization could be sold again if prop- 
erly approached. 

“Believing this, I instructed my entire sales force 
to start an intensive campaign among all of our old 
policy holders. What happened? As you know, I 
conduct a general agency and sell all kinds of insur- 
ance. My salesmen discovered there was gobs of 
good business we had completely overlooked. We 
may have sold a firm workman’s compensation insur- 
ance, and neglected to get the other lines—plate glass, 
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The One Convention of Importance to You 





is covered by the joint annual meeting of the three big mill supply associations: 


AMERICAN SUPPLY AND MACHINERY MANUFACTURERS’ ASSOCIATION 
NATIONAL SUPPLY AND MACHINERY DEALERS’ ASSOCIATION 
SOUTHERN SUPPLY AND MACHINERY DEALERS’ ASSOCIATION 





Time and Place 


The 1921 convention will be held in Atlantic City, N. J., May 16, 17 and 18, with head- 
quarters at the Marlborough-Blenheim Hotel. 


The Convention Report 


The full report of the convention is naturally ‘of great interest to the entire mill supply trade—job- 
bers and manufacturers alike. MILL SUPPLIES covers this field intensively. It has since 1911 pub- 
lished a practically complete report of the convention, including all addresses and discussions of 
importance. Many individual and group photographs of jobbers and manufacturers who attend dress 
up our convention issue. 


The Convention Issues 


MILL SUPPLIES each month contains the advertising of the best known and most energetic supply 
manufacturers in this country. Many of these advertisers annually increase their space in the issues 
preceding and following the convention—this year embracing the May and June numbers, and many 
other manufacturers, who do not use space regularly, realize the extra value of those issues and 
take space. 


The May issue will be circulated at the convention. The June issue will be read by every man who 
attends the convention as well as by all other wide-awake mill supply men unable to attend, who 
will want an authoritative report of the proceedings. 


Circulation 


The total number of copies to be printed of the May and June issues will be 3,500 each. In addition 
to our regular circulation, a sample copy will be sent to practically every important mill supply dis- 
tributor not now a permanent reader. This is as comprehensive a distribution to the mill supply 
trade as we know how to make. In addition, the magazine will reach many important mill supply 
manufacturers of the country who are heavy buyers of supplies. The circulation of MILL SUPPLIES 
is and will be verified by the Audit Bureau of Circulations. 


What Space Costs 


Single insertions necessarily cost more than the same space used continuously. but single insertions 
in the convention issues, despite added advertising value, will be held to usual card rates. The rates 


are: Two pages, $144.00; one page, $81.00; half page, $44.00. 


Annual contract rates for same spaces, $125.00, $67.10 and $38.33, respectively. These rates are 
but 15% above those prevailing in 1911. 


Inserts on Special Stock—Rates on application. Please act promptly, as rush jobs are frequently 
poorly done. 


Two-Color Advertisements 


Two-color printing is usually expensive, but we have brought the cost to the advertiser down to a 
minimum. Add but 15 per cent to the above prices for two-color work. Service on art work and cut 
making at actual cost. 


Closing Dates 


The regular closing date for the advertising forms of MILL SUPPLIES is the 20th of the month 


previous to publication, on which date all advertisements must be in type and approved. 


VILL SUPPLIES is a member of the Audit Bureau of Circulations, The 
.lssociated Business Papers, Inc., and the Chicago Trade Press Association 
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fire, public liability, fly wheel, steam boiler, elevator, them. They left the meeting “sold” 
or the dozen other forms of industrial insurance. proceeded to carry into effect an aggressive campaign 
“My salesmen began turning in more business than toward selling more products to old customers. Today 
ever before. The sales possibilities we had been this organization is running full time, and reports 
neglecting brought us in more business than I ever sales in excess of 25 percent above the high level 
dreamed was possible, and it appears the end of such established during the last five years. 
possibilities is not yet in sight.” The plan is adaptable to any organization. Investi 
The general sales manager went back to his office, gate the sales possibilities of your product. The latent 
convinced that the insurance man’s idea was sound possibilities that will be discovered will be surprising. 
and adaptable to his business. He called a meeting New fields and broader markets will be opened up, 
of his salesmen and dealers and put the matter up to and these constitute insurance against depression. 
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Mill Supply Users Require Jobber Propaganda 


Customers Should be Made to Realize the Important Role the 
Distributor Plays in the Successful Operation of Their Plants 


ERNEST H. SMITH 
President, The Hollow Center Packing Co., Cleveland 


If ever there was a time in the history of these 


Advertising your service does not cover it all by any 
United States when the consumer of mill supplies 


means. Sell your customers the realization of your 

should be brought to realize the importance of the importance to them, and I believe that when the con 

mill supply jobber, it is now, sumer realizes all the jobber is doing for him he will 
The average consumer does not always feel the be more loyal. 

necessity for the jobber’s existence until he needs I am not discounting the fact that some manufac 

something quickly. When shafting turers of supplies or equipment 

or pulleys break he expects the 


| maintain branches, and give con 
jobber to deliver ; is ¢ ri pet ‘r service r a few 
: : it his door imme | Mr. Mill Supply Jobber, what are | sumer service on one OF a re 
diately the things necessary to | you doing to sell yourself to the con- | items. Rather, I am emphasizing 
keep his plant running—and the | sumer? We don’t mean what you are | the fact that the jobber is giving 
jobber does it. | doing to sell goods to him. We do | service on hundreds of items ot 
Let us consider what is neces- Bans what you are domg to convince | mill supplies necessary to the con 
: mur custont of your imp ce to | : ; - a 
sary to enable the jobber to give | 32M" customers oj your wnportance to | tinued operation of customers 
} : via : Bi ae - a |} them. Mr. Smith in this article stresses 
the plants in his territory this kind | : . | plants. 
suk: eieae mes + iat : . | the fact that it is to the interest of the | : ie , 
of service. The jobber must main- | dictwihulow tp snake das pustomers ven. | Sometimes the consumer “double 
tain a selling organization to keep | ize his vital importance to them. He | crosses” his jobber when he has a 


in close contact with the needs of 
the consumer. His salesmen must 
have a wide knowledge of mill Dike sed 
supplies and be equipped to advise | i ighocr yap genie yt 


declares the consumer needs  propa- 
ganda, that he must be made to see the 
distributor's mission, and his own utter 


large order to place,by dealing with 
the manufacturer directly. He may 
get a little better price by so doing 


r 


or for serz 


: igs aera ige nae apa a say “D (although in most instances this 1s 
the consumer intelligently regard aes Gk daditiees aia pe hice not the case), but he surely cannot 
ing supplies and factory equip- | gospel” is necessary is uae Sie eee realize the harm he may be doing 
ment of all kinds. He must have sumer realize the jobber’s importance, the jobber. The customer is not 
an office organization above par and that when this realization comes playing fair with the jobber when 
an office force that knows the | /te_will be more loyal to the dealer | he places good business, on which 
supply business from A to Z and | nen He simple rid ve a the jobber would make a fair profit, 
understands consumers’ require- | = gpatilonigencsg ic en as pee direct with the manufacturer, then 
ments. He must have a ware ite "Be ie pacha tt ee alive siete expect the jobber to supply him 
house of sufficient size to enable | ber of other articles for Mu. Sup- with the necessary small supplies, 
him to carry in stock supplies and | prs, dealing with such subjects as | on which there is very little profit. 
equipment to provide for every | “The Jobbers Relation to the Con- Unless the consumer gives his 
possible requirement and he | sumer,” “Selling se Jobber to th entire support to the jobber, the 
must carry some items in stock for | ie ae a : weg = latter cannot maintain an organiza 
months in order that he may | of the Jobber,” “The Tol “ale "the tion that will give him the service 
deliver them promptly when they | Consumer's Purchasina  Aaent” he requires in time of need. 
are needed. He must maintain | “Should the Mill Supply Jobber Adver- The consumer at this time 
truck and parcel delivery service | Sell ence — , taped pa pene requires a little propaganda—edu 
at all times. He must have suffi- | 45, pote to fo sean tig bona cation, advertising, or whatever 
cient capital to provide all these tomers? Write and tell us about it. vou desire to cali it. Through a 
things and to allow him to carry | and let us publish your stor) 


little judicious “spreading of this 
gospel,” the consumer may be 
made to realize the necessity for 
and importance of the mill supply jobber, and when 
this realization comes to him less business will be sent 
direct to the manufacturer, and the jobber will receive 
the loyal support to which he is entitled 


accounts of customers sometimes 
longer than the manufacturer of : 
supplies located at some distant point is willing to 
carry them. 

Mr. Mill Supply Jobber, you have something to sell 
your customers besides supplies and equipment. 
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Dodge Wood Split Pulley 


Rim made of maple or sap gum thoroughly seasoned and kiln dried. Face treated with 
“case hardened” finish, an exclusive Dodge feature which makes it wear like iron. 


1. Rim turned 2. Arms made 3. Arms are 4. Maple bush- 5. Heavy hub 


inside and of clear kiln dovetailed ings turned bolts which 
: : dried ma- , 5 and bored by ; 

— ar ple. ‘“‘Inde- into rim, glued machine of insure secure 

uniform thick- pen a and anchored our — de- fastening to 

ness. In ad- stamped on sign. ost 

inns idle _ bak ip securely by accusately fee shaft by com 

. your guaran- bolts. ished wood pression. 

is carefully tee and your bushings ever 

balanced. protection. made. 


Features that have put over 
5,000,000 


In factories throughout the country 
—and kept them there! 
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Unflinching Service 


Since 1882, Dodge Wood Split Pulleys have been 


doing their part in the transmission of the Nation’s 
industrial power. 


It has been no small part, and it has been played 
unflinchingly under the most exacting requirements. 


No lineshaft ever carried a better pulley than the 
Dodge Independence Wood Split Pulley, nor ever will. 


Every Dodge Independence Wood Split Pulley is per- 
fectly balanced, the rim is case hardened and is the 
only pulley using anchor bolts to reinforce the arms 
to rim—each part is in stable relationship with every 
other part—-not endeavoring constantly to spring 
back to a different shape. 


It maintains its shape rigidly and will not distort 
under belt pressure or from rough handling—working 
strains and shocks are distributed uniformly through- 
out the mass of the pulley and are perfectly absorbed 
—it has the highest possible ‘‘Gripping’’ or trans- 
mitting efficiency. These features are among those 
present in the Dodge Independence. 


If the Dodge Independence Wood Split Pulley is not 
sold in your locality write for our agency proposition. 


DGDEGE 


Dodge Sales & Engineering Company, distributor of the products of the Dodge Mfg. Co. and the Dodge 
Steel Pulley Corporation. General Offices: Mishawaka, Ind. Works: Mishawaka, Ind., and Oneida, N. Y. 
Canadian Plant: Dodge Mfg. Co. of Canada, Ltd., Toronto and Montreal. 


Philadelphia Cincinnati New York Chicago St. Louis Boston Atlanta Pittsburgh 
Minneapolis Houston Providence Seattle Newark 
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The LAY Broom 


Standard for Forty Years 


The same ingenu- 
ity that produced 
the first hand- 








fea nailed metal cap or 
HTN banded broom in 
fi Hf WAM \\\ 
FUE VAN 1876 serves you to- 
feb taN day if you buy th 
- latest product of 
LAY the Lay factories. 
Metal Case Brooms 
Bench Brushes Our staple fasten- 
nile ing is the latest im- 
Casting Brushes . 
Street Brooms provementin metal 
Hickory Fibre case brooms, and an 


exclusive feature. 


Absolute Satisfaction Guaranteed 


The Joseph Lay Co. 


Originators of the Metal Case Broom 


Ridgeville, Indiana 
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Daniel lL. Hanson... 


Copyright 


by 


“Il am not saying a word against any member of the 


firm going out and taking an order, but you will 
acknowledge, gentlemen, that a member of the firm 


has considerable prestige that does not fall to the 
lot of regular salesmen,” said Raycross that afternoon, 
as he again sat in the office of Aaron Steele, premier 
Chicago distributor of mill supplies, with Peter Monet, 
sales manager, as the third member of the group near 
Steele’s desk. Raycross knew he was 
down, and was looking for an alibi. 

“Yes, because he is entitled to a little credit for the 
hours and gray matter he has expended in lifting him 
self from the ranks,” replied his chief. “But it was 
not prestige that enabled Phineas to pick Bubser as 
the proper man to reach right off the reel.” 

Aaron Steele gazed across the narrow river toward 
the grain elevators hulking huge against the western 
sky as he spoke. He found fascination in those “levi 
athans,” as he called them, for he had seen them rise 
from the ground in a few short weeks, when two mas- 
ter minds had locked horns in speculation many years 
before. 

“No, sir, but I still feel my selling plan-—campaign. 


in for a call 


[ really should call it—would have worked out suc 
cessfully,” countered Raycross. “Mr. Flavey would 
have put me next to Mr. Bubser eventually. My 


approach was good, I believe, and in the long run 
But his statement was interrupted by Aaron Steele’s 
bounding from his chair, as if pricked by a pin. Steele 
paced to and fro across the office. Ella Myrick, his 
stenographer, knew from long experience that this 
act was the precursor of a storm. 
“Eventually! Eventually! In the 
Approach! Campaign!” Steele shouted. 
there such words in our sales lexicon years ago? 
there had been, this sign of ours would be 
We had no so-called campaigns. 
was across lots 


run! 
were 


long 
“Peter, 


a joke. 
Our only approach 
and that on the dead run for feat 


If 
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Daniel L. Hanson 
the other fellow might vet there first. I don’t meet 
my payrolls with ‘eventualities,) Raycross, nor do 
[ buy coal with ‘in the long runs.’ Rayeross, I tell 
” 
you— 


The door opened, and on the threshold stood Black 


Joe, carrying a tumbler of water and serviette on a 
tray. Bowing in his odd way, he entered the room. 

Aaron Steele glanced at his watch. 

“You are forty-five minutes ahead of time, Joe,” 
he said. 

“It’s a very wahm day, suh,” replied Joe, as he 
proferred the tumbler of water to the supply dealer. 


Aaron Steele looked sharply at the imperturbable 
colored man, then glanced at Ella Myrick, as if sus 
pecting she had felt the time had come when he should 
be halted, lest he far, and had summoned the 
only means of halting him—Black Joe and his tumbler 
of water. Then taking the tumbler, Steele drank its 
contents, replaced it on the tray, pushed Joe through 
the doorway and closed the door after him. Return- 
ing, he again addressed Raycross, his manner a trifle 
less belligerent. 

“Where were you going this afternoon, 
he asked. “I see you are ‘all dolled up.’ 

“Well, sir, I thought some of the other salesmen 
might like to play a round of golf along toward even 
ing, and I put on my golf clothes so | would be ready 


vo too 


Raycross ?” 


to go out to the links,” replied the salesman. “The 
days are long now, and early closing 


\gain Aaron Steele interrupted him. 


“Raycross, when you reach the pearly gates, you 
won't go right in, like the rest of us will if we have 
the opportunity.” he said. “You will stop long enough 


to inquire whether there is a nine or cighteen hole golf 
course inside. Every one of your acts rotates around 
golf. Almost everything in your life is incidental to 
the game. I am not saying anything against golf, 


for it is a good game, and I enjoy a round now and 
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Hercules “Hercules Collar Oil- 


ing” Hangers are with- 
out exception the heaviest 


Collar Oiling and strongest of the type : 
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on the market today, and y 

H 7 stand as the peer of all ; 
angers » others. Their quality and ‘ 
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Hercules Collar Oiling Boxes 

The Hercules Collar Oiling Bearings, in- ' 

stead of depending upon a wick, loose rings 
or chains for conveying oil to the journal, 

fixed collars are employed. . 

Oil stored in large reservoirs in the bot 

tom of bearing is continuously and pos- ‘ 





itively elevated to the top reservoirs by the 
means of Split Collars clamped to the Shaft. 
From the upper reservoirs it flows by gravity over the entire bearing surface. 
The bottom reservoirs are provided with partitions, which insure settlement of 
any dirt or grit, and the oil can be drained off by removal of screw plugs. 

Three or four revolutions of the Shaft and the Bearings are flooded. With other 
types of line shaft bearings it is necessary for the shaft to be in operation for some 
length of time before enough oil is conveyed to the journal to lubricate it. 


It is not only by the positive and copious means of oiling that the Collar Oiling Bearings 
gain in efficiency, for the Collars also serve as thrust collars and operate in a bath of oil 
and thrust against babbitted seats. 





neers 


As long as any oil remains in reservoir or oil chamber (one filling of which should 
admit of Shaft running from six to twelve months), there is absolutely no possibility 
of insufficient lubrication 
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then myself, but golf, or any other amusement, must 
not be allowed to interfere with business. You have 
‘golf-itis,’ and it is surely—and not so slowly, either— 
weakening your standing with this house.” 

“T find golf of service in aiding me to become 
acquainted with prospects, and in working up busi- 
ness,” insisted Raycross. 

“Golf enabled you to become acquainted with Mr. 
Flavey, and almost lost us the Cotton Pantalet con- 
tract. Golf kept you with Flavey on the links in 
Rockford—and Phineas saved the contract for us by 
getting next to Mr. Bubser in the most direct way 
possible. I don’t like this idea of lugging sports into 
business, Raycross.” 

“T am sorry—” 

“Yes, you are sorry—sorry I have broken loose at 
you. You still think you are playing in good form. 
You are ‘playing,’ but you are not working according 
to the game of business. Your sales have fallen off. 
You have played more games of golf during the last 
twelve months than you have turned in orders.” 

“But I have been laying the foundations for future 
business,” insisted Raycross. 

“Raycross, did you ever play football?” 

“NO, Sir.” 

“That being the case it would be difficult to explain 
to you the similarity between football and the tactics 
of salesmanship that will be necessary during the 
years ahead of us. Football tactics in selling have 
been out of use for several years because they have 
not been needed. We have ‘taxied’ after orders dur- 
ing these years.” 

“*Taxied’ after orders with our feet on the brakes,” 
said Peter Monet, who apparently had been giving 
some study to the grain elevators across the river. 
“Mention the accelerator to most of our salesmen, 
and they think ‘accelerator’ is a new name for the 
emergency brake.” 

Aaron Steele looked 
manager. 

“You are becoming as full of maxims as the ‘inspira- 
tional’ national magazines, Peter,” he said. “I’ll have 
to have you at the house to look you over just 
before I go to sleep nights.” This with reference 
to his custom of reading something of a stimulating 
nature before going to sleep. 

“Well, Raycross, our salesmen are going after busi- 
ness as though they were playing football—a rush, 
a punch, and no ‘dilly-dallying,’” continued Steele. 
“Our salesmen are going to sell goods.” 

“Why not explain just what you mean by selling 
goods?” asked Monet. “Do you mean handing out 
just those goods the customer asks for? Do you mean 
making the price the ignition spark that starts the 
sale? Do you expect the prestige we have built up 
during the last twenty years to do it all, or do you 
expect the salesman to do something? If so, what?” 

“By the prophets!” exclaimed Aaron Steele. 

“Just so, Aaron. You said salesmanship was dead 

died in the fall of 1914, when Liege fell and the 
Germans swept onto the plains of Flanders. Why 
tell Raycross to sell goods, and not make clear to him 
what, in your opinion, constitutes a sale?” 

Ella Myrick’s cheeks took on a reddish glow. She 
appeared much younger, much more attractive than 
usual, and the two observing men in the office noted 
the fact. 

“Or do you expect your advertising to do all your 
selling, and the so-called salesman to be simply an 


in amazement at his sales 


order taker?’ added Peter Monet quickly, for the 
admiration of a woman often quickens the activities 
of a man’s brain. 

“A sale is a transfer of ownership in commodities, 
by means of which both seller and buyer profit,” said 
Aaron Steele slowly, in response to Monet’s questions. 
“Raycross, here, might sell a customer certain valves 
and bring us an apparent profit, but these valves might 
be so unsuited to the customer’s use that they would 
cause the latter a loss. We apparently would make a 
profit. The customer would stand a loss. That 
wouldn’t be a sale, but merely ‘dumping’ goods.” 

Peter Monet left his chair and walked over to where 
his chief sat. 

“Shake hands, Aaron Steele,” he said. “You have 
just said the biggest thing you have said in all your 
business career. I have fostered that idea of business 
for years, but have been afraid to mention it, lest I 
be looked upon as a fool. I thought it was an artistic 
spirit in me, but I guess it was common sense beg- 
ging for utterance. I am glad I have lived long 
enough to hear you say it.” 

“T guess it was best that you said nothing about it 
long ago, Peter. We were not ready for that doc- 
trine then. Not all of us are ready for it now, but 
woe to the man who is not able to read the hand- 
writing on the walls of the business world today. His 
name shall be Nebuchadnezzar, and he shall be turned 
out to eat grass with the beasts of the field. The 
temples of business will not be profaned by his 
presence.” 

Raycross, who had been taking in the dialogue with 
mingled interest, awe and indignation, now spoke up. 

“Take the case of the Cotton Pantalet Corporation,” 
he said. “Mr. Phineas Steele sold heavy pressure 
valves to Mr. Bubser, while the specifications called 
for standard weight valves. Just how do you analyze 
that by your definition of a sale?” 

“The Cotton Pantalet Corporation is a consumer,” 
replied Steele. “Its profits on this sale will lie in the 
value it gets out of the valves. Surely, Raycross, a 
heavy pressure valve has more service in it than the 
other type. Then again, while standard valves would 
have done in this case for a while, it is likely the mill 
district in Rockford, like similar districts in other cit- 
ies, will be given heavy pressure fire protection. If 
the Cotton Pantalet has heavy pressure valves, it will 
be already prepared for that. The sale Phineas made 
spelled a nice profit for us, and it will spell profit for 
the Cotton Pantalet Corporation. I am proud of the 
work Phineas did, especially since he had to make a 
quick deal because of the fact that Moses Irons’ man 
was hot on the trail of the order.” 

“What good does advertising do in this sales theory, 
Mr. Steele? You advertise to obtain a large volume 
of business—” 

“No! We advertise to obtain a selection of cus- 
tomers. We build up good will, and through that good 
will so increase our business that we can afford to 
turn down undesirable trade, both in customers order- 
ing and in the class of goods ordered from us. We 
turn down some every day. You—” 

“May I ‘butt in’ with an illustration or two from 
Raycross’ own order book?” interrupted Peter Monet. 
“He recently secured an order from Woodmere, up 
in Beloit, which included among other things, a two- 
ply belt. Now we know—and Raycross should know— 
the two-ply belt was not the right type for the work 
in Woodmere’s plant. We would have made money 
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SI es 9 Ag tee Bea ELIVERING power at more than a mile a minute belt speed for six 
Belt on Regrinding Ma- years is the remarkable record of this TEST SPECIAL Rubber Belt. 
Chasubion Fibre Ce., Con Notwithstanding the severe duty of working 24 hours a day at such an exces- 


sive rate, the belt is in excellent condition and good for many years’ service. 


In countless other places TEST SPECIAL Rubber Belting is daily proving 
its sterling qualities of build. In the great Lumber Mills of the South and 
Northwest, the Paper Mills, Mines, Steel Mills; in fact industry everywhere 
is coming to know that full reliance can be placed on TEST SPECIAL Rub- 
ber Belting. 


These features are worthy of your careful consideration: 


—Great strength and endurance are combined in 
‘TEST SPECIAL Rubber Belting. 


—Stretch is practically eliminated. 


—By the nature of the materials used in the construc- 
tion of TEST SPECIAL Rubber Belting, cotton 
duck and rubber, it is thoroughly waterproof, 
naturally non-slipping and flexible. 


Test Special Rubber Belting Will Make Records For You 


NEW YORK BELTING & PACKING CU 








New York Pittsburgh 
Boston St. Louis 
Chicago Salt Lake City 
Philadelphia San Francisco 
ir a — a — ee A — a ee — Te — ee a Ae fe Oe ee — ee Pe OW OW” i a 




















When writing to Advertisers please mention Miri Supp ies. 


San 9 ada daa 
—_— CARRE AN 


cs ee 























. 


a eww 


ma aw iw & 








oa ib ahh: 








a 





KNULIL QUPPLUES 








on the belt had we shipped it, but ere long Wood- 
mere would have become a disgusted customer. Had 
we been a small house, that is, one without the good 
will advertising brings us, we would not have dared 
turn down that belt order. We would have feared— 
and justly so—that it would go elsewhere. But we 
felt sure of our standing, so advised Woodmere we 
wouldn’t ship that type of belting, as it would not 
satisfy his We the 
change, and everybody is happy. 


needs. succeeded in making 

“Raycross sells in Rexville, where, because of the 
high hill back of the town, there is real New England 
water pressure of a hundred pounds to the square 
inch. Nothing short of an extra heavy garden hose 
will stand that pressure. Miller, up there, wanted to 
get the start on his competitors—possibly Raycross 
suggested this—so he ordered five thousand feet of 
standard quality hose. I knew it would not be serv- 
iceable in that community, so I simply refused to ship 
it. I had considerable correspondence with Miller, 
found poor salesmanship had put him behind his com 
petitors, gave him some selling points, got him down 
here and handed him some more, then sold him the 
right kind of hose. He has already disposed of fifteen 
thousand feet of hose suitable to the town’s water 
pressure. And I am not sure he took business away 
from his competitors. I believe he created new cus- 
tomers for garden hose. Rexville will be the greenest 
spot in southern-Wisconsin this summer. And allow 
me to say that our advertising had created the good 
will that enabled me to hold this customer while I 
was changing his order to higher priced goods. That’s 
one thing advertising did for us, Raycross.” 

“Amen!” said Aaron Steele fervently. 

“Advertising is the dam that holds our profits and 
the business itself from being washed away by a flood 
tide of lower prices,” Monet continued. “It does not 
hold prices up in a falling market, but it makes the 
recession gradual, as compared with the fall of raw 
material prices. Lower prices won't sell goods for a 
house. Only salesmanship — salesmen’s efforts plus 
the firm’s good will—can do that.” 

Aaron Steele gazed at Monet in admiration. 

“All you need to be a salesman’s manual is a limp 
leather cover, Peter,” he said. “That’s honest praise 
from me.” 

“T have been learning at the fountain head all these 
years and I was bound to find expression eventually,” 
answered Peter Monet in his mildest: tone. 

Ella Myrick commenced typing vigorously. Steele 
looked at her a moment, his black eyes seemingly 
drilling a hole through the mass of fluffy hair over 
the typewriter—but to no avail. 

“Ella, if you will stop that infernal racket, and go 
out and look for some papers or something, I'll try 
to say a few last words to Raycross,” he exclaimed. 

Evidently Miss Myrick did not need anything out 
side the office at the moment, for she remained at her 
desk, though refraining from further operation of the 
typewriter. 

“Raycross, you have been with us three years,” 
continued Aaron Steele, when the typewriting had 
ceased. “During those three years this country has 
been buying in a high fever, and selling with a sub 
normal temperature. From now on—I mean from this 
second on—our sales clinical thermometer will read 
about 104 degrees, to overcome the 92 degree tem- 


perature of the buying public. 
temperature, Raycross?” 

“| hope so, sir—” 

“Forget that kind of hope, Raycross. 
thermometer. 


Have you that 104 


Read your 
Better still, Peter Monet will read it 
each day, and you be sure that the temperature does 
not drop below 104.” 

“JT wail,” said Raycross firmly. 

Ile knew in his heart he was in wrong, and was 
man enough to stand his roasting. Besides, was he 
not with the biggest supply house in the West, well 
paid, generally well treated, and with high hopes for 
the future? 

“T think that will be all this time,” said Aaron Steele 
ina kindly way. “You are going to succeed, but only 
by forgetting all the theories and methods of sales- 
manship you have accumulated durin® the last three 
years. You must function normally in speech and 
You must ‘tomorrow’ all the time. 
Goodby, my boy I don’t want to lose you.” 

As Raycross was leaving the office, Aaron Steele 
added this parting injunction: 

“Learn to play football, Rayeross. You can play 
it the year around in business. and grow an inch a 
day doing it” 
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NORTHERN FIRM REORGANIZED 


Ownership of Northern’ Machinery Company, Minneapolis, 


Changes Hands—M. C. Barnum Now President 


The Northern Machinery Company, Minneapolis, 
dealers in wood and iron working machinery and 
supplies, has been reorganized, and control of the 
company has passed into the hands of Minneapolis 
men. M. C. Barnum, who has been treasurer and 
manager since 1914, is president under the reorgan 
ization, and holds the controlling interest. George A. 
DuToit, Jr., who has been with the Minneapolis Steel 
& Machinery Company for the last eleven years, most 
of the time in the capacity of purchasing agent, owns 
the greater part of the remaining stock, and has 
become actively interested in the Northern Machin 
ery Company as treasurer. He has tendered his resig- 
nation to the Minneapolis Steel & Machinery Con:- 
pany. K. H. Hals, who has been vice-president of 
the company for several years, retains that position 
in the new organization. No radical changes in policy 
or lines handled will be effected by the company. 

A. F. Bruchholz established the company in 1883 
when he went to Minneapolis to represent the Samuel 
J. Shimer Company. At that time Minneapolis was 
a sawmill center, and the principal business of the 


company for several years was in woodworking 
machinery and supplies. In the “nineties,” however, 


because of the growth of Minneapolis and changing 
industrial conditions there, the iron working machin 
ery department was started, and this department has 
since become larger than the woodworking machinery 
department. The company was incorporated in 1894 
as the Northern Machinery Company by Mr. Bruch- 


holz and A. E. Sage. Mr. Barnum joined the com- 
pany in 1914 as manager and treasurer. In 1916, 
because of Mr. Bruchholz’ ill health, Mr. Barnum 


interested Canadian capital in the business, and with 
William H. Young, E. G. and L. R. Barrett of Winni- 
peg, purchased the entire Bruchholz and Sage inter- 
ests. This ownership continued until March 1, when 
the reorganization was effected. 
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Where is the jobber, or user 
either, who has not heard 
the name and fame of 


COCHECO BELTING 


Made and sold for seventy years on one standard, 
one plan, “the best that can be made at the lowest 


possible price.” 


If you handle leather belting it will pay you to 
write us. We are looking for reputable jobbers who 
are looking for a belt like Cocheco and who want to 


arrange for an exclusive agency. 
Are you interested? 


I. B. Williams & Sons 


DOVER, N. H. 


71-73 Murray St 14-16 N. Franklin St 1S7 Summer 
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Strength Where Strength is Needed 


Semi-steel castings. Solid steel bar in slide. Compare 
the weights below with those of ordinary vises and 


note the difference. 


Jaw Wet 
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Jenkins Valves are made in types and sizes to ia 
- . - ) 
fulfill every valve requirement from the valves I 
‘ . . . sf 
used for plumbing and heating in the home, of- ' 
- . - 4 ) 
fice and public buildings, or factory to the heavy | 
cast steel types used in big power plants for high es 
) 
pressure and super-heated steam. | 
Poon 
} 
Jenkins advertising carries the story of superior F On 
design and construction, and the advisability of ho 
installing a “Jenkins” wherever a valve is re- q u 
quired Pr DD 
It is publicity that blankets the valve-buying 
field, and which has helped make “Jenkins” the ' 
most widely known valve — the one by which 
. C 
other valves are judged 
In addition to the consistent use of space in the U 
largest and most widely circulated general week- > 
ly magazines, the Jenkins message appears reg- 1 
ularly in national home owner magazines, archi- 
tectural and engineering publications, and in the 
publications going to the trades and industries : : 
where valves are used é 
l 
Jenkins publicity directs the consumer to the f 
supply man or dealer near him ; , 
Jenkins Valves sell easily, they need no introduc- ; 
tion—their worth and dependability have been 
known for more than half a century. Can you 4 
supply the demand for genuine Jenkins Ss & 
i } j 
Diamond Marked Valves? ; : 
i | 
JENKINS BROS. 
80 White St.............. ‘ ..New York 
524 Atlantic Ave..... cevenoncsns GOES 
; 133 No. Seventh St. Philadelphia 
G3704 6465 Washington Blvd. Chicago 
St. Louis Washington 
a oe Pittsburgh San Francisco : 
port, Conn., factory Havana i 
other factories in pt 8 fea A j 
Elizabeth, N. J., and JENKINS BROS., Limited j 
Montreal, Can Montreal, Canada; London, England : 
: 
{ 
| 
i 
& ; 
: SINCE 1864 
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Balanced Industry is Secret of Prosperity 


Production of Each Industry Must be in Proportion to the 
Wants and Buying Power of People in All Other Occupations 


No comprehensive view of the present industrial 
situation and of contending interests can be obtained 
without referring constantly to the fundamental 
principles according to which men distribute them- 
selves in the various occupations, and exchange 
products and with each other. ‘There is a 
law of equilibrium which works out a natural balance 
between occupations. ‘That balance must be sustained 
in order that the products or services of each group 
may be absorbed by all the other groups. When the 
balanee is lost, unemployment results, and continues 
until a redistribution is worked out, so that every- 
body is again at work and all the products are absorbed 

a state which we call prosperity. 

It is rather a blind process—this finding the equi- 
librium, because there is no supreme authority to tell 
each person where he shall go, what he shall do and 
how much he shall receive. It is up to each person 
io find the place where he can be useful and at the 
same time best satisfy his own choice of work. That 
is the state of society under a regime of individual 
liberty. ‘They are trying to do it the other way in 
Russia, where the government takes it upon itself to 
say where each person shall go, and what he shall do, 
and what he shall receive. Those who think they would 
like this way will do well to watch for the reports 
from Russia, or, better still, go there and get the infor 
mation at first hand. 

It is clear that the secret of prosperity is in balanced 
industry, with the production of every branch of 
industry in proportion to the wants and buying power 
of the people in all other occupations. 

The number of people who can be employed in any 
industry depends upon the amount of the products 
that can be sold, and that depends upon the price 
which the consumers have to pay for them. If the 
price of a given commodity is increased, the consum 
ers will have to curtail their purchases of it or of 
something else. Perhaps they will distribute the cur 
tailment, but curtailment there will be whenever, 
through either a rise or fall of important classes of 
commodities, the parity of values throughout the 
industries is seriously disturbed. 

For any commodity there is at any given time a 
certain price which will secure a larger net result for 
the producers than any other price. That is to say, 
if the price be lowered, the additional distribution will 
not compensate for the sacrifice, and on the other 
hand, if it be raised, the of distribution will 
exceed the gain in price. Everything that is offered 
for sale, whether it be an article of goods or the 
services of an individual, is in competition, not only 
with like goods or services, but with all the multitude 
of attractions that are appealing to every consumer. 
Under these conditions it is folly on the part of an 
individual or group of individuals to think that he or 
they have it in their power to arbitrarily fix wages 
and prices for themselves. They may have the power 
to fix, and even maintain wage rates and prices, but 
they cannot escape the effect their action will have 
upon employment or sales. 

This is where occurs the great miscalculation which 


services 


loss 


is tying up trade and industry at this time. Something 
has happened that has affected the buying power o: 
millions of people, and other millions are trying to 
ignore it and go on selling their own goods or services 
at the same rates as before. Trade is dull and mil 
lions of people are out of work because the adjust 
ments that are necessary to restore the equilibrium 
are not made. 

Merchants refuse to reduce the prices of goods the 
have in stock, and perhaps argue plausibly in justifica 
tion of their policy, but trade languishes, and quicker 
witted competitors will replace their high-cost goods 
with low-cost ones and take the lead in the trade. 

\Vage earners stand for the maintenance of wage 
scales, and as the public is unable to buy goods made 
upon that level of costs, mills close down or run on 
half time, with a great loss of wages and no cor- 
responding reductions in the price of the product to 
consumers, most of whom are wage earners. 

The printers of New York City wanted more wages 
last fall, and a committee of well meaning gentlemen 
selected to arbitrate the case awarded an increase by 
some process of reasoning which left the state of the 
printing business and the equilibrium between the 
printing business and the general business situation 
entirely out of account. The result was that the wage 
increase, by increasing the cost of printing at a time 
when the public had less money to spend for printing, 
aggravated the situation, and resulted in a reduction 
of employment and of actual wage payments. 

That illustrates the whole situation. It short 
sighted to be always thinking that wages can be fixed 
simply by an agreement between employer and 
employes. There a relationship between each 
industry and all the other industries which must be 
taken into the account. 

It is a common declaration these days, one uttered 
usually with an air of profundity, that because mil- 
lions of people are out of work, millions more unable 
to sell their products and millions suffering want, there 
must be something radically wrong with society 
Since something is assumed to be radically wrong, it 
presumably follows that something ought to be done 
about it, and the talkers generally are ready to do it, 
although the ideas of such people as to what should 
be done are exceedingly vague. 

It is admitted that something is radically wrong. lt 
is wrong that great numbers of people should be so 
ill-informed about economic affairs that, instead of 
acting in a manner calculated to secure co-operation 
and stability, they use their influence to break down 
the delicately balanced industrial organization and 
create confusion and disorder. The modern industrial 
organization is dependent upon intelligent, voluntary, 
harmonious co-operation on the part of all the people. 
It requires that the people shall distribute themselves 
according to choice in the various industries, and so 
direct their individual policies as to keep the industries 
in balance and accomplish a ready exchange of prod 
ucts. If, through mistaken ideas of self-interest they 
organize themselves into groups—either nationa! 
groups, class groups, or occupational groups—and 
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Centralize Your Sales 
Efforts on Sherwood 


It will pay you to centralize your selling efforts on the leading 
steam specialties—the Sherwood line, which includes the de- 
pendable Hart Oil Pump, injectors, ejectors, flue blowers, 
grease cups, valves, washers, oil gauges and cups. 


Sherwood Engineering Specialties have demonstrated the 
worth of more than a quarter century of conscientious en- 
deavor toward perfect power plant service and have for their 
definite purpose the saving of time, fuel and man-power. 
We gladly supply catalog pages to jobbers — support them 
with effective advertising—and refer to them all inquiries 
which are received in large numbers from steam power 
plants everywhere. 


Write for Complete Information 
Regarding Our Dealer Proposition 


SHERWOOD MANUFACTURING COMPANY 
BRASS FOUNDERS AND FINISHERS 


Sole Manufacturers of Sherwood Engineering Specialties 


BUFFALO, N Y (8) 




















SAN 














QQ 


Hart Oil Pump Installedin 
Engine Room of Rogers-Brown 
Iron Company, Buffalo, N. Y. 


Have you received a 
copy of the Sherwood 
Book? It is well worth 
reading. It describes all 
Sherwood products in- 
cluding injectors, eject- 
ors, oil pumps, flue 
cleaners—acomplete line 
of power plant equip- 
ment ranging from fusi- 
ble plugs to grease cups. 


Write your name and ad- 
dress on the margin of 
this page. Forward it to 
us, and we will send the 
Sherwood Book to you 
by return mail. 
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become so intent upon forwarding group interests 
that they lose sight of the necessity for general 
co-operation, the whole modern system of highly 
developed industry will break down. It will be 
strangled by too much _ organization.—National City 


Bank of New York 
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PROFITABLE USE OF COLOR 
It Should be Used Wisely and Artistically in Advertising if it is 
to Produce the Most Beneficial Results 
CURTIS W. POST 
Manager, Printing Production, Ben C. Pittsford Co., Chicago 

Our daily grist of black ink on white paper often 
becomes so monotonous that we crave a dash of color 
to vary the monotony of our printed matter. 

What a relief it is for the eye to rest on a snappy 
initial in color, or a refreshing illustration tastefully 
colored. 

It is easier to look at a rainbow than at a bank 
of gray clouds. A sharp crack of lightning acts as a 
spot-light which rivets our attention, and for a moment 
we do not even see the dense black curtain behind the 
violet streak of color in the sky. 

Nature knows how to use color. Among the flowers, 
for instance, she blends a riot of many-hued tints with 
such discretion that all is beauty and harmony. 

To get attention she cracks a whip, so to speak, and 
we have the lightning; or she studs the sky with a 
brilliant ball of orange flame, or dots the dome of 
night with diamond points of light. 

On the other hand, when man uses color he often 
makes a botch of it. He spreads it on with a trowel, 
as we would say, instead of tipping on his tints with 
taste and judgment. 

Tons of printed literature fail of their purpose in 
advertising because of the unwise and inartistic use of 
color. The thought seems to be—“Well, we’ve got to 
pay for extra color plates anyway, so we might as well 
use plenty of it.” 

Overmuch tobasco sauce deadens the palate. Too 
much color emphasizes nothing. It stupifies the eye 
and chloroforms the brain. 

In advertising, the use of color depends much on the 
class of people to whom you must appeal. A blaring 
brass band attracts the curious, the credulous, the 
hoi polloi. It offends and repels the more refined. You 
soon forget the dissonant music of the circus orchestra, 
but you long remember the more tuneful strains of the 
symphony—unless you are hopelessly plebian. 

The more closely advertisers and printers work in 
harmony with artists and typographers in determin- 
ing paper stock, inks and many other details of high 
class printing the greater the amount of business that 
will be attracted by the skilful use of color. 
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ADDS MACHINERY DEPARTMENT 


E. D. Morton & Co., Louisville, Broadens its Operations—C. M. 


Fleming in Charge of New Activities 


E. D. Morton & Company, Louisville, Ky., dealers 
in mill, factory and machine shop supplies, have 
established a machinery and machine tool department, 
and activities of the new department are well under 


way. The house is handling in the new department 
such lines as pumps and compressors, hoisting 
machinery, lathes, planers, shapers, drill presses, 


machinery and. contractors’ 


engines, woodworking 
equipment. 

The machinery department is in charge of C. M 
Fleming, who has been with the company since Jan 
uary 15. Mr. Fleming commenced working in shops 
at the age of 14 years. He worked for six years in 
manufacturing establishments building machinery of 
all kinds, and five years in factories making dynamos, 
motors and machine tools. His experience in selling 
machinery and machine tools of all kinds covers a 
period of practically 10 vears. Mr. Fleming is a prac 
tical engineer. 

IX. D. Morton believes it is to the advantage of 
both the manufacturer and dealer mill supply 
houses to handle machine tools. He states that sales 
men of a mill supply house call on 25 prospects to 
one that the manufacturer's salesman can call on, that 
firms interested in machinery naturally look to mill 
supply houses for their supplies, that a mill supply 
house furnishes all such equipment as line shafting, 
hangers, pulleys, tools to use on machines, belting, 
etc., whereas the manufacturer can supply only the 
machinery, and that a prospect can nearly always see 
a sample of the machine in which he is interested 
when it is handled by the local dealer, which is not 
the when the manufacturer attempts to. sell 
machinery directly to the consumer. 

tor 


PRICE DECLINE IS REMEDY 
A. W. Douglas Says it is Only Way Out of Present Unnatural 
Situation 


for 


case 


Optimism is Prevailing 

The widespread optimism and _ confidence that 
marks the present business situation is founded upon 
a knowledge of the inherent strength and soundness 
of the nation’s economic structure, declares Archer 
Wall Douglas, chairman of the committee of statistics 
and standards of the Chamber of Commerce of the 
United States. 

“Nothing is more encouraging at this time than the 
belief in many quarters that better conditions will pre- 
vail as the season advances,” he says. “A general 
decline in prices is recognized as the only way out of 
the existing unnatural situation and while it is a pain 
ful process it is none the less essential. The sooner it 
is over the sooner we shall arrive at an enduring basis. 
Resumption of industrial life is usually accompanied 
by reductions in wages.” 
tor 


Sales Forces Expanded 
There are two ways of meeting a slump in sales 

one by laying down and allowing the slump to run 
its course, the other, in speeding up sales effort in 
every possible way. The latter has been adopted by 
the Victor Balata & Textile Belting Company of New 
York. This company recently expanded its sales 
organization, and announces that W. E. Hancock, for 
merly connected with Graton & Knight Manufactur- 
ing Company, will cover the southwestern territory, 
with headquarters at Dallas, Texas; W. D. Christie, 
formerly associated with Dick Belt Company, will 
work principally the large mining industries and oil 
fields; Stanley Sheldon, formerly with Rackliffe Bros., 
of New Britain, and Fairbanks Company of Hartford, 
Connecticut, will cover the New England territory: 
W. J. Rickner, Harrisburg, Pa., formerly with the 
Goodyear Tire & Rubber Company, will cover a por- 
tion of the Pennsylvania territory. 
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POWELL WHITE STAR CROSS VALVE 
WITH BOLTED YOKE TOP 


Body is made of Steam Bronze Composition; 
Non-corrosive White ‘‘POWELLIUM” 
Bronze Disc, regrindable, reversive, and re- 
newable an exclusive featureofthe “WHITE 
STAR” valve. Especially suitable for MA- 
RINE SERVICE. The Operating threads 
on stem are outside in the upper part of the 
yoke, which prolongs the life of the valve. 


THE WM. POWELL CO. 


Ask your dealer for POWELL 


Valves CINCINNATI, OHIO 
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The Plant Behind the Product 





We Manufacture 


“V.B” (Victor Balata) Belting 
and 
Canvas Stitched Belting 
Rolls, Tractor and Thresher Endless 


We Carry, Ready for Immediate Shipment, Large and Complete Stocks at Our 


New York Store, 38 Murray St. Chicago Store, 167 N. Market St. 
Boston Store, 85 Purchase St. Factory, Easton, Pa. 


Victor Balata & Textile Belting Company 


Main Sales Office: 38 Murray Street, New York, N. Y. 
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uccessftl Salesmanship 


By Frank Farrington 
Al Rifts Reserved 








Tips for Salesmen 
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The salesman who gets the bigger job is the one who 
isn’t afraid to be bigger than the job he has already. 

A cheap salesman will not give good service, and it 
takes more than a raise in salary to mould a cheap 
salesman into a good one. 

The salesman who does his best all the time will 
not be worried over what the contents of the letter he 
receives from the sales manager may be. 

There are some men on the road trying to sell mill 
supplies who would make better plumbers or chauf- 
feurs. The sooner they change jobs, the better for all 
‘oncerned. 

If you think you can pick up out of experience all 
vou need to know about salesmanship, the chances are 
you won’t pick up very much, or get very far as a 
salesman. 

The man who will not study his profession, whether 
it be selling, civil engineering, medicine or what not, 
is likely to find himself wondering why another man 
was promoted over his head. 

The salesman who goes around looking for home 
brew, four aces and inside tips on the ponies may find 
what he is looking for, but he won't find the sales 
manager inviting him out to lunch. 

Disraeli said, “It is easier to be critical than correct.” 
We might think of this when inclined to find fault 
with the boss. 

One reason the sales manager doesn’t want ineffi 
cient men on the road is that he will be judged by 
the men he sends out. 

If the rules of the house you’re working for don’t 
suit you, go where you like the rules better. Don't 
stay and try to avoid obeying the rules. 

The salesman may be neat and clean and not attract 
any attention to that fact, but he may be sure if he 
is the reverse, his condition will attract attention. 

Don’t be a “smooth” salesman. Buyers have learned 
to mistrust, if not distrust, the fellow who is slick and 
smooth and oily. The smooth fellow is generally 
slippery. 

Don’t get into a rut. With all the books and pert 
odicals available about selling and about your line of 
business, there is no excuse for becoming a dead one. 

You might as well be the man who rocked the boat, 
or the man who “didn’t know it was loaded” as to be 
ilways excusing yourself with “I forgot.” 

The man who always explains his delay by, saying 
“I was just going to do that” never catches up with 
his job. 

Increasing your pay alone will not make you work 
harder. If you have no natural ambition or energy, 
putting more money into the pay check will not give 
it to you. 

If you accept full pay while rendering something 
less than full services, how is that different from tak 


ing anything else you have not earned and that is not 
rightfully yours? 

The forgetful salesman generally does his forgetting 
about the things he should do and be, rather than 
about the return that is coming to him for his work. 

If you are sick of your job, you cannot help show- 
ing it in the way you do your work, and the sooner 
the job is taken away from you, the better for the job 
and you. 

If you do not like overtime work and extra hustling 
in emergencies, let us hope you will never have a busi- 
ness of your own. A man must be the boss before he 
realizes what it really means to put in extra time, and 
work on holidays. 

The salesman who has a real interest in his work 
and in the success of the house is looking for ways 
to make his services more valuable and important. 

One of the best helps a house can give a competitor 
is to hire absent minded salesmen. There will be no 
selling success for the man who is thinking one thing 
and doing another. 

A two thousand dollar salesman is not apt to give 
four thousand dollar service. But don’t draw the wrong 
conclusion from this statement. He is a two thousand 
dollar man because he gives a two thousand dollar 
service, not because he is not paid four thousand 
dollars. 

You will find that the man who just “takes a job on 
the road” while he is waiting for something better to 
turn up always sees better jobs picked up by men with 
more ambition. 

The chap who a few months ago took it easy, but 
managed to gather in orders enough to hold his job 
is now wondering why he can’t get a position. 

Have a good time as you go along if you want to 
live on that plan, but don’t be surprised if you do not 
get very far. 

You expect to work harder, try harder, study selling 
methods more “some day.” Why put it off? Your 
success will be measured by what you do today. 

No matter who signs your pay check, you are work- 
ing for yourself, and when you neglect your work you 
are the one who suffers most. 

The salesman who gets to the top first is not the one 
who already knows the most, but the one who is most 
anxious to learn. 

If you try to get along with the least work that will 
keep your name on the payroll, don’t get sore when 
you see others advanced over your head. 

If you cannot show customers you know your line 
thoroughly, don’t feel discouraged over their unwill- 
ingness to accept your judgment and recommenda- 
tions. 

The most important influence in making a business 
a success is that wielded by the selling force. But 
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vise needs of the nation. 


the job. 





from construction faults. 









NEW YORK CITY 
“On the Bench Since 1868” 











THE THIRD HAND 


With the Mighty Grip 


THE PRENTISS VISE is made 
of a mixture of grey iron and 
steel, the best known combina- 
tion for vise construction, being 
at the same time more rigid and 
more tough than malleable iron. 


This has been proven by 53 years 
of PRENTISS SERVICE to the 


The PRENTISS VISE, fairly 
treated, has never fallen down on 


It is GUARANTEED to be free 


PRENTISS VISE Co. | 


106-110 Lafayette Street, 


i, QUPPLUES 














| WESTON 


Armstrong Ratchets Are All Steel 





RATCHET DRILL PROBLEM 


Why not concentrate on the Armstrong line 
of Ratchets which covers the field com- 
pletely and is the only one that does. We 
offer our trade a Ratchet to meet the pecu- 
liar needs of any kind or condition of work. 


PACKER RATCHET 
For Hard, Rough Service 


STANDARD RATCHET 


For General Service 


UNIVERSAL RATCHET 


For Awkward Corners and Confined Spaces 


SHORT RATCHET 
For Use Where a Short Head and Long Feed 


Are Essential 


RATCHET 
For Extra Heavy Work 





















They are hardened ALL OVER 
and each Ratchet is packed in 
a strong box properly labeled 


Concentrating on one 
means less 


good, complete line 
and larger profit 


Write for free catalog (new) B-20 


ARMSTRONG BROS, 
Bele) o eo) 


“THE TOOL HOLDER PEOPLE” 


MEE N: FRANCISCO Ave: CHICAGO:U:S:A. 
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don’t let this fact give you the big head. The house 
will stagger along even if it loses your services. 

The hands of the clock move fast enough when you 
hecome interested in your work and forget about them. 

The right kind of an employe is the one who goes 
ahead doing what he is told to do in such a way that 
he need not be checked up all along the route. ~ 

The salesman who thinks physical effort a hardship 
and leaves his sample case at the hotel, rather than 
carry it with him, is generally the one who also hates 
to do brain work. 

If you do not care anything about your job, you 
have only a little way to go before the job will not 
are anything about you. 

If you don’t want to become a back number, con- 
tinually study the trade papers—MuILt Suppties and 
he rest—to find out what is going on in your field. 

If you have no other reason for asking for a raise 
than that you have been so many months with the 
house, it would be damaging to you and the house to 
vield to your request. 

The man who holds up the house for more pay just 
because he thinks he has his employers where they 
cannot spare him, should be fired, no matter what it 
osts. 

The salesman who does not give the business the 
same attention he would were it his own, is not likely 
soon to have a business of his own. If he did get one, 
ie probably would not be able to take care of it. 

“Phonograph” salesmen, who weary prospects 
with too much machine-like talk, are detrimental to a 
business. 

When a man says “I wasn’t hired to do that,” it is 
about time to find out just what he thinks he was 
hired to do. 

Many a traveling salesman has secured his start in 
dishonesty by the opportunities offered through 
padding his expense account. 

A green, inexperienced man is a chap the sales man- 
ier need not be much afraid of. The fellow to avoid 
is the one who is stupid, despite plenty of experience. 

No matter how good a salesman may be in other 
ways, he will cost the house more business than he will 
bring to it if he sometimes leaves customers in a dis- 
gruntled mood. 

As to your trade paper or business journal, it is 
worth a good deal more to you than your subscription 
ever can be worth to it. 

Fifty per cent of a man’s usefulness to his employer 
lies in his ability to handle his work without having to 
be checked up on it at every turn. 

The salesman who is willing and cheerful is worth 
more money than the grouchy salesman, and he will 
cet it. 

[f you are a low-priced salesman, don’t lay it to 
your employers. They know mighty well that the 
low-priced men are the poorest salesmen on the list. 
‘hey want high-priced men. 

The better the understanding between salesman and 
sales manager at the time the hiring is done, the longer 
it will be before any firing will be done. 

The salesman who criticises the boss behind his 
back would be the first one to make a fuss if the boss 
should treat him in that way. 

When you have time off, use it to seek some whole. 
some, outdoor amusement that you cannot get at other 
times. That is the way to balance your life. 

When competitors get your business away from 
you there are two reasons for it. One is that they try 


“ 


hard to get it, and the other that you do not try hard 
enough to keep it. ‘ 

If you don’t like your boss, if you don’t like the 
house, if you don’t like selling mill supplies, then 
move ; but don’t stay in your present position and be 
a crabber. 

If you want to improve, ask questions. If the sales 
manager wants you to improve, he will answer them. 

When you are handed a set of rules for your guid 
ance, make up your mind you will profit more by fol- 
lowing them than the profit by — 
doing SO. 

Prospective buyers will not catch enthusiasm from 
you unless you expose them to it. Don’t be afraid to 
be enthusiastic about your line. That is your business. 

When opportunity arises, act. Dont be like the 
man of one talent in the parable. Make some use of 
the opportunity. Do something! 

You may figure that it gives you added importance 
to refer to the boss by his first name in talking with 
buyers, but it is possible it cheapens the concern in 
their eyes. Give the boss all the respect due him. 

Be sure you are right before going ahead. More 
men make the mistake of not going ahead than of not 
being sure they are right. 

Don’t think and talk too much about your rights. 
There are others who have rights. Think of the buye: 
and the boss. 

There never was a time when you needed more to 
read your trade journal carefully and keep well 
informed on changes all along the line than now. 

We've been through a period when gun fighters 
appeared to be having their way. Now we are enter- 
ing a period when business fighters are going to rule, 
and the salesman who does not make a stiff fight for 
business is going to be left behind by his aggressive 
competitors. 

Don’t expect business in your line to boom right 
off because better times are on the way. We are not 
going back to money and a sellers’ market. 
There will be good business, but only for those who 
work hard for it. 

We used to hear a good deal about the man who 
just bided his time and won out in the end. Nowa- 
days all we hear about him is in his obituary. 
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New Officers Are Elected 


\t the annual meeting of the Engineering Adver 
tisers’ Association, Chicago, in the Great Northern 
Hotel, March 8, the following officers were elected 
for the ensuing year: President, Keith J. Evans, 
advertising manager, Jos. T. Ryerson & Son; vice 
president, Julius Holl, advertising manager, Link 
Belt Co.; secretary, D. T. Eastman, advertising man- 
ager, Eagle-Picher Lead Co.; treasurer, J. B. Patter- 
son, district manager, P. H. and F. M. Roots Co. 


W. F. Leggett, advertising manager, Webster Mfg. 
Co.; Benjamin Brooks, Clay Products Association : 


Guy S. Hamilton, advertising manager, Conveyors 
Corporation of America, and Edward I. Pratt, adver 
tising manager, Kellogg Switchboard & Supply Co., 
were elected active directors, and E. R. Shaw, presi- 
dent, Power Plant Engineering, was elected associate 
director. The association, which numbers a hundred 
members, is commencing its third year as an organ- 
ization. Many interesting and important subjects will 
be discussed during the coming twelve months. 










































NNER 





pein 








SLUT 


PULL C 











4 hia 2 ee | 
“To Get the Right Start—Equip with MEDARP”’ ig 


w Get the 
= .MEDART, 


Wood Spli 
Pulley 


from Stock! 


@ What are the sizes, 
regardless of what 
quantities, you want 
shipped TODAY? 
@ Wire them—'phone them—they'll go off our 
warehouse racks and on the cars in a jiffy. 
@ You can always get them from stock, and for a 
fair price, at ‘“Medart’s.” 

MR. SUPPLY DEALER 


TWe've been engaged In the Pulley business tor 40 years, and we know 
& great deal more about making good pulleys than many other concerns. 
TOUR POLICY In bullding Wood Split Pulleys is: Cheapness is 
suleidal: products must be the best In their class. We wouldn't think 
ef running the slightest risk of Impairing the value of our most 
walued asset—our Good Will. 


GET the “‘MEDART”’ WOOD SPLIT PULLEY from STOCK! 


Medart Patent Pulley Company 
Main Office and Works: St. Louis, Mo. 
Office and Warehouse: 211 Vine St., Cincinnati, Ohio 
Bhafting Couplings, Collars, Hangers, Bearings, Bearing Supports, 


Friction Clutches, [ron Pulleys, Steel Rim Pulleys, Gearing, Sprock- 
ets. Chain, Rope Sheaves, Rope Drives, Belt Tighteners, etc. 


SHUN ITMNANNUN MIAH 


Our Specialties are sold to Jobbers only 


Hanna “Ball Joint” 


Pipe Hanger 
is the 

imples 
S tronges T 
hanger ever made. 


@Note the ball and 
socket joint. 

QHanger can swing in 
any direction. 

@Not necessary to re- 
move hanger to raise 
or lower pipe. 


Write for 
“Our Silent Salesman” 


The Penn Engineering Co. 


Philadelphia, Pa. 












INVOIVMUUNULULUL Ahi 





NHLUNAAETCLGAOYU NRTA 



















Figure Your Customers’ Friction 
Clutch Installations with These Books 











STAND ARD 


FRICTION 
GiytcHEs 


CARS 
Svat 


ont EMHITE Om 
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Sent FREE upon Request 
Write today for Catalogs “‘C”’ 


Wherever 
“M & W" 


Friction Clutches are used there's an 
that will meet all requirements satisfactorily. 


Thirty-four years’ experience building Clutches 
and one hundred thousand in use are facts 
which well merit your earnest consideration 








when your customer inquires about Friction 
Clutches. 


THE MOORE & WHITE CO. 


2711-2741 N. 15th St., Philadelphia, Pa., U. S. A. 


























ARMINGTON 


Monorail Equipment 





Type “B” Geared 


A Full Line of “I” Beam 
Trolleys es in Stock 


Hand and Electric 
HOISTS AND CRANES 


ARMINGTON ENGINEERING CO. 


Wickliffe, Ohio 
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Indianapolis House has Numerous Activities 


Van Camp Hardware & Iron Co. 


and Factories—Muill Supply 


To supply the manufacturer with practically every 
thing he requires in the daily operation of his plant, 
and to provide him with prompt and efficient service 
—these are the principles upon which the extensive 
and varied activities of the Van Camp Hardware & 
fron Co., Indianapolis, importers and jobbers, are 
based. The company aims to serve every manufac 
turing plant in its territory, no matter what the 
nature of the industry. Centrally located in Indian 
apolis, of easy rail access to mines and industrial 
centers in its sales territory, and with an organiza- 





tion and house facilities well equipped to handle an 
immense amount of business, the 
attained great success in its efforts. 

The house deals in general lines of mill, factory, 
plumbing, automotive and electrical supplies, build 
ers’, general and heavy hardware, small tools, paint, 
oil, glass, harness, sporting goods and cutlery. Prac 
tically every conceivable article included in these lines 
is handled by the house. The business is depart 
mentized. Each department has its own manager, and 
although sales and purchases generally are handled 
by the general sales and purchasing forces, each 
department head supplies data on his particular line 
to the sales department, and co-operates with it to 
the fullest extent in promoting the best interests of 
the house. 

Among the principal lines handled by the Van 
Camp company are mill and factory supplies. Until 
two years ago the mill and factory supply activities 
the house were combined with those of plumbing 
supplies. Early in 1919 the lines were separated into 
two departments, and R. E. Flagle was called from 


company has 


Aims to Completely Supply Mines 
Department 


has 430-Page Catalog 

the Fort Wayne Oil & Supply Co., Fort Wayne, Ind., 
to assume management of the newly created mill and 
and factory supply department. 

Today the mill and factory supply department is 
one of the leading departments of the Van Camp 
house. In addition to the general sales force, which 
sells all lines in outside territory, the mill and factory 
supply department has four special salesmen in 
Indianapolis and six in the territory near that city 
Furthermore, the department has its own catalog of 
130) pages, which deals exclusively mill 


with and 


factory supplies. 
ively 
price 


The catalog is handily and attract- 
arranged, contains complete specification and 
tables, and is well illustrated and indexed. 
Among its features are an aeroplane view of Indian- 
apolis, in which the Van Camp buildings are promi- 
nently displayed, and an article on “Indianapolis from 
an Aeroplane,” which sets forth the attractiveness of 
Indianapolis and its growing industrial prominence 
\nother feature is a page given over to information 
on mail orders, errors, railroad claims, shipping direc 
tions and terms of credit. 

Buildings of the Van Camp Hardware & Iron Co. 
occupy two city blocks. The main building is eight 
stories in height, 200 by 200 feet in dimensions. In 
addition to the main structure, the company has a 
pipe shed 200 feet long by 400 feet wide, and a garage 
where automobile trucks, horses and horse-drawn 
vehicles are kept. The structures are of fireproof 
construction, equipped with a complete sprinkler sys 
tem. They are steam heated and electric lighted. 
The Lamson pneumatic tube system for distributing 
orders is in use in the main building. This structure 











~ 





WLL QUPPLIES 





GS 


Lt 




























The “HALLOWELL” 
STEEL BENCH LEG 






Pat’d. and Pat’s. Pendg. 
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Please write for our 


“HALLOWELL” STEEL BENCH LEG BULLETIN— 
because in it we give full and complete data covering this very 
interesting and meritorious line of ours. 


Even if not interested just now, you ought to know about the 
“Hallowell”—It Pays. 


STANDARD PRESSED STEEL CO. 
PHILADELPHIA 
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and one 
first floor 
goods. 

not com 
departments to 


is equipped with three freight elevators 
passenger elevator. From the third to the 
are chutes for transporting small boxes of 

Stocks of goods in the main building are 
pletely segregated according to the 
which they belong, but are in general fairly well 
grouped. General offices, the city salesroom, the 
receiving and shipping department and a portion of 
the electrical equipment and steam specialties stocks 


occupy most of the first floor. On the second floor 
are more Offices, and stocks of cutlery goods, small 
tools, sporting goods and automotive accessories. On 


the third are the offices and work room of the ship- 
ping clerk and his assistants and stocks of electrical 
equipment and steam specialties. The fourth floor 
is given over to stocks of harness, paint, oil and glass, 
while hardware stocks occupy the fifth and sixth 
floors. Most of the mill, factory and plumbing sup- 
plies are on the seventh floor. The eighth is used for 
surplus stocks. 

Each floor is in charge 
condition of 


of a man responsible for the 
under his supervision. When 
orders are received, goods are sent to the third floor, 
where the orders are filled. One man is in charge of 
the receiving and shipping of city goods and out of 
town express, while another is responsible freight 


stock 


for 


receipts and shipments. Railroad trackage for sixteen 
cars is on the premises. 
The regular run of orders are handled by the 


general sales department, but in cases where special 
orders or orders on goods not stocked are received, 
they are sent to the head of the department affected, 
and he sees they are properly handled. 

In its advertising, the Van Camp company lays 
particular upon its location “in the heart of 
trade.” Its slogan ‘The Best Every Day House 
in the Country.” A letter on the Van Camp trade 
mark, signed by Cortland Van Camp, president of the 
company, Was recently sent to customers and pro- 
spective customers. Following an interesting 
excerpt : 

“The dealer's real profits are in 
not on the first sale; therefore, the dealer profits most 
by selling the best goods, the kind that creates perma 
nent customers.” 

Officers of the company are: 
Van Camp; vice-presidents, S. G. Van C +“ 3 and R. P. 
Van Camp; secretary and treasurer, A. b. Caldwell; 
assistant secretary, C. J. Prentiss; assistant treasurer, 
G. W. Winders. All these men and Mr. Flagle, 
manager of the mill and factory supply department, 
are well known in trade circles. 
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Dealers Discuss Compensation of Salesmen 


Answers to National Supply and Machinery Dealers’ 
Reduced 


Letter Indicate Few Have 
Interesting facts concerning methods used by lead 
ing mill supply houses in compensating salesmen are 


revealed in answers to a questionnaire sent to mem 


bers by The National Supply and Machinery Dealers’ 
\ssociation, following inquiry by one house as to 
whether salesmen’s salaries are being reduced, and, 


if so, how this reduction is being put into effect by 
firms taking such action. 


The inquiring member calls ‘attention to the fact 
that salaries of salesmen who were able to secure 
orders totaling $100,000 from their territories last 


year were undoubtedly based on this high production. 
Now, he states, commodity prices are from 20 to 25 
percent less than they were in 1920, and the tonnage 
moving is considerably smaller. As a result, hardly 
more than from 60 to 75 percent of the volume of 
business of 1920 may be expected in 1921. Therefore, 
he says, “If we are doing less in volume and taking 
less in margins, certainly operating, administrative 
and selling expenses must be reduced.” He also asks 
what compensation is paid by members to salesmen 
in average country territory bringing in from $75,000 
to $100,000 worth of business annually. 

Of 20 houses whose replies are printed in the asso 
ciation’s report, none state they have actually put into 
effect reductions in salaries. One is at preseft read- 
justing salesmen’s salaries, another believes salesmen 
should be content to receive less compensation, 
another states each house must adjust the matter to 
suit its own conditions, and another solution 
in reduction of bonuses. Other houses state they pay 
on commission or percentage bases entirely, while 
others make no statement as to whether they have 
reduced compensation of salesmen, or are contem- 


sees a 


Association 


Their Salaries Thus Far 
plating doing so, confining themselves to discussions 
of methods of compensating salesmen. 

“We have tried to so arrange territories that each 
will normally produce about the same amount of busi- 


ness as the others,” writes one house which is at 
present readjusting salesmen’s salaries, but which 
has not yet presented a definite proposition to its 
salesmen. “We then base each territory on a $50,000 
sales basis, these sales to include all orders, whether 
they are received through salesmen or mail. On a 
basis of $50,000, we will pay a salesman $150 per 
month. On his gross sales for the year over $50,000 
we will pay three percent. Thus, if a man sells 


$70,000 worth of goods, he will receive $1,800 plus 
three percent of $20,000, or a total of $2,400 for the 
vear. QOur present problem, however, is to make a 
distinction as to the credit on large pieces of machin 
ery, on which our commission from five to ten 
percent only. We will probably make exceptions in 
these cases, cutting down commissions to one or one 
and a half percent. We might add that our territories 
should produce normally $75 000, salesman 
assured of over $200 a month.” 

\nother house, which operates in departments, 
pays on a straight salary basis. Salesmen in each 
of the departments act as “missionaries” for the 
others, and the house thus far has been unable to 
establish a satisfactory commission basis because of 
this “missionary” work. This house makes no state 
ment as to whether salaries are being reduced. 

“We rather believe that if we are on a permanent 
price level, considerably lower than the level of last 
year, salesmen will have to take their readjustment 
along with all other classes,” writes another house. 
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Your employees all line up for CoummSUnr Catalogs. Your catalog compiled in 
the Counm#|Uxr Style will receive a cordial welcome from your employees because 
it will enable them to do better and more accurate work. 


Your Salesmanager likes the Cones (#| Unit Cata- Your Order Clerk has his work made easier, since 
log because it is a time saver when information is one item cannot be confused with another; and for 
needed about the goods you sell. that reason the chances of incorrect material being 


shipped are eliminated. 
Your Buyer finds it a ready means of reference. 


Be ; : bine Your Bill Clerk finds it of real value when check- 
rhe up-to-date list prices save his time. 


ing invoices, on account of the up-to-date lists, the 
ease with which items wanted are found and the 


Your Salesmen find it of daily assistance in their se . 
: ready reference” tabular matter. 


work. Real sales descriptions about the goods they 
sell help them effect sales. It means conserving your profits. 


The Coummn#|Uxr Catalogs, so useful in your own office, will render the same service 
in your customers’ offices. 


Your customers’ employees, from the salesmanager to the bill clerk, will consult your catalog 
if itisa Covunn |) Unit Catalog, in preference to your competitors’ old-style catalogs. Giving your 
customers a distinct service will mean getting a greater share of their business. 


You can select the pages needed for your Coun) Ur Catalog in a few hours from the thousands 
of up-to-date pages we have standing in type. Each page consists of two column units, either 
of which you may use in connection with any other. The Conv | Unt makes practical the 
selection of just such items as you want to appear in your catalog. The Corum (S| Unrr plan 
gives you a superior catalog for the price you would otherwise pay for an inferior old style 
catalog. 

Write for information about better Trade Catalogs to 


Wynkoop Hallenbeck Crawford Co. 


Printers —Trade Catalog Publishers — Binders 
80 Lafayette Street New York, N. Y. 
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“We are inclined to think that with business to be 
handled less in volume in dollars and cents and at a 
smaller margin, salesmen must be content to receive 
less compensation.” 

This member states a man doing $75,000 worth of 
business is entitled to an annual salary of $2,100, and 
a man doing $100,000 business to a yearly salary of 
$3,000. 7 

“At the present time we are not reducing compen- 
sation to salesmen—certainly not without giving them 
an opportunity to go out and see whether or not they 
are real salesmen,” writes another dealer. 

“Now is the acid test for salesmanship. Anybody 
could go out and sell goods during the last three or 
four years. Now it will be a survival of the fittest. 
Any man who can sell goods for us now is likely to 
be compensated to a greater extent than he is at 
present. Those who cannot sell will simply have to 
find other vocations.” ' 

None of the salesmen of this house sold less than 
$175,000 worth of goods during 1920. The salesmen 
are paid from $3,000 to $3,500 a year. 

Another dealer reports his salesmen work on a 
commission basis, and that their incomes fluctuate 
with the amount of business they bring in. This 
house finds that the cost for commission and expenses 
in obtaining $140,000 in business amounts to approxi- 
mately $7,000. The dealer believes five percent cost 
on $100,000 worth of business is a fair figure. He 
calls attention to the fact that five percent on business 
amounting to $50,000 would hardly be _ profitable 
because of the comparatively higher percentage of 
traveling and incidental expenses, and states it is not 
prepared to say what compensation should be paid 
on business under $75,000. 

“We are not reducing salesmen’s salaries, and sec 
no possibility of reducing them in the near future, 
because they have not been raised in proportion to 
the cost of living,” writes another dealer. “While our 
overhead is out of proportion to our income at pres- 
ent, we are looking forward to a gradual improve- 
ment. Unsatisfactory employes are being let out 
promptly.” 

A dealer traveling seventeen men—thirteen to the 
hardware trade and four to the supply trade—states 
his house feels a salesman’s salary should be based 
on the net profits he brings to his company. He states 
it will be hard to systematize matters of this kind 
this year because of conditions, and calls attention to 
the fact that a salesman traveling on commission 
alone “would not stand much show were you to base 
his profits on what the goods cost.” 

“We should say that a man selling $75,000 wortii 
of goods, averaging 25 percent profit, is really entitled 
to a salary of at least $2,400 a year,” this dealer 
writes. “It all depends upon his expenses. Some 
men spend considerably more than others in enter 
taining, etc., to get business. Others go prodding 
along and call on trade upon which it is not neces 
sary to spend much money to secure business. ‘There- 
fore, we feel that the man who is of least expense to 
us and secures the same amount of business as the 
others is more valuable to us and should receive the 
larger salary.” 


Another house states that although sales have 
fallen off materially, it has reduced no_ salaries. 


/ Another writes that its salesmen are paid on a com- 
mission basis, commission being based on_ profits, 
rather than sales, and that it is not in a position to 


answer the question regarding reduction of salesmen’s 
salaries. 

“If the member you quote operated his salesmen 
on a percentage of his profits, he would not have this 
problem to solve at this time,” writes another dealer. 
“Our suggestion is that this member at once adopt 
a percentage contract, giving salesmen the same per- 
centage of their profits for 1921 as their fixed salary 
figured for 1920.” 

Another dealer believes that the matter of reduc- 
tions in compensation of salesmen and other employes 
may best be taken care of at the present time by the 
smaller amount of bonus available for distribution. 

“Our system for years has provided not the highest, 
but a fair average salary with a bonus for all, depend- 
ent upon net profits,” he writes. “For those whose 
salaries have been advanced beyond normal propor- 
tions during the last few years, we see no other way 
than to reduce such compensation, along with the 
decline of business volume and profits, but we believe 
salesmen will have to get down to brass tacks for the 
next year or two and earn every dollar of their com- 
pensation, else their positions will be open to more 
competent men.” 

Another dealer suggests that the member who 
asked for information concerning reduction of com- 
pensation for salesmen possibly would arrive at a sat- 
isfactory conclusion through adoption of a percentage 
basis of payment. 

“Thus far we have not reduced salesmen’s salaries,” 
he states. “One reason is that we have been rather 
hopeful we would be successful in securing business 
sufficient to carry them. At the present time this 
business is questionable, and we, of course, cannot say 
definitely just now as to when we would take a step 
of this kind. 

“Generally speaking, I think most salesmen realize 
existing conditions, and I am of the opinion that if a 
matter of this kind were taken up with them in the 
proper way, satisfactory arrangements could be 
made.” 

The following plan for compensating salesmen, out 
lined by another dealer, is interesting: 

“We pay salesmen on the basis of a certain per 
centage of the gross profit on their sales, with no 
straight salary, but with a weekly drawing account, 
which is charged against their commissions; and they 
pay all their traveling expenses. 

“We realize it is difficult for new men to travel 
routes new to them, and we pay them a straight 
salary with expenses until they have an opportunity 
to build up their trade. But this is only a temporary 
arrangement, and we expect every man to ‘graduate’ 
into the commission class within feur or five months. 

“Under our plan, when sales fall off, salesmen’s 
compensation automatically falls off accordingly. It 
is possible, of course, that if the present period of 
depression continues, some salesmen’s territories may 
fall off in business to such an extent that these sales- 
men may be unable to earn a living wage under our 
plan, but we feel that such a condition is unlikely, and 
if it occurs, we will have to make some other arrange 
ment to cover that condition. 

“We have given a great deal of thought to this 
subject, and our present plan is the result of a number 
of experiments along this line. We will be greatly 
interested in the various replies to your letter.” 

Another dealer states his house has not reduced 
salesmen’s salaries, although sales have been below 
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Economy in Concentration 





Six months ago a walk thru any Mill Supply 
House or Hardware Store would have revealed 
shelves with several makes of cap and set screws. 


Many thought this necessary to supply the de- 
mand. Alert houses are now selecting the one 
mots best product and concentrating on it. 
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Ferry Process Screws meet this requirement. 


The special heat treatment, insuring maximum 
tensile and ductile strength—the accuracy of 
their machine finish—their high standing among 
engineers, make Ferry Process Screws ideal for 
the line to concentrate on. 


Packed conveniently in small cartons for the 
trade and ready to ship in any quantity. 


Why experiment? 





The Ferry Cap & Set Screw Co., Cleveland, Ohio 
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standard. He says that although the salesmen are 
not at present bringing in sufficient business to justify 
their salaries, they must be carried along until such 
time as business picks up. 

“A salesman who develops $100,000 worth of busi- 
ness annually would receive from us a salary of $250 
per month and a commission of one percent on all 
business over $2,500 a month brought in by him,” he 
writes in explaining his house’s plan for compensat 
ing salesmen. “In other words, he must do $2,500 
worth of business monthly before the commission will 
apply, basing this figure on the estimate that our 
profits would amount to about 10 percent, or the sal 
ary he is receiving.” 

Among the houses replying to the questionnaire, 
which make no statement as to whether or not they 
are reducing salesmen’s compensation, but discuss 
their methods of paying country salesmen bringing 
in $75,000 and $100,000 worth of business respectively, 
one simply states it pays five percent commission, 
including expenses. Another dealer writes that com 
pensation of his salesmen bringing in $75,000 worth 
of business is about $3,000, and for those bringing 


‘in $100,000 worth, approximately $4,000. A third gives 


$2,700 and $3,600 as the figures for his house; and 
a fourth, $2,700 a year salary and expenses and $3,700 
a year salary and expenses. 

“We base our compensation on the assumption that 
sales must cost not to exceed 10 percent,” writes 
another dealer. “Weekly expenses for each salesman 
will run from $60 to $65. ‘Territories are so arranged 
as to make production of $100,000 volume of business 
in each easily possible. Ten percent of this amount 
being $10,000, and the salesman’s expenses being 
approximately $3,500, the salesman will receive the 
remainder, $6,500, as compensation. This indicates 
what a salesman is worth to us, regardless of whether 
we pay him this amount as salary and commission, as 
straight commission, or in any othes form.” 

“We pay our salesmen drawing accounts and a 
division of profits if they reach the division point,” 
another house states. “Under our plan, a man pro 
ducing $75,000 worth of business will draw about 
$200 per month and his traveling expenses, and a man 
producing $100,000 worth of business, approximately 
$250 per month and traveling expenses.” 
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Readjustment of Production Costs Important 


Labor and Raw Material Costs Must be Reduced, but Machinery 


Builders Should not Depend on Lower Steel and Tron Prices 


L. W. ALWYN-SCHMIDT 


This being a buyers’ market, the time has come for 
the industrial producer to readjust his manufacturing 
expenses. In the process of readjusting costs of pro 
duction, labor must take its losses, along with the 
manufacturer and the producer of raw materials 
Each in turn will find consolation in the knowledge 
that cuts will be general. The dollar of today is 
already buying more than the dollar of a few months 
ago, and the purchasing power of money will continue 
to rise with the decrease in costs of industrial produc 
tion. 

The relation various factors in production and dis 
tribution bear to the cost of a completed machine 
delivered at the door of the factory is approximately 
as follows: Labor, 30 per cent; raw materials, in 
cluding power, 40 per cent; overhead, including inter 
est on capital, rent, upkeep of buildings, salaries of 
officials and office employes, and selling costs, 30 pei 
cent. Seven-tenths of the cost of the product as 
delivered to the consumer therefore lies in raw ma- 
terial and labor. It naturally follows that if there is 
to be any reduction in the sale price there must be a 
thorough overhauling of the wage situation——wages 
in this case meaning not only payments to productive 
labor, but salaries of officials and mersbers of the 
sales and office forces, as well as dividends. 

Many incorporated companies have already cut 
dividends severely or have passed them up entirely. 
Decreases in sales have already forced decreases in 
the earnings of private capital invested in many indus 
trial enterprises, and renewal of commercial activity 
will not materialize without further reductions in 
prices, and consequent further reductions of the earn 
ings of capital. Salaried employes have in many cases 
experienced pay cuts, but the effect of salary cuts 
upon manufacturing costs are necessarily small be 


cause they constitute less than 10 per cent of the total. 
Wage earners have in general been obstinate toward 
taking cuts in pay, however. 

Most industries have been forced to meet excessive 
competition and have thus had to reduce prices from 
20 to 30 per cent. When company earnings and over- 
head expenses have been reduced as far as possible, 
material costs and Iiubor must stand their share of 
reduction to meet new conditions. 

Under existing conditions, many factories face the 
problem of manufacturing more cheaply or closing 
down entirely. In such cases, it rests with the men 
whether they will take wage reductions or be laid 
off. Several plants have put the proposition directly 
to the men, while in a few cases workers have volun 
In some instances where 
the proposition has been put to the men, obstacles 
have been raised by labor unions, but wages have 
nevertheless been lowered in some of these cases. 

Increase of unemployment has given factory off 
cials a better selection of workers than heretofore 
It is generally better to hire a highly trained worker 
at peak wages than a less efficient worker for a lesser 


tecred to take lower wages. 


wage, on account of the higher percentage of profit 
in his turnover, so ftoremen have in many cases 
been ordered to pick new men carefully, and slowly 
replace less efficient workmen, thus adding to the 
effectiveness of the organization. It 1s possible by 
following this practice to increase the effectiveness of 
the labor foree and reduce labor costs without wage 
reductions. 

There have been cuts in prices of many raw mate 
rials, and indications are that further cuts will follow 
as soon as producers have readjusted their productive 
policies to the new cconomic situation. Cuts in prices 
of iron and steel the basic raw materials used in 
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“Duro” 





“DURO” Blow-off Valves effectively meet the requirements of 
boiler blow-off service. The self-cleansing seat insures tightness: re- 
duces to a minimum the wear on the seating faces, prolongs their life 
and prevents leakage, which would impair the economical operation 
of the boiler plant. 


A “DURO” valve user is a satisfied customer. And the “DURO” 
is but one of the many types of LUNKENHEIMER high grade 
boiler mountings sold through LUNKENHEIMER distributors. Are 
you sharing in this continually increasing power plant business? 


Prepare your stocks to meet the requirements of the power plants 
in your locality, and 


Specialize in Lunkenheimer Boiler Mountings 


tHe LUNKENHEIMER ceo. 


"QUALITY "= 


Largest Manufacturers of 
High Grade Engineering Specialties 
in the World 


New York = CINCINNATI Boston 
Expert Dept., 129-135 Lafayette St., New York 
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manufacturing machinery—have been small, however. 
These prices must necessarily come down, but the 
mills are at present facing the same problem as are 
machine builders, namely, unwillingness of labor to 
forego benefits reaped during the period of great 
prosperity. 

With conditions such as they are, chances of a 
wide readjustment of manufacturing costs of machin- 


‘ery and tools to the price demands of the market are 


still very slender. The only means open at the 
present time is through a general improvement of 
the productive efficiency of labor. There is some 
hope that materials may be purchased more cheaply 
‘ere long, but this factor must not be relied upon too 
much, unless actual quotations from sources of supply 
justify such reliance. 
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Contests Between Salesmen Put Zest in Work 


Competition Among Members of Selling Force Increases Profits 
of Dealers and Salesmen, and Injects Pleasure into Business 


MURRAY 


Though the war has been over more than two years, 
some of its lessons still may be taken to heart by 
modern business—particularly the mill supply busi 
ness, where the approved method of salesmanship lies 
not in waiting for the prospective buyer to inquire 
about equipment, but in having salesmen frequently 
visit plants where equipment is used, that they may 
take the iniative in selling. : 

The particular war lesson recommended is that 
competition within an organization “takes the not out 
of monotony,” adds zest to the work of the day, and 
not only enables salesmen—and, of course, the dealer 
to make more money, but to have a lot of fun in 
doing it. 

Over in France, when the A. E. F. found “Squads 
Right” palling as a steady diet, it switched to “drop 
the handkerchief,” or some other game, which, though 
a little absurd on its face and reminiscent of school 
days, gave the weary dough boy something new to 
live for—the joy of doing something better than the 
other fellow does it. 

The same thing goes for the mill supply business. 
Selling mill supplies may be necessary that one may 
continue to eat, but it isn’t much fun, after all. If 
Jones and Brown are working for the same dealer, 
however, and Jones tells Brown that he, Jones, is going 
to do more business during a certain period than 
Brown can do, Brown will summon forth more deter- 
mination and vigor than he knew he possessed in his 
efforts to make Jones eat humble pie. 

Mill supply dealers who have instituted the plan of 
having their salesmen vie with one another in selling 
are enthusiastic over the results of such competition. 
Nearly every dealer will quickly admit the virtue of 
the idea, but few have gone to the trouble of adopting 
it because they have thought it would mean more 
detail work than would be justified by results. As a 
matter of fact, salesmen of mill supplies can be put on 
their mettle and kept there without any great amount 
of extra bookkeeping or red tape. 

The quota plan is the one which appears to be the 
simplest when it comes to a question of how to inject 
a great deal of interest into the day’s work and of 
making that work a pleasure instead of a grind. By 
ise of the quota idea, every salesman in a mill supply 
house is placed on an equal footing and put into active 
competition with every other one. 

The trouble with many of the plans proposed is 
that they do not take into consideration the opportuni- 
ties and native ability of those concerned. The quota 
plan takes these things into consideration. Harry 
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Robinson may work inside the store, taking care of 
customers who voluntarily come into the house. He 
is new to the business, and his opportunities perhaps 
are not some other men’s, while on 
the other hand, Forbes knows the mill supply business 
inside out. He is well known to buyers of the line, and 
is a consistent producer of big business. His contest 
quota is placed far above that of Robinson. Here are 
two salesmen doing different kinds of work, yet they 
have the same opportunity for winning. 

In an ordinary contest young Robinson wouldn't 
have an outside chance with Forbes. But the quota 
system eliminates all inequalities, places all salesmen 
on an equal basis, and induces them to do their very 
best, just for the fun of whipping the daylights out of 
the other fellow. Anyone can win. Young Robinson, 
if he utilizes the intelligence and energy with which 
a kind providence has endowed him, can surpass every- 
one in the house, in spite of his inexperience. 

To secure the greatest benefit from the quota plan, 
results should be given all publicity possible within the 
organization. Even a daily reckoning isn’t much 
trouble, and it lets every contestant know just what 
the others are doing. There is always a good deal of 
excitement on the last day of the week, provided a 
week is the length of the contest, and most of the 
entrants have aces in the hole, in the form of a few 
friends whose orders are held back for the final day. 

Something of real value should be given winners. If 
there is no substantial prize, salesmen quickly decide 
the boss is having a good time at their expense, and 
there is a reaction which more than kills any benefit 
derived from the plan. Results from competition usu- 
ally are so good that the dealer can afford to put up 
real cash prizes. 

Many variations of the quota plan may be worked 
out. One dealer last summer made the prize an extra 
week’s vacation. That contest resulted in the biggest 
volume of business ever done by the dealer in a cor- 
responding period and also much excitement. A con- 
test may be run over a period of a month, instead of 
a week. Again, it may be between teams, instead of 
individuals, if a change is desired. Care should be 
exercised in the selection of the team members, how- 
ever, so the teams may be as evenly matched as pos- 
sible. The usual method is to put the highest and 
lowest men in the preceding individual contest on one 
team, the second highest and second lowest on another, 
and so on. 

These are the high spots in the quota plan. It may 
be varied as the dealer wishes. The chief thing to be 
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1921 EDITION 


ENGINEERING DIRECTORY 


Twenty-eighth Annual Edition—Two Sections 


Indispensable to Manufacturers and Distributors 


NOW READY FOR DELIVERY 





For Manufacturers: 


The Sellers’ Guide Section for 1921 
will contain the following lists—com- 
prehensive and accurate, and in daily 
use by thousands of manufacturers. It 
is in convenient pocket size, 4x6™% 
inches, leather bound, and contains the 
following lists: 


Jobbers and Dealers in Mill, Steam, Mine, Heating, 
Contractors’ and Kindred Lines of Supplies, Tools 
and Machinery in the United States, classified by 
States and Cities, naming kinds of goods handled, giv- 
ing names of officers, buyers, etc. 

Jobbers of Plumbing and Heating Supplies in the 
United States. Classified by States and Cities, giving 
names of officers, buyers, territory covered and other 
detailed information. 

Jobbers and Dealers in Mill, Steam, Plumbing, 
Heating and Lighting Supplies and Machinery in Can- 
ada, classified by Provinces and Cities, specifying 
kinds of goods handled. 

Manufacturers’ Agents representing Manufacturers 
of Mill, Steam, Mine, Plumbing and Heating Supplies, 
etc., in the United States. 

Wholesale Dealers in Hardware in the United States 
and Canada. 

Dealers in Plumbing Sundries and Specialties. 

Dealers in Automobile Supplies and Accessories. 

Dealers in Electrical Supplies. 

Trade Associations 


For Distributors: 


The Buyers’ Reference Section con- 
tains complete classified lists of manu- 
facturers of Mill, Steam, Mine, Plumb- 
ing, Heating, Lighting and kindred 
lines of Supplies, Heavy Hardware, 
Tools and Machinery. The products of 
9,000 manufacturers, carrying over 50,- 
000 trade or brand names, are classified 
in this section under 4,000 headings. It 
is handsomely bound in cloth. Size 734x 
1034 inches. Thousands of buyers have 


stated that it is practically indispens- ° 


able to them. 


There will also be found a complete 
Alphabetical List of Manufacturers of 
Mill, Steam, Mine, Plumbing, Heating, 
Lighting and Allied Lines of Supplies. 
Tools and Machinery in the United States 
giving street addresses and branch offices, 
and specifying kinds of goods produced. 


Our jobber and dealer lists are the most complete and accurate records in this country. 

Manufacturers of mill, steam and mine supplies, machinery and tools, plumbing and 
heating supplies, hardware and auto supplies, who cover the trade by either mail or with 
salesmen, cannot afford to be without these lists. 

All lists have been thoroughly recompiled, and made as nearly complete and perfect 
as possible. We guarantee all lists to the extent of refunding postage on all letters (cor- 
rectly addressed) returned by the United States Post Office as undeliverable. 

You could not buy a single one of these lists elsewhere at the price of the Directory. 


Both Sections of the Directory and MILL SUPPLIES, 


the Magazine of Quality, 


for one year, $4.00. 


The Crawford Publishing Co. 


537 South Dearborn Street 





CHICAGO, ILL. 
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watched is that everyone is given a chance. Ifa sales- 
man 1s badly beaten one week, his quota should be 
lowered, unless his defeat can be explained by some 
unusual circumstance. With a smaller quota he has 
a chance to win the next time. 

It all goes back to the love of beating some one in a 
fair fight, which is one of the leading characteristics 
of Americans, if not of men everywhere. One can get 
as much exercise in one’s room, swinging a pair of 
dumb bells or Indian clubs, as in any other way. But 


‘that’s no fun. The American likes to get his exercise 
in knocking down more pins than the other fellow, in 
knocking down the other fellow with a pair of boxing 
gloves, or in making his way around the links in fewer 
shots than his friendly enemy. Half of the fun of life 
is in beating some one. This goes for sport, and it is 
equally true in business. Make business not merely a 
niatter of dollars and cents, but a question of showing 
up that man Brown, and you have gone a long way 
toward solving your sales problems. 


tor 


Tact Required in Discussing Credit Requests 


Applicant Should be Interviewed in Private, and Information Iim- 
parted by Him Should be Treated with Absolute Confidence 


os 


When a customer for the first time applies for credit 
the dealer faces the most difficult problem of the entire 
credit process. The mill supply jobber asks himself 
if the customer is good for the money, just how he 
can back up his obligations, the amount of credit that 
should be allowed him, and whether he should be 
asked for-settlement in two weeks, a month, or three 
months. 

Oftentimes, judging from the experiences of thou 
sands of dealers, the heart of the whole problem lies 
in securing the necessary information without in any 
way antagonizing the customer, or making him feel 
the dealer may misuse that information. 

“T have studied the methods of hundreds of manu- 
facturers and jobbers, and I can say the greatest 
shortcoming in their methods, is in not knowing how 
to size up the risk,” a credit man said to the writer 
recently. “A good many do not know how to turn 
down applications for credit diplomatically. 

“The big thing is to employ tact during the inter- 
view with an applicant, and make the conversation so 
natural and human that the customer will not hesi 
tate to give the desired information. I have noticed 
dealers often lose customers, who, even when they 
have been granted credit, are made to feel the dealer 
allowed it with a grouch and that he did not really 
care to extend the credit. 

“A customer carrying an account with us feels he 
or she has become a friend of our house, and we aim 
to promote that feeling.” 

Sometime ago the writer had occasion to visit a 
successful dealer in an eastern town. He bore a local 
reputation for good collections and was noted for 
unusual skill in sizing up credit prospects. He seldom 
failed to draw the necessary information from the 
most reticent customer. 

“Just what principles do you employ in interviewing 
applicants for credit?” the writer asked. 

The dealer smiled broadly, rubbed his palms ani 
inatedly, and led the writer to a neat little office before 
replying. . 

One of the first things to attract my attention in 
the office was a sign on the wall, reading, “We Treat 
All Credit Information Confidentially.”. The dealer 
took from his desk a typical credit application blank, 
such as is used by many in various lines, and indicated 
\ paragraph of heavy type, which read as follows: 

“You are asked to give us the information on this 
blank so you may be assured all the conveniences of 
a charge account. Of course, you understand all the 


NOVINS 


information you give us will be treated with strict 
confidence. We consider it businesslike to ask you 
for information you may regard as strictly personal, 
but at the same time we appreciate the mutual confi 
dence involved, and we hope it may be profitable to 
both of us.” 

“Before I added this paragraph to my application 
blank, I experienced considerable trouble in getting 
customers to give me information with a free heart,” 
he said. “Some hesitated to fill out the blank. Fur-- 
thermore, I at one time did not interview customers 
in private. Now I interview all credit applicants in 
my private office. 

“A number of years ago a man came to me, and 
asked for credit. ‘Certainly,’ I said, handing him a 
blank, and at the same time pumping him with ques- 
tions. It so happened that there were a number of 
other people around, and some of them overheard the 
questions I asked the man. He appeared embarrassed, 
nodded to a man he recognized, grew red in the face, 
tore up the blank, and walked out. 

“IT met him a few months later, and curiosity 
prompted me to ask the cause of his hasty departure. 

““T’ve lived in this town nearly twenty years, and 
have minded my own business and let other people 
mind theirs, and when a fellow comes to you like a 
good sport and asks for a bit of credit there is no 
reason why everybody in town should know it and 
talk about it,’ he said. 

“On another occasion another equally interesting 
incident occurred. I formerly had the habit of talking 
about my business to every friend who dropped in to 
chat with me. One day one of my lodge brothers came 
in to see me. IT didn’t have much to do, so I took him 
to my private office, and there we sat talking and 
smoking. 

“The conversation drifted to local business condi- 
tions, and, naturally enough, led into a discussion of 
collections. I happened to mention Harrington, 
another member of our lodge, remarking that his 
account was two months behind. 

“Several weeks later I met Harrington at the lodge 
rooms, and noticed something was wrong. His hand- 
shake had lost its usual warmth, and he quickly turned 
away from me. As we left the house it commenced 
to rain cats and dogs, and I accepted his offer to take 
advantage of his umbrella. After we had gone a couple 
of blocks he broke the silence. 

“ ‘Say Jones,’ he blurted out. ‘I ran across Smith 
at the post office the other day, and he said something 
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about my not paying your bill. 1 was wondering how : 
he knew about it. Smith is a dangerous man. He is 
always bubbling over with gossip. He’d make a fine 
ad writer for a talking machine company.’ 

“The next day I received his check, but it was minus 
the usual scribbled ‘Hello Jim’ on the back of the bill. 
That was the last of my business dealings with him. 

“Ever since I revised my system it is my practice to 
call every credit customer’s attention to that para- 
graph on the application blank. I see that he is 
perfectly at ease, and never keep him waiting long. 
I try to make him feel he is just as important as the 
customer who buys for cold cash. 

“T first allow our conversation to deal with general 
matters until | come to the proper point to ask the 


necessary spiiigs | try not to make any notes, so 
as not to make the customer conscious of the fact he 
is giving me important information about himself. 
When I want him to give me some confidential infor 
mation, I take the lead by passing out confidential 
information about myself, since every man _ with 
experience will tell you confidence begets confidence. 
| see to it that our little chat is not interrupted by 
anyone, and I make sure that the customer perfectly 
understands the terms of credit before he leaves.” 

He took a long cigar from the top drawer of his 
desk and handed it to the writer. 

“And, when you do give ‘em credit, make ‘em feel 
glad, and you'll save a lot of collection letters,” he 
said in conclusion. 


—<+or 


M. J. Walsh Machinery Co., 


M. J. Walsh, president of the M. J. Walsh Machin- 
ery Co., Milwaukee, dealers in iron and woodworking 
machinery, machine tools, power transmission 
appliances and machine shop equipment, has developed 
an interesting and effective system for keeping his 
road salesmen in daily touch with all information con- 
cerning stock and price changes. 

The Walsh company maintains a perpetual stock 
inventory system, by means of which constant check 
is kept of goods received and sold. Salesmen of the 
company carry uniform looseleaf stock books. A page 
is devoted to each item of stock carried by the com 
pany. At the conclusion of each day’s business, 
changes in the amount of stock of any of these items 
or of prices are noted on new sheets, and these sheets 
sent to salesmen, who substitute them for old sheets. 
Thus, a salesman for the company can give up-to-the 
minute information to customers as to goods on hand 
and prices, without writing, telegraphing or telephon 
ing to Milwaukee for that information. 

In addition to the regular stock inventory cards, 
the c company maintains a card record system, ‘contain 
ing information concerning goods it orders. A separ 
ate card is kept for every house from which the com- 
pany makes purchases. If an article is ordered from 
a certain house, the date, and number of the order and 
kind of goods ordered are entered. When any infor- 
mation is received from the house to which the order 
is sent, it is noted on the card, and the necessity for 
maintaining large letter files concerning such matters 
is thus avoided. Facts concerning shipment and 
receipts of goods and other important data are also 
noted on the cards. If information concerning the 
status of orders placed with a particular house is 
desired, it may be secured immediately through refer- 
ence to the cards. 

Mr. Walsh has had an interesting and varied career 
as a mechanic, salesman and executive. During the 
early part of his career, he was a mechanic in tool 
rooms and manufacturing plants. In this work he 
gained a valuable practical knowledge of machinery 
and machinery construction. In 1902 he acquired the 
controlling interest in the Chicago Special Machinery 
Co., and became manager of that company. The busi- 


ness was discontinued in 1907. From 1908 to 1910, 


Keeping Salesmen Informed of Stock Changes 


Milwaukee, Supplies Road Men with 
Daily Data—Head of Company Commenced His Career as 


Mechanic 


Mr. Walsh was a salesman for the E. L. Essley 
Machinery Co., Chicago, and there, under the direc 
tion of Mr. Essley, he obtained his first actual experi- 
ence as an outside salesman. In 1911 he went to Mil- 
waukee and organized the M. J. Walsh Machinery Co. 
to handle machinery and machine tools. The company 
Was incorporated in 1913, E. K. Rundell becoming 
associated with Mr. Walsh at that time. William 
Kalt, the present secretary, joined the company shortly 
afterwards. In 1915 the M. J. Walsh Machinery Co. 
took over the Milwaukee Factory Supplies Co., which 
was operated by Frank E. Rundell, and added power 
transmission and machine shop equipment to its lines. 
E. K. Rundell severed his connection with the com 
pany some time ago, but Frank E. Rundell 1s still 
with the house as a director and salesman. 

Mr. Walsh believes practical knowledge of machin- 
ery through actual work as a mechanic is a valuable 
aid to the machinery salesman. If the former mechanic 
likes salesmanship and develops sufficient “sticking” 
ability, he is ideally equipped for selling, in) Mr. 
Walsh’s opinion. Mr. Walsh says his early work as 
a mechanic has benefited him greatly as a salesman 
and executive. 

The Walsh company has seven salesman, and 
covers Wisconsin. Six of the salesmen handle general 
lines, while one of them, Mr. Rundell, is a specialist 
on selling equipment to canning factories, and devotes 
his entire time to this work. The house specializes in 
completely equipping canning factories, and this busi 
ness alone amounts to approximately $100,000 a vear, 
according to Mr. Walsh. 

Main offices and salesrooms of the company are at 
141 Sycamore street, where the main floor and base- 
ment are occupied. The floor space on the main floor 
amounts to 3,750 square feet, while that of the base- 
ment is 5,600 square feet. During the last few years 
the company has acquired two warehouses, both on 
Water street. The first consists of the main floor in a 
building, 25 by 125 feet, and the second, a three story 
structure, 50 by 125 feet. Real estate has been pur- 
chased for a new warehouse, and the building may be 
erected this summer. The new warehouse, when 
erected, will have excellent trackage facilities, and will 
be completely and modernly equipped. 
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HIS company has always regarded accept- 
i eo of an order as a pledge that it would be 

filled as nearly on the date specified as the 
material could be manufactured. The output of 
our mills belongs to the customers with orders 
for it on our books. 


In past years we have been compelled by this 
policy to decline much desirable business and 
many connections that would have been highly 
appreciated, because inquiries could not be con- 
sidered without prejudice to previous orders. 


Present conditions suggest an opportunity to 
those who desire to establish connections with a 
concern whose manufacturing facilities are not 
excelled in this country, and whose record on the 
important matter of loyal service to its customers 
in times of stress makes such connections an asset 
to those able to see beyond the immediate present 
and appreciate what real service to customers 
means in times when they need it most. 


THE YOUNGSTOWN SHEET & TUBE COMPANY 


YOUNGSTOWN, OHIO 


“VOUNGSTOUN” | 


Pipe 
Sheets 


Merchant 
Bars 


Rods 
Hire 


Wire Products 






















DISTRICT SALES OFFICES 


BOSTON 120 Franklin St CHICAGO —MeCormick Bldg 

NEW YORK—30 Church St ST. LOUIS—-1139 Olive St 
PHILADELPHIA—Pennsylvania Bldg DENVER—First Nat'l Bank Elidg 
ATLANTA—Healey Bldg DALLAS—Dallas Co. State Bank Bld 


PITTSBURG H— Oliver Bidg 
CLEVELAN D—Leader-News Bldg 
DETROIT—Dime Savings Bank Bldg 


SAN FRANCISCO—604 Mission St 
SEATTLE—-Central Bldg 


EXPORT SALES AGENT--Consolidated Steel Corporation 
165 Broadway, New York City 
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Timely Tips From the 


Field 


Add These Recent Catalogs and Booklets to Your Collection 


Bacharach Industrial Instrument Co., Pittsburgh, 
Pamphlet M indicators and 
Bulletin G on manometers, both new products manu 
factured by the company. Pamphlet M is 6% by 9% 
inches in dimensions, is illustrated, contains descrip 


has issued on engine 


tive reading matter and instructions for using the 
Maihak type of power integrator. Bulletin G is 614 
by 9 inches, contains descriptive reading matter and 
is illustrated. The company has also issued a folder 
on its new home in Homewood Station, Pittsburgh. 
This folder is 33¢ by 6 inches. 

The Hill Cluteh Co., Cleveland, is out with an illus- 
trated folder on Hill Clutch transmission machinery 
in a modern oil refinery. The pamphlet is 6 by 9 
inches in dimensions. 

J. H. Williams & Co., Brooklyn, Buffalo and Chi 
cago, manufacturers of drop-forged machinists’ tools, 
have issued a handy price list and specification table 
in 30 pages. The booklet is 31% by 6 inches in dimen- 
i It contains descriptive reading matter and is 
well illustrated. Tables are handily arranged. 

Bulletin No. 8, issued recently by the United States 
Steel Corporation, through its bureau of safety, sani 
tation and welfare, is a booklet replete with photo- 
graphs telling the story of the work being done by the 
corporation and its subsidiaries for the benefit of 
employes. The booklet is handsomely arranged. It 
is 96 pages in length and 8% by 11 inches in dimen 
sions. 

The Ohio Valley Pulley Works, Maysville, Ky., has 
recently issued a new price list on “Limestone Special 
Motor Pulleys.” The company is now operating a 
special department for motor pulleys and is making 
both all-wood and iron center types. The price list is 
in folder form and is 3% by 6 inches in dimensions 
when folded. Price lists are handily arranged in two 
separate tables. The folder is illustrated and contains 
descriptive reading matter. 


sions. 


Hardinge Brothers, Inc., Chicago, manufacturers of 
watchmen’s clocks, has issued a novel booklet, with 
unique color effect, on its products. The booklet dis- 
cusses problems of plant and equipment protection and 
the necessity for checking watchmen. Units of the 
Hardinge clock system— their parts and construction 

are well described. Unique and valuable illustra 
tions are used to advance the features of the system. 
The booklet is 53g by 714 inches in dimensions and 
contains 24 pages. 

Victor Balata & Textile Belting Co., New York, is 
out with a handy calculator for quickly figuring dis 
counts. It is 2% by 73% inches in dimensions, and 
will stand considerable usage. The calculator can be 
easily carried in the vest pocket. It is very simple of 
operation. On one side of the calculator is a view of 
the company’s manufacturing plant. 

National Bulletin 5E has been issued by the 
National Tube Company, Pittsburgh, on National 
pipe for refrigerating systems. This booklet, which 
is 46 pages in length and 8% by 11 inches in dimen 
sions, contains interesting reading matter and specifi- 
cation tables and is completely illustrated with photo- 
graphs and drawings. The National Tube Co. has 


also issued a booklet under the caption, “National 
Selling Aids,” for the benefit of jobbers of National 
pipe. The booklet is largely devoted to advertising 
advice and assistance to jobbers, and discussion of the 
company’s advertising policy. The booklet is 44 pages 
in length, 8% by 11 inches in dimensions and is com 
pletely illustrated. 


<-> 
TO INCREASE THE 
Larger Pulleys will Solve Problem—Idlérs Tighten 


Tight Belts Should not be Tolerated 
W. F. SCHAPHORST 


BELT LAP 


Belts, and 


In a recent issue of a well-known trade paper | read 
the following paragraph: 

“Some mechanics say they prefer cross belting to 
straight belting on a drive because it gives a little 
more lap around the pulley. This is’ really a false 
idea. If more lap around the pulley is desired, a 
tightener offers the better way to obtain it. The only 
excuse for crossing a belt is to secure a reversal of 
direction in the drive. To purposely design equip 
ment for a cross belt on the theory that it drives 
better than a straight one is not good practice.” 

I take exception to the sentence, “If more lap 
around the pulley is desired, a tightener offers the 
better way to obtain it.” Use of a tightener means 
that the belt will be tighter, and tight belts should 
not be tolerated. If an idler is used—-which is usually 
merely another name for a tightener—increased lap 
may be secured, but even then the belt will be some 
what tighter. The cost of the idler should be consid 
ered also. Why buy a new idler when the problem 
can be solved by simply using larger pulleys? Larger 
pulleys mean “smaller and less expensive belts.” The 
belt speed will be greater, of course, but that 1s not 
likely to make any serious difference, so long as it is 
not greater than a mile a minute. 
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Channon Stockholders Meet 


The number of directors of the H. Channon Company, 
Chicago, was increased from five to seven at the annual 
stockholders’ meeting, and reports submitted showed the 
company’s sales for 1920 were the best for any vear 
in the history of the house. New directors chosen are 
George E. Scott, vice-president, American Steel Foun 
dries, and F. C. Honnold, president, Chicago and Big 
Muddy Coal Company. The following directors were 
re-elected: C.K. Knickerbocker, vice-president, Griffin 
Wheel Company ; Walter A. Forbes, president, Rockford 
Malleable Iron Works; A. C. Allyn, I. C. Elston, Jr., 
and H. G. Elfborg, president of the Channon company. 
Officers remain the same. They are as follows: Presi 
dent and treasurer, H. G. Elfborg; vice-presidents, 


B. Berntsen, A. S. Greig and C. D. Viehoff; assistant 
treasurer, W. A. Thomson; secretary, H. W. Eckland. 
The company’s new seven story concrete service build- 
ing, at the southeast corner of Market and Randolph 
streets, is among the best machinery, tool and factory 
supply house structures in the country. 
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Jack Shaft Installation With Hill Collar Oiling Bearings 
and Smith Type Hill Friction Clutch Control. 
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Friction Clutch Engineers 


The big, broad field of engineering is made up of those who have made a 
specialty of some particular branch. The Hill Clutch Company’s Engineers 
have made a study of the design and application of Friction Clutches for a 
period of thirty-seven years. 


Mill Supply Houses may profit by this experience by sending us customers’ 
inquiries for line shaft equipment that include Friction Clutches. 


Your salesmanship combined with the high quality of Hill Clutch equip- 
ment, and our engineering experience, forms a strong combination. 


The correct installation of Friction Clutches is an engineering proposition 
and not a stock proposition 


THE ju CLUTCH ce. 


CLEVELAND, OHIO 
New York Office: 50 Church Street 
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PERSONALS 


Henry J. Hoeltge has been appointed advertising manager 
of the Central Foundry Co., New York City. 

William A. Cochrane is now representing the Detroit Brass 
& Malleable Works, Detroit, in the Eastern territory. 

kK. H. West has been elected president of the West Leather 
Belting Co., Inc., 844 West Adams street, Chicago, recently 
organized 

H. Robert Dye, superintendent of the crankshaft depart- 
ment of the Leland-Gifford Co., Worcester, Mass., for fifteen 
vears, has resigned. 

G. N. Jacobi, Sr., has recently been chosen manager of the 
price bureau department of the Yale & Towne Manufactur- 
ing Co., Stamford, Conn. 

W. T. Mayfield has been appointed by the Detroit Brass 
& Malleable Works, Detroit, as Southern representative, cov- 


ering all of the Southern states except Texas. 


Ray IL. Somers has resigned as plant engineer of the Green- 
field Tap & Die Corporation, Greenfield, Mass., to open an 
industrial engineering office at Providence, R. I. 

The McKinney Manufacturing Co., Pittsburgh, has 


appointed John T. Rowntree, Los Angeles, Calif., as its new 
Pacific Coast representative to succeed John H. Graham 


& Co 


R. J. MeSherry has severed his connection with the Her 
cules Gas Engine Co., Evansville, Ind., and has been 
appointed special representative of the Peterson Core Oil 


Co., Chicago 


©. R. Sprague has been appointed district sales manager 
at Portland, Ore., for the Gilbert & Barker Manufacturing 
Co. of Springfield, Mass., following the transfer of F. R 


urrows to St. Louis 

T. S. MacEwan, resident manager-engineer at Chicago of 
tlhe Industrial Truck Co., Holyoke, Mass., has moved his 
headquarters from the Fisher Building to 550.West Wash- 
ington street, Chicago. 

George F. Holland, assistant superintendent of the grind- 
ing department of the Union Twist Drill Co., Athol, Mass., 
has been transferred as general manager of its Butterfield 
division, Derby Line, Vt. 

Elmer S. Horton has joined the Larchar Co., 
R. I. advertising agency. The firm name hereafter will be the 
Larchar-Horton Co. Mr. Horton has had extensive experi 
ence in advertising and sales promotion work 

Orrin T. Gallup, export manager of the Simonds Manufac- 
turing Co., Fitchburg, Mass., has been elected chairman of 


Prov idence, 


the National Federation of Export Managers, which was 
recently organized in New York 
\. W. Clark has resigned his position as manager of the 


price and products department of the Yale & Towne Manu- 
facturing Co., Stamford, Conn. Mr. Clark has been with the 
company for the past thirty-one years 

The Baldwin Chain & Manufacturing Co., Worcester, 
Mass., at its annual meeting elected the following officers: 
George T. Dewey, president; William F. Cole and J. H. Ken- 
dall, vice-president; William H. Gates, treasurer. 


Carl W. Bettcher has been appointed by the Eastern 
Screw Machine Corporation, New Haven, Conn., as_ sales 
manager. Mr. Bettcher will give special attention to the 


expansion of the company’s H. & G. die head business. 

Charles B. Evans, formerly connected with the Dayton 
Pump & Manufacturing Co., Dayton, Ohio, and the Goulds 
Manufacturing Co., Seneca Falls, N. Y., has joined the sales 
force of the Monarch Engineering Co., Dayton, Ohio, and 
will cover the states of Ohio and Pennsylvania. 

The Philadelphia Steel Warehouse Co., with offices in the 
Commercial Trust Building, has appointed William I. Mce- 
Gonigal manager of its new warehouse, which has just been 
completed. The new company will carry a complete line 





of bolts, nuts, rivets, 
nuts and steel bars. 

Francis Worcester has resigned as Western sales manager 
for the Walworth Manufacturing Co., boston, Mass., to enter 
the sales department of Spang-Chalfant Co., Pittsburgh 
Before he became affiliated with the Walworth Manufactur- 
ing -Co. he was connected with the Chicago district sales 
offices of the National Tube Co. for a number of years. 

Robert C. Weller has been appointed general sales man- 
ager of the Lakewood Engineering Co., with headquarters 
at Cleveland. Mr. Weller is in full charge of sales work 
The Lakewood company also announces the appointment of 
Carlton R. Dodge as western sales manager of the company, 
with headquarters at 1215 Lumber Exchange Building, Chi- 
cayvo. 

At the annual meeting of the 
& Spencer Co., Hartford, Conn., 
re-elected: C. M 
F. H 


washers, welding wire, cold punched 


stockholders of the Billings 
the following directors were 
Spencer, Fred P. Holt, Silas Chapman, Jr., 
Stocker, L. D. Parker, Lucius F. Robinson and Ferdi 
nand Richter. J. B. Sehl was elected to the board in place 
of the late Charles E. Billings. The former officers wert 
re-elected as follows: Fred C. Billings, presidént; L. D 
Parker, vice-president and treasurer; F. H. Stocker, 
tary; Albert W. Gray, assistant treasurer, and J. B 
second vice-president and factory manager 

The directors of J. H. Williams & Co., manufacturers of 
drop forgings and drop forged tools, with works at Brooklyn, 
Puffalo and Chicago and St. Catherines, Ont., Canada, have 
elected the following officers to serve during the coming 
year: J. Harvey Williams, president; A. D. Armitage, vice- 
president and general manager; Frank W. Trabold, second 
vice-president; W. A. Watson, secretary and treasurer; R. S 
Baldwin, controller and assistant treasurer, and C. B. Harris, 
assistant secretary Mr. Armitage is also president of the 
Whitman & Barnes Manufacturing Co., Akron, Ohio, but will 
be active in the management of J. H. Williams & Co., to 
which he will devote most of his time 

At the annual stockholders’ meeting of the H. Channon 
Co., Chicago, machinery, tools and factory supplies, the num- 
ber of directors was increased from five to seven 
directors are George E. 


secre- 
Sehl, 


The new 
Scott, vice-president, American Steel 


Foundries, and F. C. Honnold, president, Chicago & Big 
Muddy Creek Coal Co. The other five directors were 
re-elected. They are C. K. Knickerbocker, vice-president, 
Griffin Wheel Co.; Walter A. Forbes, president, Rockford 
Malleable Iron Works; A. C. Allyn, I. C. Elston, Jr., and 
H. B. Elfborg, president of the company. The officers 


remain the same: H. G. Elfborg, president and treasurer; 
Bh. Bernstein, A. S. Greig and C. D. Vichoff, vice-presidents; 
W. A. Thomson, i treasurer, and H. W. Eckland, 
secretary, 


assistant 


FACTORY ADDITIONS 

National Acme Co., 
a three-story plant 

Kieckhefer Container Co., Camden, N. J., 
torv, 65 by 168 feet. 

Gove Motor Car Co. ,Tilbury, Ont., is building a two-story 
factory, 85 by 200 feet. to cost $100,000. 

M. J. Martin Sons, New York City, is building a two-story 
garage, 110 by 125 feet, to cost $100,000. 

Long Beach Power Co., Longe Beach, N. 
one-story power plant at a cost of $125,000. 

The Galesburg Malleable Castings Co., Galesburg, TIl., has 
awarded contract fer a plant, 80 by 500 feet. 

Sabin Machine Co., 6526 Carnegie avenue, 
Luilding a two-story addition, 50 bv 8&0 feet. 

Magnolia Fetrolenm Co.. Dallas, 
refinery, to cost $500,C00Q0, including 


East 131st street, Cleveland, is building 


is building a fac- 


Y., is building a 


Cleveland, is 


Texas, is building a new 
machinery 
































Whitening DuxBak Leather 


\ ‘ Showing 
show the leather whitenina frocess which takes place pre- \ A TAS Machine 
cementing They are taken from our Industrial Filn po ae Starting 


Of Interest to All Belt Buyers 





The Chas. A. Schieren Company has produced a four 
reel film taken under actual working conditions at its 
own Dixie tanneries and New York factory. Showing 


Dise 
. ° ° A Knives 
These pictures show every stage of tanning and man 
ufacturing leather belts from the time the _ hides 
are received at the tanneries right through to the 
shipping of the finished belt. 





The films have been highly commended by universities, 
corporations, engineering societies, and purchasing 
agents’ associations throughout the country. 





i Showing 
Drop us a line on your letterhead stating when it is sesone 


‘ * a . Whitening 
most convenient for you to see them. They can be the 

: : . : ~~ * 2 Leather 
easily and quickly shown in vour own office, show- 


rooms or factory. 


Phere are no obligations incurred in asking for a 
showing. 


B 
New York, N BELTIN 


ATLANTA, GA TRADE MARK Mrmpuis, TENN 
Boston, Mass Reg. U.S. Pat. Off. MILWAUKEE, Wis 
(CHICAGO, ILL. / NEWARK, N. J. 
CLEVELAND, O PHILADELPHIA, I’ 
DALLAS, TEX : ’ St. Louis, Mo 

DENVER, COLO. BELT MANUFACTURERS Sat Lake City, Uran 
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KANSAS City, Mo 2 Ferrv St. New y ork. N. y . SEATTLE, WASH. 
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Whitney & Ford, Chicago, is building a warehouse and 
machine shop, 30 by 300 feet, to cost $75,000. 
Joplin Steel & Malleable Co., Joplin, Mo., is building an 
extensive addition to its foundry, 35 by 80 feet. 
The Jenkins Machine Co., Sheboygan, Wis., plans a ma- 
chine shop addition, two stories, 150 by 200 feet. 
Plans have been prepared by the Chapman 
Springfield, Mass., for a foundry, 50 by 275 feet. 
Ohio Highway Department, Columbus, Ohio, is building a 
one-story garage, 213 by 460 feet, to cost $75,000. 
General Sheet Metal Works, Bridgeport, Conn., is building 
a corrugated iron works, one-story, 20 by 120 feet. 
Gulf Oil Co., Port Arthur, Texas, is building several exten- 
sions to its refinery, to cost in excess of $3,000,000, 
Denkman Lumber Co., Norfield, Miss., has awarded con- 
tract for the erection of a dry kiln, to cost $500,000. 
Magnus Steel Co., Depew, N. Y., is building a two-story 
Luilding at its plant, 40 by 120 feet, to cost $40,000. ‘ 
Capital Machine Co., 2801 Roosevelt avenue, Indianapolis, 
Ind., is building a one-story extension to its plant. 
The Phelps Can Co., Baltimore, Md., is building a one- 
story factory building, 113 by 178 feet, to cost $36,000. 
Corbin Screw Corporation, New Britain, Conn., has 
awarded contract for a one-story building, 25 by 95 feet. 
Paducah Electric Co., Paducah, Ky., is building several 
additions to its electric generating plant, to cost $200,000. 
F. Leish, 224 East Boardman street, Youngstown, Ohio, 
is building a two-story garage, 70 by 140 feet, to cost $200,000. 
The Lloyd A. Richardson Motor Co., Salisbury, Md., is 
building a three-story service and repair works, 30 by 105 feet 
Standard Sanitary Manufacturing Co., Pittsburgh, is build- 
ing a new two-story brick and steel addition, to cost $50,000. 
The James Machines Co., 1741 Bellevue avenue, Detroit, is 
building a factory and office building, one-story, 90 by 160 
leet. 
White Fuel Oil Engineering Co., 742 East Twelfth street, 
New York City, is building a two-story foundry, 99 by 103 
teet. 
Michigan Stamping Co., Detroit, is building a one-story 
top addition to its plant, 60 by 480 feet. E. F. Tant is sec 
retary. 


Valve 


Ca. 


J. RK. Hoe & Son., Middlesboro, Ky., manufacturer of iron 
products, is planning to erect a addition to its 
foundry. 

Builders Iron Foundry Co., Providence, R. I., 
new foundry 
Boston. 

St. Louis Independent Packing Co., 3857 Chouteau avenue, 
St. Louis, Mo., is building an addition to its plant, to cost 
$100,000. 

Scovill Manufacturing Co., Waterbury, Conn., is building 
a one-story addition to its brass mill, 155 by 160 fect, to cost 
$100,000 


Parmelee 


one-story 


is building a 
Plans have been drawn by Monks & Johnson, 


Transfer Co., Chicago, has awarded contract for 
the erection of a one-story garage, 150 by 190 
$110,000 . 

Sewell-Clapp Envelope Co., 23 North Desplaines street, is 
building a one and two-story plant, 200 by 300 feet, to cost 
$250,000 

Chevrolet Motor Car Co., Cincinnati, 1s building a service 
station, 60 by 120 feet. Joseph C. Steinkamp & 
architects 

Wachusett Motor Co., 
story plant tor the 
by 116 feet 

The Phillip-Kell Co., Baltimore, 
facturer, is building a one-story 
cast $50,000 ; 

Garden City Press, 
Canada, is building an 
cost $100,000 

Tre FE. 3 Harkins Machine Co., 44 Farnsworth 
\llston. Mass., is building a machine shop, 
40 by 91 feet . 

The Wilkes-Barre Co., Wilkes-Barre, Pa., electric light and 


power service, 


treet, ta cost 


Bro. are 


Fitchburg, 
manufacture of 


Mass., is building a one 
trucks. It will be 106 


Md., sheet metal 
factory, 70 by 165 


manu- 
feet, to 


Lad,, St. 
extensive 


Anne de Bellevue, Quebec, 
addition to its plant, to 


StTeet, 


two stories, 


is having plans prepared for a one-story power 
house addition : 

Mulberry Foundry 
building foundry 
cost of $75.000 

Muncie Muncie, Ind., has awarded contract to 
the Hvdranlic Steelcraft Co., Cleveland, for a one-story plant, 
ra cost $50,000 ‘ 


& Machine Co., Mulberry. 


and machine shop, 75 by 


Kansas, 1s 
100 feet, at a 


Gear Co., 


J. S. Fairbanks, Stamford, Conn., has awarded contract for 
the erection of a one-story service station, 50 by 140 feet, at 


Norw alk, 


Conn 


KMILL, QUPPLIES 


The D. O. James Manufacturing Co., 1120 West Monroe 
street, Chicago, manufacturer of gears, is building an addi- 
tion to its plant. 

United Cigarette Machine Co., Inc., Lynchburg, Va., 1s 
building an addition to its plant, 50 by 150 feet. B. E. Wil- 
liains is secretary. , 

Damascus Refining Co., Lawton, Okla., is building a new 
refinery for the production of lubricating oil specialties. W.G 
lack is president. 

Bridgeport Boiler Works, Bridgeport, Conn., is building a 
new building, 60 by 80 feet, at its proposed dock at 202 Housa- 
tonic River street. 

Tunnessen Manufacturing Co., Hazleton, Pa., manufacture: 
of metal lamps, is building a one-story addition, 48 by 172 
feet, to cost $50,000. 

Western Wheeled Seraper Co., Aurora, Ill., manufacturer 
of road machinery, is building a three-story and basement 
building, 60 by 150 feet. 

Santa Fe Railroad Co. will enlarge its shops at San Ber 
nardino, Calif., to manufacture thirty locomotives a month 
I.stimated cost, $500,000. 

American Metal Products Co., Milwaukee, Wis., is building 
a machine shop and foundry, the former 75 by 150 feet, and 
the latter 50 by 75 feet. 

Atlas Wheel Co., 2146 Scranton road, Cleveland, is building 
a one-story addition to cost $100,000, including machinery 
Hi F. Arndt is president. 

Diamond Shoe Co., Brockton, Mass., has awarded contrac 
for the erection of a one-story addition to its shoe manufac- 
turing plant, to cost $30,000. 

Independent Sanitary Manufacturing Co., 218 Lexington 
avenue, Buffalo, is building a one-story foundry at DuBois, 
l'a. George Drake is president 

Campbell Foundry Co., Harrison, N. 
story brick and steel foundry, 80 by 102 
Clifton avenue, Newark, is manager. 

The Renzel-Lenz Electric Manufacturing Co., 1751 North 
Western avenue, Chicago, is building a two-story factory 
addition, 45 by 60 feet, to cost $50,000. 

The Christopher Motor Co., 3812 Sheffield avenue, Chicago, 
has awarded contract for a one-story garage and display 
room, 100° by 235 feet, to cost $100,000. 

David J. Molloy Co., 633 Plymouth Court, Chicago, manu- 
facturer of bookbinders’ supplies, is building a two-story 
plant, 100 by 120 feet, to cost $100,000. 

Coleman & Gilbert, 331 Huntington avenue, Allston, Mass., 
is building a garage, to cost $100,000. F. A. Norcross, 46 
Cornhill street, Boston, is the architect 

Trenton Zine & Chemical Co., Trenton, N. J., 
a zine plant. 


J., is building a one- 
John Campbell, 342 


is building 
Plans have been prepared by Pierce & Skoog- 
mark, 140 Nassau street, New York City. 

Wheaton Light, Ice & Cold Storage Co., Wheaton, Mo., 
recently organized, is building a new electric power plant, to 
cost $50,000. H. C. Hindman is manager. 

J. D. and E. J. Duffy, 139 West Washington street, Chi- 
cago, has awarded contract for the construction of a one- 
varage, 90 by 120 feet, to cost $55,000. 

Wheel Truing Brake Shoe Co., 219 Tuxedo avenue, Detroit, 
Mich., has awarded contract for the erection of a 
factory, 50 by 90 feet Estimated cost, $50,000. 

United Electric Railway Co., Providence, R. I., is building 
several extensions and making improvements to its Man- 
chester strect power station, at a of $500,000. 
Stephen Ransom, Inc., 518 Hamilton avenue, Brooklyn, 
Y., operating a marine repair works, is building a four- 
story brick addition, 99 by 244 feet, to cost $300,000. 

Corning Glass Works, Corning, N. Y., is building 
power plant, to cost $250,000. The Dwight P. 
125 East Forty-sixth street, New York City, is engineer. 

W. W. Nugent & Co., 146 West Superior street, Chicago, 
manufacturer of oiling systems, filers and other devices, has 
awarded contract for a factory, 50 by 128 feet 

The Floyd Manufacturing Co., 522 South Clinton street, 
Chicago, manufactrrers of tools, is building a two-story plant, 
122 by 240 feet, and a one-story power house, 35 by 60 feet 


story 


two-story 


cost 
\? 


ov 


a new 
Robinson Co., 


one-story 


Chicago Blow Pipe Co., 
the erection of a 


$270,000. Z. FE. 


Chicago, has awarded contract for 
one-story factory, 75 by 75 feet, to cost 
Smith, 305 Fast Fifty-fifth street, is architect 

Florence Pipe Foundry & Machine Co., Florence, N. J., 
has awarded contract to the Anstin Co., Bulletin Building, 
Philadelphia, for a one-story brick addition, 50 by 100 feet 
Engine’sWorks, Columbia, S. C., manufacturer of 
has completed plans for additions and the installa- 
machinery to double its output. T. F. Dial is presi 


Tozer 
engines, 
tion of 
dent 
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French Shriner & Urner 


American Car & Foundry (Co 

















Eight of the forty tons of coal in 
this car will be wasted in friction 
—friction that through drag and 
strain also wears out your belts 
and gears. 


Now, without taking down your 
shafting, taking off a single pul- 
ley, or changing a hanger frame 
or pillow block, you can stop 
practically all this friction waste, 
—lInstall Sells Roller Bearings. 
They are split throughout and 
can be substituted overnight. 


Thousands of concerns have re- 
duced friction to.a minimum 
through Sells Roller Bearings. 
Dodge Brothers have 6000 of 
them in their automobile manu- 
facturing plants. 


We'll send the name of the con- 
cern nearest you using Sells 
Roller Bearings. We'll also send 
our book, “Anti-Friction Power 
Transmission.” Tell us where. 


Manager 


Royersford Foundery & Machine Co. 
Philadelphia, Pa. 


43 N. 5th St. 





SELLS 


ROLLER BEARINGS 


A few of the other thousands of users of Sells Roller Bearings are 
Millers Milling Co 


Mills Co cal Co. 


Newberry Cotton Mills 
Machinery Co 
Razor Co 


is Coal and the 
Cost of Hauling and Handling It 


Ono-fifth Wasted in friction) 


American Agricultural Chemi- 


Babcock and Wilcox Mfg. 
Borden Condensed Milk Co 
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“Dixie” 
High Pressure 

acking 
(No. 210) 





made of care 
fully selected as- 
bestos fibre, woven 
into cloth, treated 
with the special Garco 
heat - resisting compound, 
and wrapped around a non- 
vulcanizing rubber cushion. 
’ 


You Can Rely on Dixie 


ASBESTOS PRODUCTS 


Packings 
Locomotive Throttle and Air 
Pump Packings 
High Pressure Piston Packings 
Valve Stem Packing 
Medium and Low Pressure 


ackings 
Perfect Valve Rings 
Flax Packings 
High, Low and Medium 
Pressure Sheet Packings 
Gaskets and Gasketing Material 
Asbestos Wick and Rope 
Asbestos Cement 
Asbestos Automobile 
Specialties 
Brake Lining 
Transmission Lining for Fords 
Cone Clutch and Disc Clutch 


Facings 
Asbestos Spark Plug Yarn 
Asbestos Textiles 


Cloth Yarn Cord 
Carded Fibre Braided Tubing 
















“Perfect 
Adjustable’’ 
Gasket Tape 


* Pyroid” 
Compressed 
Asbestos 
Sheet Packing 
(No. 660, red; 
661, gray; 
662, graphite) 


**Valbestine”’ 
(No. 550) 
Valve Stem 
Packing 





r = 


ASB 





Dixie will prove itself the 
best high pressure packing 
that you can buy; heat, hot 
acids, alkalies, oils and 
greases will never affect it. 
Dixie will give you a long, 
leak proof service, unin- 
terrupted by blow-outs. It 
is made to withstand the 
hardest kind of wear with 
least deterioration. 

Give Dixie a trial. It will 
do all that we claim for it, 
and more; it will eliminate 
costly shut down caused by 
improper packing. 

Use Dixie where the pres 
sure is highest, —on com- 
pressors, rods, valve stems, 
turbines, pumps, and en- 


‘gines. Your jobber can sup- 


ply Dixie High Pressure 
-acking in any standard size 
from 1-4 inch to 2 inch. If 
he cannot supply you, write 
us for name of nearest job 
ber. 


General Asbestos and Rubber Co. 
Main Office and Factories, CHARLESTON, S. C. 
Branches and Complete Stocks : 

58 Warren Street 311 Water Street 
New York Pittsburgh 
14 North Franklin Street, Chicago 
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PAULL, QUPPLIES 











The Iron Clay Brick Co., Ruggery Building, Columbus, 
Ohio, has awarded contract to J. W. Heckart, Columbus, for 
the erection of a new one-story plant, 60 by 175 feet, to cost 
$50,000. 

W. D. Byron Co., Williamsport, Md., is building a new 
power plant, to cost $50,000. Quigley Hafer, 155 Garfield 
street, Chambersburg, Pa., is architect. Walter Byron is 
manager. 

Atlantic City Electric Co., Atlantic City, N. J., has com- 
pleted plans for an addition to its electric generating plant, 
to cost in excess of $500,000. Headquarters are in the Arnold 
Building 

Bowen Motor Co., Charleston, N. H., is building a two- 
story service and repair works, 45 by 170 feet, to cost $100,- 
000. G. W. Griffin, 72 North Main street, Concord, N. H., 
is architect 

Greenmount Iron & Manufacturing Co., 883 Greenmount 
avenue, Baltimore, will take bids for the erection of an addi- 
tion to its foundry. J. E. Laferty, 522 North Charles street, 
is architect. 

Superior Fireproof Sash & Door Co., 1811 Carter avenue, 
New York City, manufacturer of metallic sash and doors, 
is building a one-story shop, 64 by 185 feet. David Schaffer 
is president 

The Gilbert & Bennett Manufacturing Co., Georgetown, 
Conn., manufacturer of wire netting and cloth, is enlarging 
its annealing room, and will erect an addition to its galvaniz 
ing department. 

Maskakee Lake Development Co., Maskakee Lake, Sask., 
Canada, is building an evaporation plant for the production 
of Epsom salts, to have a capacity of 30 tons daily. Esti- 
mated cost, $75,000. 

American Cement Tire Co., 509 Brown-Marx Building, Bir 
1uingham, Ala., has completed plans for the erection of its 
proposed new tile manufacturing plant, 60 by 200 feet. L. W 
Barnes is manager. 

The Bell Manufacturing Co., Beaver Dam, Wis., manutac- 
turer of metal barn equipment and appliances, is building a 
one-story brick addition, 40 by 80 feet, to cost $20,000. J. W 
Schlueter is secretary. 

The Shamrock Towing Co., 667 West Fiftieth street, New 
York City, is building a two-story garage, 35 by 100 feet, to 
cost $75,000. W. J. Conway, 400 Union street, Brooklyn, is 
the architect and engineer. 

National Boiler Co., Garwood, N. J., manufacturer of steam 
and hot water boilers, has had plans prepared for a one-story 
addition, 34 by 86 feet. Hooper & Co., 116 Market street, 
Newark, are the architects 

Lindsay Wire Weaving Co., 14025 Aspinwall avenue, Cleve 
land, manufacturer of wire goods, has had plans prepared 


for a two-story addition, 100 by 200 feet, to cost $75,000 
H L. Lindsay is president. 
Fhe O. J. Maigne Co., 358 Pearl street, New York City, 


manufacturer of printers’ rollers and kindred equipment, is 
building an extensive addition to its six-story factory, 65 by &8 
fcet. Oscar Maigne is president 


The A. D. Cutting Corporation, 1170 Jefferson, Boston, 


manufacturer of automobile equipment, is building a five- 
story factory, 125 by 135 feet, to cost $125,000. J. S. Hau- 
sauer, 92 Wallace avenue, is architect. 

Federal Truck Sale Co., Providence, R. I., has awarded 
contract for the erection of a one-story garage and service 
station, 100 by 300 feet, to cost $10,000 C, H. Lockwood, 
171 Westminster street, is architect 

Stearns Bros. & Co., 619 South LaSalle street, Chicago, 


has retained Berlin, Swern & Randall, architects, 19 Sout! 
LaSalle street, to prepare plans for a three printing 
plant, 100 by 162 feet, to cost $175,000. 

Whitin Machine Works, Whitinsville, Mass., 
contract for the construction of a three-story garage and 
storage building, 75 by 200 feet, to $150,000. J. D 
Leland, 41 Mt. street, Boston, is the architect 


-story 
has awarded 


cost 
Vernon 

The Board of Water Commissions, Detroit, is building two 
electrically operated pumping plans, one to be one-story, 
62 by 175 feet, to cost $200,000, and the other -story, 
% by 100 feet, to cost $100,000. H. S. Sharkey is secretary 

The Brooklyn Edison Co., Inc., 360 Pearl street, Brooklyn, 
N. Y., is installing new hoisting and loading machinery fot 
coal handling at its plant, to cost $125,000. It is also build 
ing a new two-story power station, 30 by 100 feet, to cost 
$60,000 

Hannepin Atomized Fuel Co., 500 Security Building, Min 
neapolis, Minn., has completed plans for a new one-story fuel 
crushing plant at St. Paul, to cost $150,000, including machin 
cry C. L. Pillsbury, 1206 Second avenue, Minneapolis, is 
engineer 


onc 





Modern Machine & Tool Works, 508 Washington street, 
St. Louis, Mo., is building a one-story and basement and 
machine shop, 40 by 100 feet, to cost $40,000. Joseph Brock 
is manager. A. J. Tuckschmidt, 407 Wainwright Building, is 
architect. 

’. H. Krug, of the Giant Grip Manufacturing Co., Osh- 
kosh, Wis., has purchased a site on North Main street, Fond 
du Lac, Wis., on which it is erecting a public garage and 
service building, 40 by 170 feet, with a machine shop, 50 by 56 
icet. Joseph Herman, formerly of Chicago, is manager. 


NEW FACTORIES 


The Temple Machine & Foundry Co, Duncan, Okla., is build 
ing a new plant. 

The Nash Motors Co., Milwaukee, 
plant building, 200 by 400 feet. 

Western Wheeled Scraper Works, Aurora, Ill, has completed 





Wis., 


plans to erect a 


plans for three-story office building, 60 by 150 feet, to cost 
$100,000. ; 

The Franklin Printing Ink Co., Chicago, plans to build a 
one and two-story printing plant, 190™by 190 feet, to cost 
$150,000 

The Constantin Refining Corporation, Tulsa, Okla., has 
acquired a site near Baton Rouge, La., for its new oil 
rehnery. 

The Kuryer Polski Publishing Co., Milwaukee, Wis., is 


building a three-story newspaper plant, 60 by 120 feet, to 
cost $100,000. 

Liberty Tire & Rubber Co., Ltd., Montreal, Quebec, 
build a plant to have a daily capacity of 300 tubes 
cost, $150,000. 

Mason Brick & Tile Co., Mason City, Iowa, has completed 
plans for the erection of a new plant at Nevada, lowa, to 
cest $250,000 

The Central Supply Co., Worcester, 
water supplies, plans an eight-story building, &3 by 
cost $600,000. 

Common Council, Lyons, Ga., is building a new municipal 
hydroelectric power plant on Pendleton Creek, to 
excess of $400,000. 

Wolf, Sayer & Heller, Chicago, has awarded contract for the 
construction of a four-story casing plant, 100 by 125 
feet, to cost $200,000 ‘ 

The Mason & Hamlin Co., Boston, Mass., piano manufac- 
turer, has purchased property approximately 200 by 500 feet, 
as a site for a new plant 

x Motor Sales . Oi, 
machine shop and repair works 
ing will be 60 by 122 feet. 

\merican Producing & Renning Co., Gowling Green, Ky., 
has completed plans for a new refinery with a daily capacity 
of 1,000 barrels, to cost $175,000 

C. W. Dean & Co., North Main 
building a three-story factory, 45 by 
facture of to cost $100,000 


plans to 
k-stimated 


Mass., steam, gas and 


113 feet, to 


cost in 


Sausare 


St. Louis, Mo., 
to cost $200,000 


is building a 


The build- 


Rice 


street, Natick, Mass., is 
170 feet, for the manu 
shoes, 


KEK. R. Hitchcock & Co., 303 Main street, is building a three 
story factory, 45 by 95 feet, for printing and Iinding. D. kK. 
Perry, 27 West Main street, is architect 

The Holbrook Co., West End avenue, New York City, has 


awarded contract for a new plant, 100 by 260 feet, 10 be devoted 


to the manufacture of automobile bodies. 

The Manitiquot Rubber Works, South Braintree, Mass., 
is building a new plant to replace its factory recently de 
stroyed by fire Estimated cost, $100,000. 


has had 
plant, to 


Sturtevant, Wright & Wagner Co., Beloit, Wis., 
pians prepared for an artificial ice manufacturing 
be equipped with three machines 

The San Joaquin Portland Cement Co., Fresno, Calif., is 
building a new plant at Visalia, to cost in excess of $500,000 


22-ton ice 


with machinery FF. D. Prescott is manager 

Penick-Ford, Ltd., Cedar Rapids, Iowa, canners of molasses 
and sugar products, is building a six-story factory, to cost 
$700,000 \. W. H. Lenders is general manager 

The Harris H. Uris Iron Works, Inc. 525 West Twenty 
sixth street, New York City, is building a new. six-story 
manufacturing building. Percy Uris is manager 

> 


Winchester Repeating Arms Co., 275 Winchester avenue, New 
Haven, Conn., plans to build a factory at Hamilton, Ont., for 
the manufacture of firearms. Estimated cost, $500,000 

Waycleanse Co., Sandusky, Ohio, manufacturer of vacuum 
street cleaners, has completed plans for a new factory at 
Si. Louis, to cost $300,000. Miller Smith is president 

The Lawton Refining Co., Lawton, Okla., is planning for 
the removal of its local plant to Duncan, Okla., where it is 
building a new oil refinery. G. S. Hollman is manager 



































MULL GUPPILUES 


THE JOHNSON FRICTION CLUTC 


The Case Against 
the Countershaft 


The old familiar countershaft drive, through 
cross belts and tight and loose pulleys, stands 
accused of the following offenses against efh- 
ciency: 
In that it— 
1. Involves needless equipment. 
2. Costs too much to set up. ; 
3. Prevents economical and systematic 
use of space. 
4. Operates sluggishly. 
5. Multiplies belt troubles and the re- 
sultant cost of up-keep. 


Modern practice has discarded the antiquated 
countershaft for the simplicity and efficiency 
of the clutch drive direct from lineshaft. 


Install a Johnson Lineshaft Drive 


efficient and durable 
transmission through 


The economical, 
method of power 
friction control. 


Write for our Stock 














A New Catalog is Ready 








THE WARREN TOOL & FORGE CO 
WARREN OHIO 





If you buy tools, you'll want a copy 


THE WARREN TOOL & FORGE CO. 


258 GRISWOLD ST., WARREN, O. 





















Hilustration showing the 
Drive tor controlling 


Friction Control Means 
Better Machinery 


We handle Friction Control in any 
form. Complete stock of standard 
clutches available for transmission use 
and special facilities for incorporating 
Friction Control anywhere. on 
machinery 


List and Catalog “DR” 


Is Convincing 


Men Daily 


Only on_ superior performance 
could Stanley Belting convince the 
number in your industry who are 
now using it. Saving starts with 
the purchase. Has least slippage— 
greater transmission of power— 
absolutely the Best Belting you 
can buy for most of your drives. 
Has enviable record in conveyor 
work, too. 


Investigate! 


Stanley Belting will give you the 
same results —the same saving. 
Excellent delivery facilities. Send 
for names of users, for prices, 
samples and our interesting book. 

Don’t wait for_a belt to give out. 
Write NOW. Wire rush orders 
and inquiries, 


Jobbers—Dealers—Get Details, 
STANLEY BELTING CORP. 


32 So. Clinton St. 
Chicago 
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Taylor Airless Tire Co., Detroit, Mich., plans to 
factory at Leamington, Ont., to cost $1,000,000. 

The H. Brinton Co., 213 Race street, Philadelphia, manu- 
facturer of textile machinery, has acquired property, 335 by 
474 feet, as a site for a new plant, to cost $250,000, with 
equipment. , 

Mickelberrys Food Products Co., Chicago, has awarded con 
tract for the construction of a one-story meat products plant, 
to cost $100,000. F. D. Chase, Inc., 645 North Michigan avenue, 
is engineer 

Stellar Refinery Co., Wooster, Ohio, is building a new oil 
refinery, with pumping plant and power house, in the vicinity 
oi Cincinnati, to cost $300,000, with equipment. E. M. Quincy 
is vice-president. 

The W. H. C. Aircraft Co., Lynn, Mass., recently organ- 
ized, is building a new plant at. West Lynn, to manufacture 
airplanes and parts. W.S. Walker is president, and Thomas 
TY. Harvey treasurer. 

Willamette Iron & Steel Co., Portland, Ore., recently pur 
chased ten acres in North Portland, part of the site of the 
Foundation Co.'s shipyard, and will soon start on the erection 
f a plant to cost $500,000 
International Paper Co., 30 Broad street, New York City, 
is building a new hydroelectric generating plant on Saranac 


build’ a 


Road, Cadyville, N. Y., to cost $250,000. A. H. White, 30 
Church street, is engineer. 

United Electric Light & Power Co., 130 East Fifteenth 
street, New York City, is building a new electric gen 


crating plant, one-story, 250 by 369 feet, to cost $2,750,000. 
Frank W. Smith is vice-president. 


Vulcano Torch & Manufacturing Co., Erie, Pa., has 


acquired property at Dunkirk, N. Y., for the establishment 
of a new plant to manufacture mine torches and similar 
equipment. Leo T. Miller is manager 

The Petroleum Export & Import Corporation, St. Rose, 


La., is building a new oil refinery, to cost $500,000. It is 
subsidiary of the Carson Oil Co., 29 South LaSalle 
Chicago. Edward Bk. Carson is president. 

The Jump House Wrecking Co., Philadelphia, has acquired 
a tract of land, 240 by 435 feet, to be used for its new plant. 
The plant will include a two-story machine and repair shop, 
26 by 60 feet. George W. Jump is president. 

Roberts Gin Co., Marlow, Okla., is building a new cotton 
ginning plant to replace its works recently destroyed by fire. 
It will consist of three buildings, 25 by 60 feet, 25 by 40 feet, 
and 22 by 40 feet. H. L. 

The Bowen Motor 


a 


street, 


Roberts is manager. 
Transportation Co., St. 
building a plant at Richmond, Calif., for the manufacture of 
gasoline propelled street cars. Plans include construction ot 
100 houses for the use of the company’s employes 

Hinde & Dauch Paper Co., Sandusky, Ohio, is spending 
about $1,000,000 for its proposed new corrugated paper plant 
at Fort Madison, lowa. The plant will be 100 by 340 feet 
The Ferguson Co., Columbus, Ohio, is architect 

Southern Mattress Co., New Orleans, La., manufacturer of 
felt, hair and excelsior mattresses and pillows, has 
acquired a site on the Mississippi river and will build a two 
story factory, 100 by 150 feet. J. J. Lazarus 1s- president. 

Mid-West Battery Manufacturing Co., 615 West Grand 
street, Oklahoma City, Okla., recently organized, has com 
pleted plans for the erection of a factory to manufacture 
electric storage batteries and other electrical equipment 

Henry Ford, Detroit, has been granted permission to 
appropriate water at the government dam at Green Island, 
Troy, N. Y., for his proposed hydroelectric power plant, insur 
ing the construction of his new tractor manufacturing plant 

Plans have been completed by the J. H. Miner Saw Manu- 
facturing Co., Meridian, Miss., for the 
branch plant at Columbia, S. C., to b« 
facturing and repair work. W. A. 

Sexton Stove & Manufacturing 
awarded contract to W. E 
story 


Louis, 


Mo., is 


moss, 


establishment of a 
equipped for manu- 
Davis is general manager. 
Co., Baltimore, Md., has 
Harn, 2314 Oak street, for a one 
foundry, 100 by 135 feet; a two-story metal working 
shop, 67 by 160 feet, and a one-story assembling shop. W. E 
Sexton is president. 

The War Department, Washington, D. C., has taken over 

waterfront site at Mobile, Ala., for the erection of a new 
coal handling plant for Mississippi Warrior River service, to 
include a tipple with loader and unloading machinery, con- 
veying equipment, ete. Estimated cost, $400,000. 

California Rubber Co., Oakland, Calif., recently incorpo- 
rated with a capital stock of $5,000,000, is building a new 
‘plant in the vicinity of San Francisco Bay, for the manufac- 
ture of automobile tires, tubes and mechanical rubber goods. 
The initial unit is estimated to cost in excess of $500,000. 


The Machada Turbine Corporation, 111 Broadway, New 
York City, recently incorporated with a capital stock of 
$1,060,000, is planning for the establishment of a new plant 
for the manufacture of a reversible turbine engine for ship 
service. The machine is the invention of Pedreira Machado, 
president of the company. 

Wildman Rubber Co., 314 Phoenix Building, Bay City, 
Mich., manufacturer of automobile tires, is building a new 
three-story and basement plant, 240 by 345 feet, and’ 80 by 100 
feet long, to cost $1,000,000, including machinery The Os- 
borne Engineering Co., 4848 Prospect street, Cleveland, is 
engineer, J. C. McCabe is secretary. 

The J. Spaulding & Sons Co., 484 Broome street, New 
York City, manufacturer of fiber products, has completed 
plans for the erection of two one-story and one five-story 
building, 107 by 300 feet, and 60 by 180 feet, at Tonawanda, 
N. Y., to cost in excess of $100,000. George F. Hardy, 309 
Broadway, New York City, is architect and engineer. 


INCREASED CAPITAL 
The capital stock of the Decatur Bridge Co., 
heen increased from $500,000 to $600,000, 
Connecticut Blower Co., Hartford, Conn... re cently increased 
its capital, and is planning the erection of a 
350 by 175 feet. 
Badger Foundry Co 
increase its 


Decatur, HL, has 


one-story plant, 
, Racine, 
capitalization trom 
Schrader is president, and -\. 
Service Motor Truck Co., Wabash, Ind., manufacturer of 
trucks, has been authorized to increase its capital 
trom $3,000,000 to $10,500,000, for propose d expansion, 
The capital stock of the Northwestern Petroleum Co., Apple 
ton, Wis., has been increased from $25,000 to $50,000. The 
company has acquired a tract of land for the erection of a ney 
plant. Thomas Gallagher is president and general manager. 
Wizard Check Endorser & Printing Machine Co., Baltimore, 
Mad., has increased its capital stock from $500,000 to $3,000,000 
The company is erecting a new one-story plant, 80 by 150 feet, 
at Highlandtown, to cost $400,000.) F. - 
The 


turer of 


Wis., has been authorized to 
$100,000 to $200,000, W. R 
Rk. Callender, secretary 


auto stock 


S. Weiss is president. 
Manufacturing Co., Wis., manufac 
artificial ice producing and refrigerating units, has 
increased its capital stock, originally consisting of 6,000 shares 
of non-par value common, by a new issue of $50,000 of pre 
ferred stock. 

The Pomona Manufacturing Co.. Pomona, Calif., 
turer of pumping machinery, iron castings, ete., has increase: 
its capital stock to $200,000, to provide for expansion. Several 
additions will be erected, which it is expected will double the 
plant’s capacity 

The Palmer Foundry & Machine Co., Palmer, Mass., has 
increased its capitalization from $65,000 to $135,000. Plans call 
for a change in the company’s business from a jobbing foundry 


Jaraboo Baraboo, 


manufac 


to a manufacturer of soil pipe and fittings. Winthrop I. Not- 
lage 1s president 

The Smith's Falls Malleable & Castings Co., Ltd., Smith's 
Falls, Ont., has increased its capital stock from $150,000) to 
$750,000. The officers are George B. Frost, president and gen- 
eral manager; ©. A. Petterson, vice-president and treasurer, 
and J. EK. Frost, secretary and sales manager 

NEW INCORPORATIONS. 
Union Rubber Co., Boston, Mass., $100,000, by Raymond 1) 


Smith, Waltham, Mass. Joseph W. Worthen, Winchester, Mass., 


and M. &. Buchanan, Newton, Mass. 

Prince Reinforced Rubber Co., Boston, Mass., $50,000, by 
John DD. Prince, Boston; Howard DP. Knox, Reading, Mass., 
and Herbert B. Morse, Newton, Mass. 

Rees & Stindt Machine Works, Ins., $30,000, to manufacture 


machinery and tools. Incorporators: J. EF. Wick, G. Hazen and 
W. S. Irwin, 9 West Fourteenth street. 
Blanchard Instrument Co., Cambridge, Mass., $20,000, to build 


machinery. Incorporators: L. FE. Blanchard, William P. 
and Lester C. Gustin, Arlington, Mass 

The Leitch-Nelson Co., Detroit, Mich., 
ture automobile mechanical equipment. 
Nelson, John H. Leitch and A. H. Hagstrom. 

The Barton-Smith Manufacturing Co., Binghamton, 
$50,000, to manufacture machinery and _ parts. 
Kk. W. Barton, E. A. Smith and C. E. Barton. 

Duplex Boiler Co., 30 North La Salle street, Chicago, $25,000, 
to manufacture and deal in boilers and_ parts. 
G. H. Powell, T. H. Barton and R. L. Baker, 

International Manufacturing Co., Hagerstown, 
to manufacture agricultural implements. 
W. Baechtel, Joseph Wx. 


Shine 


$100,000, to manufac- 
Incorporators : Anthony 
Be we 


Inec yrporators 


Incorporators : 


Med., $200,000, 
Incorporators: Charles 


Hoffman and W. Murray. 





aa 





























Con) 


KMULL QuPPLUES 
_— 7 TMM MT TMM i] 


__D- Ss 


if 
a) 
> couse” 
QUALITY 





























Bond Bearings furnish perfect 
lubrication to the shaft for six 
to eight months without refilling. 








POWER 
TRANSMISSION 
APPLIANCES 


BOND FOUNDRY & MACHINE CO. 


Manheim, Lancaster Co., Pa. 
ASSOCIATED COMPANIES 
Charles Bond Company, Philadelphia, Pa. 
Christiana Machine Company, Christiana, Pa. 


J. & G. Rich Company, Philadelphia, Pa. The Bond Ball and Socket Ring 
Bond Engineering Works, Limited, Toronto, Canada Oiling Hanger Bearing 
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FOR YOUR PROTECTION 





CROSS SECTION VIEWS as ts 
A copper wire is built into all Daleway 
NOTE THE COPPER WIRE belts. It isa copyrighted mark, found in 


ie es ne BERS ines rs no other belting. 
WK Moen 











KK KKK SORES x 
; This distinguishing trademark assures 
ATSEAMEL HAIR —_— DURBAR 
SD cave RAND BELTING you of well made goods and good serv- 


REG U S. PAT OFF 





ice. Be sure the belt you buy contains 
the copper wire. We stand behind it. 





SENEGAL SEMINOLE Rossendale-ReddawayY 
BELTING BELTING BELTINGaAND HOSE COMPANY. NEWARK.N.J. 























When writing to Advertisers please mention Mitt Supp .ies. 
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Johnson City Boiler & Tank Co., Johnson City, Tenn., $20,000, 
to manufacture boilers, tanks and other products. Incorporators: 
B. A. Coleman, Henry Ehret and J. W. Williams. 

Independent Gasaver Corporation, New York City, $100,000, 
to manufacture gas burning appliances. Incorporators: J. F 
Jacobs, S. Black and R. W. Matthews, 111 Broadway. 

S. A. Ryan & Co., 303 East Trade street, Charlotte, N. C 
$200,000, to manufacture motor tractors and_ parts. 
porators: W. J. Grant, S. A. Ryan and G. G. Ryan. 

Cutter Grinding Works, Detroit, $25,000, to manufacture high 
speed cutting tools. Incorporators: Oscar N. Naylor, 885 
Euclid avenue; Mark E. Landsberger and Frank J. Koch 

Baechtel Co., First National Bank Building, Hagerstown, Md., 
$200,000, to manufacture machinery and tools. Incorporators: 
W. Murray, Myrtle I. Baechtel and Charles W. Baechtel, Jr. 

Universal Coupling Co., 5308 Ellis avenue, Chicago, $50,000, 
to manufacture metal couplings and kindred products. Incor- 
porators: H. H. McCormick, C. A. Luce and Jacob Katz 

The George H. Taylor Co., Wakefield, Mass., $99,000, to 
manufacture plumbing specialties. The incorporators are Edgar 
S. Holland, George H. Taylor and Frederick N. Bosworth. 

Arnold J. Muth & Co., 111 West Washington street, Chicago, 


Incor- 


$30,000, to manufacture machinery and parts. Incorporators 
Frank S. LaCrosse, Arnold J. Muth and William H. Stark 
Shailer-Conlon Co., Detroit, Mich., has been organized by 


James L.. Conlon and Frank E. Shailer, 6128 Trumbull avenue, 
to manufacture tools, dies and other mechanical equipment. 
West Leather Belting Co., 1021 South La Salle street, Chicago, 


$35,000, to manufacture and deal in leather belting Incor- 
porators: F. O. Mason, K. M. West and Edward P. Adams. 


Angelus Tool & Machine Co., 29 San Fernando Road, Los 
Angeles, Calif., has been organized to manufacture machinery 
and tools. Paul Petersen, 2717 Mapleton avenue, is manager 

Parker Rubber Co., Boston, Mass., $125,000, to manufacture 
mechanical and other rubber goods. David H. Finberg is presi- 
dent, and Harry D. Finberg, 621 Albany street, Boston, treasurer. 

Merles Steering Gear Co. of America, New York City, $50,000, 
to manufacture steering gear equipment. Incorporators: J. L. 
Feeney, G. L. Hubbell, Jr., and H. E. Ringhols, 43 Exchange 
Place 

The George E 


Warren Corporation, Boston, Mass., $600,000, 


to do mining and manufacturing. Incorporators: George B 
Oswald, G. Walter Anderson and Ralph \. Stewart, Brookline, 
Mass. 


Monarch Industries, Ltd., Beamsville, Ont., $300,000, to 
facture registers, carburetors and spray pumps. 


manu 
Incorporators 


Charles T. Connor, Jnmes A. Hewitt and Arthur E. Field- 
Marshall 

The C. H. Leach Co., Boston, Mass., has been organized te 
manufacture special machinery and equipment Charles H 
Leach, 261 Franklin street, is president .and Percy I. Perkins, 


treasurer 

Taylor Rubber Co., Detroit, Mich., 
mechanical and other rubber goods 
Thorburn, 510 Newport avenue, 
born, Ont 

The Lane-Galloway Conveyor Co., Baltimore, Md., $100,000, 
to manufacture conveyors and conveying machinery Incor 
porators: Harry A. Lane, Phillip G. Lane, Jr., and Charles 
W. Galloway. 

Excelsior Implement Corporation, New York City, $50,500, to 
manufacture agricultural and other implements. Incorporators: 
A. B. Champlin, T. T. McWilliams and R. McWilliams, 72 St 
Nicholas street. 

Oak Park Engineering & Manufacturing Co., 244 Chicago 
avenue, Oak Park, IIl., has been organized to manufacture tools, 
dies and machinery. Incorporators include Harry C. Brune and 
Siegmund Resner 

Sanford Electric Corporation, 
manufacture electrical appliances and equipment. 
Lester C. Burdett, 71 Rutgers street J. Blake 
George C. Sturdy. 

Ideal Vulvo Roll Co. 215 West Superior street, Chicago, 
$50,000, to manufacture rollers for printing presses and type- 


$1,000,000, to manufacture 
Incorporators include Hugh 
and Parker G. Ballou, Rath 


Belleville, N. J., $250,000, to 
Incorporators : 
Kellogg and 


writers. Incorporators: Walter Schuttler, Oscar Linder and 
C. K. Knickerbocker 

Florida Steam Power Co., Tampa, Fla., $200,000, to manu- 
facture steam boilers and other plate equipment and _ parts 


James A. Bishop is president, Frederick M. Gerner, secretary, 
and Leroy Bishop, treasurer. 


Allen & Co., Inc. New Haven, Conn., $35,000, to deal in 
hardware, tools and factory supplies. Incorporators: Ralph 


Allen, Shelton, Conn. William Hargraves, of Derby, Conn., and 
J. A. Kader, New Haven. 





$1,000,000, to 
and kindred equipment 
Edward I. Cullen and 


Houck Manufacturing Co., 
manufacture metal automobile rims 
Incorporators: William G. Houck, 
James P. Callender, Ridgewood. 

Pioneer Metal Products Co., Long Beach, Calif., $100,000, to 
manufacture iron, steel and other metal goods. Incorporators: 
H. F. Phillips and J. A. Phillips, San Pedro; H. S. Knowles 
and W. R. Wilson, Long Beach. 


RKidgewood, N. J., 


Major Engineering Corporation, 10 South La Salle street, 
Chicago, $2,500,000, to manufacture pumping machinery and 
mechanical equipment. Incorporators : Benjamin  Allaun, 


Michael A. Messlein and [eter Klein. 

Vertomatic Manufacturing Co., Reading, Pa., $1,000,000, to 
manufacture vertical automatic chucking machines 
rators: William F. Henkel, Jacksonwald, Pa.; 
Long and Albert J. Wagner, Reading. 

U.S. Boiler Compound Co., 180 North Dearborn street, Chi 
has been incorporated to manufacture pipe and radiator 
cement and boiler compounds. The incorporators are Mary 
Fox, John L. Fox and Marguerite Flaek 

Seamless Hex-Tube Radiator Co., 217 West 
Angeles, Calif., has been organized to manufacture radiators 
and other heating equipment Incorporators include Roy B 
Perkins, 228 South Marengo street, Alhambra, Calif 

The Great New Heating & Appliance Co., Los Angeles, Calif., 
$250,000, to manufacture heating equipment. Incorporators: 
Fred F. Harris, James H. Clegg and W. P. Moon. G. M. 
Spicer, 431 First National Bank Building, is manager. 


Ine ITpo- 
Cleveland E. 


CaZgo, 


12th street, Los 


The Viking Specialty Co., Worcester, Mass., has been in 
corporated to manutacture hardware and tools. The officials 
are W. R. Smith, Auburn, Mass., president; William E. Gifford, 
Worcester, treasurer; Frederick A. Nelson, Worcester, clerk 


Canadian Pulp Machinery & Engineering Co., Ltd., Toronto, 
Ont., Canada, $200,000, to manufacture machinery used in the 
manufacture of paper products. Incorporators: John A. Ryan, 
1464 King street Elmer E. Wallace, 205 Jarvis street, and John 
J. Addy. 

The Gill Ring Co., 
corporated to engage in thx 
machinery 


Piston Hartford, Conn., has been in 
MmManutacture Of piston rings and 


The incorporators are L Robinson, 45 Forest 


street; Francis W. Cole, 28 Atwood street, and F. E. Jones, 
11 Central Row 

The Nash Engineering Co., South Norwalk, Conn., $500,000, 
to manufacture engines, machinery and parts. Incorporators: 
H. G. Liese, 1259 Lincoln Place, Brooklyn, N. Y.; E. Kraychie, 
326 Lincoln street, Astoria, L. I... and Arthur Rothstein, 120 
Broadway, New York City 

Mercedes Water, Light & Power Co., Mercedes, Texas, 


$100,000, by A. J. Summers, E. B. Witmer and ¢ 
\dvanced Engine Co., San Francisco, Calif... 

porated to manufacture engines 

EK. G. Gould and W. W. Wergan 
McKenney & Waterbury Co., Boston, Mass., 

ufacture electrical equipment and appliances 

succeed the 


B. Witmer 
has been incor 
Incorporators . H, Beecher, 
$400,000, to man- 
The company will 
rganization of the same name, operating for over 


thirty years with headquarters at 181 Franklin street. Incor- 
porators Wilham A. McKenney, Brookline, Mass \lfred 
J. Paine, Winthrop, Mass., and Stanley M. Bolster, Newton, 
Mass 
GENERAL NEWS. 

Moore Tool & Machine Co., Newark, Ohio, has changed 
its name to the Tool & Machine Products Co 

The Combustion Economy Corporation, Chicago, has 


changed its name to Grindle Fuel Equipment Co. 

The offices of the Standard Sanitary Manufacturing Co., in 
\tlanta, Ga., are now located at 217 Healey Building 

The Skinner Chuck Co., New Britain, Conn., has established 
an office and salesroom at 552 West Washington street, 
Chicago. 

Saltser & Weinsier, New York City, dealers in plumbers’ 
supplies, have moved their Broadway store and office to 173- 
199 Cook street, Brooklyn, N. Y. 

Butterfield & Co., division of the Union Twist Drill Co., 
Derby Line, Vt., announces that it has a complete stock of 
its tools in New York at 62 Reade street. 

The Donald B. Howard Heater Co., Des Moines, Iowa, 
manufacturer of heating equipment, has changed its firm 
name to the Success Heater & Manufacturing Co. 

The Pittsburgh office of Joseph T. Ryerson & Son, Inc., 
has been closed and all business formerly handled at that 
point will be taken care of through the Buffalo office. 


The Boston office of Thomas Maddock’s Sons Co., Tren- 
ton, N. J., has been moved from 120 Tremont street to Room 
228, 6 Beacon street. Edmund Henry is in charge. 



































VOGEL Patented Frost-Proof Closets 


give satisfactory service, day in and day out, winter and summer 








The material used in the manufacture of VOGEL closets is the best to be obtained. 
The seats are exceptionally strong and durable, the operating levers are of mal- 
leable iron galvanized and will not break, the valve bodies are of good quality brass, 


and the entire fixtures are tested under hydraulic pressure before leaving our 
factory. 





VOGEL PATENTED FROST-PROOF CLOSETS have stood the test of zero 
weather and many thousands have been in use for years without requiring repairs. 
When repairs become necessary, merely remove one valve cap in back of the 
bowl and the rod with operating parts may be 
removed in an instant. 





The VOGEL is the simplest and most durable frost- 


proof water closet made. The price is right. 


SOLD BY ALL JOBBERS 


@ J0s.A. VOGEL COMPANY 


Wilmington, Delaware 




















MOUNT VERNON 


THE THREE IN ONE BELT 
Efficient—Durable—Dependable 





TRADE 
WARK 
REG. 


U.S. 
PATENT 
OFFICE 





Mount Vernon is made on honor—sold on its merit—and is absolutely a first quality stitched Canvas Belt 


Made for the Trade only Mount Vernon Belting Co. Baltimore, Md. 
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The Worcester Stamped Metal Co., 9 Hunt street, Wor- 
cester, Mass., has opened a branch office in the Bailey Build- 
ing, Chestnut street, Philadelphia, Pa., in charge of H. L. 
Hess. 

Stewart Manufacturing Corporation, Chicago, manufacturer 
of die-molded castings and bronze-back bearings, has estab- 
lished an office at Cleveland at 419 Prospect avenue, in charge 


of E. P. Grismer. 
Conveyors’ Corporation of America, formerly the Ameri- 
can Steam Conveyor Corporation, Chicago, announces that 


the Power Equipment Co., 131 State street, Boston, has been 
appointed its New England representative. 

The Gardner Machine Co., Beloit, Wis., has discontinued 
its Chicago branch office, and has appointed the Federal 
Machinery Sales Co., 12 North Jefferson street, Chicago, to 
act as its agent for disk grinding and polishing machines. 

The Homman Specialty Co., ventilating valves, has moved 
its New York headquarters to Waterbury, Conn. The com- 
pany has a large research laboratory at the plant of the 
Scovill Manufacturing Co., Waterbury, where all its products 
are made 

Federal Equipment & Supply Co., 110 West 40th. street, 
New York City, has changed its name to M. M. Halpern, Inc 

Moore Drop Forge Co., Springheld, Mass., has opened a 


Detroit branch office at 133 Brighton avenue, in charge of 
Norman C. Wolfe 
The business of the Cleveland Machinery & Supply Co., 


Cleveland, which failed early in January, was bought in and 
reorganized by the purchasers in the new name of Cleveland 
Machinery Co The business will be continued the 
same line as the old concern 
The Smith Co. 
and designing office at 1 Union Square, 
the i 


along 


opened an 
New York City, for 
conducting of a reliable mechanical engineering and con 


Eneineering has eneimeecring 


tracting service It will design and build automatic 
machinery, dies, gages and tools. 

The Wholesale Equipment & Supply Co., Martin Building, 
Pittsburgh, mill, foundry, railroad, mine equipment and 
supplies, has been reorganized and hereafter will be carried 


under the name of the Sterrett-Riethmiller Co. D. R. Sterrett 
is president, and LaVerne W. Riethmiller, vice-president 

Commercial Steel & Supply Co., Sincere Building, Cleve 
land, is adding to its present business as a dealer in 
and steel scrap, the handling of twist drills, die heads, taps 
and chucks. The small tool department is in charge of L. Kk 
formerly with the Warner & Swasey Co., Cleveland 

John C. Brill Co., New Orleans, La., has been appointed 
district sales representative for the Inland Steel Co., Chicago 

Manning, Maxwell & Moore, Inc., New York City, has 
taken over the merchandise and good will of Patterson, Gott 
fried & Hunter, 211 Center street, New York City. Patterson, 
Gottfried & Hunter will liquidate May ] 


iron 


Goss, 


The Forty Wayne Engineering & Manutacturing Co., Fort 
Wayne, Ind : has opened offices at 25 Warren street, New 
York City, in charge of George R. Bennett, formerly witl 
the Rider-Ericson Engine Co. A. W. Cubby, who was also 
connected with the Rider-Ericson Engine Co., will be associ 


ated with Mr 


Bennett 


CLASSIFIED ADVERTISEMENTS 


Classified Line Advertisements under heads of Wanted, For Sale, etc. 
will be published in this Department at a rate of 25 cents a line, each 





insertion. Count nine words to a line. 
SALESMEN WANTED. 
WANTED—Salesman to sell a high grade steam specialty 
on commission basis We have a very attractive proposition to 


salesmen who visit the power plants 
tory you are working and line handled 
MILL SUPPLIES, 537 S. Dearborn St., 
WANTED—An experienced salesman to travel extensively 
to promote the use and sale of well known lines of steel belt 
fasteners and safety screws. Individual preferred who has 
had practical experience in using such devices Write, stating 
age, education, experience and salary desired. Address No. 674, 
Care MILL SUPPLIES, 537 S. Dearborn St., Chicago 
WANTED 


gauges on commission. 


Write, stating what terri 
Address No & 


Chicago. 


672, Care 


set 


Salesmen to sell a line of high grade valves and 
Territory open: Ohio, Kentucky 
Illinois, Wisconsin, Minnesota, Iowa, Missouri, Kansas, Cali 
fornia, Washington and Colorado References required 
Address No. 671, Care MILL SUPPLIES, 537 S. Dearborn St.. 
Chicago. 


steam 











MULL QUPPILUES 


WANTED-—Specialty salesman along mechanical lines 
with acquaintance among master mechanics, mechanical engi- 
neers, production managers, works and factory managers 
and superintendents to represent manufacturer salvaging old 
leather belt. Knowledge of belting helpful but not essential 
Solely an efficiency proposition. Very liberal commission 
Exclusive territory. Address No. 675, care MILL SUP- 
PLIES, 537 S. Dearborn St., Chicago. 


MANAGER WANTED. 


WANTED-—Services of a live, energetic man to manage 
mill supply business in a large growing city of New Jersey. 
Address No. 673, Care MILL SUPPLIES, 537 S. Dearborn St., 
Chicago. 


SITUATIONS WANTED. 


WANTED—By capable salesman meritorious articles to 
sel]. Commission or purchase. Lester Morse, North Hyd« 
Park avenue, Scranton, la » ; 

‘TRANSMISSION ENGINEER — Mechanical engineer 
Technical education—Ten years’ experience ‘in power trans- 
mission machinery, mill and factory layouts, elevating and con- 
657, Care MILL. SUPPLIES, 537 S. Dearborn, St., Chicago 


SEWAGE DISPOSAL SYSTEM. 


without 
pewade 


Sewage disposal outside sewer district. With or 
water works. Use Russell Systems Address Russell 
Disposal Co., Burlington, Iowa 








conde 


McCAULEY BELTING COMPANY 


LEATHER BELTING 


412-420 ORLEANS STREET, CHICAGO, ILL. 


J.R.G. 
VALVES 


are 
responsible 
valves 








They 


and 


give service 





satisfaction. 


Jenkins or cone discs. 
Valves have full area. 
Can be packed under pressure. 


Half round seats prevent lodgment of 
sediment. 
Pressures: 
150 Ib., 200 1b. 250 Ib., 300 Ib., = 400 Ib 


Globe—Angle—Cross—Checks 


Send us your inquiries. 


Standard Valve & Supply Co. 


Walsh Bldg. Akron, Ohio 





























































Air Cocks 
Air Valves 
Cylinder Cocks 






Write 
for 
Catalog 


The 
STERLING & SKINNER MEG. Co. 


DETROIT, MICH. 





Our Line is the recognized standard on 


Gauge Cocks 
Water Gauges 
Priming Cocks 


















A Square Deal 
want your 


\ ' TE I é 
valve trade, but we 


realize that you must 
first find out that we “make 
good.” 

Back of the Williams 
line there is not only an 
experience of twenty-six 
long years in making and 
selling valves, but there is 
a conscience. We don’t 
know how to make and 
we don’t want to make anything but good 
valve es. 





Time and severe service have demonstrated 
that Williams Valves are good and that they satisfac- 
torily meet the requirements of mo dern engineering 
practice, 


Now, we believe that we know how to do 
business so it will be profitable to you. At least 
we are trying. 


Our policy is, first to make a good product; 
then advertise it, create a demand and depend upon 
you entirely to supply it. 

We do not ask for a contract of a year’s 
specifications. You may have the option of buying 
as large a quantity as you want—so long as you 
supply and keep up with the demand. 

Our extensive advertising campaign has 
brought about such an increased demand for Wil 
liams Valves that we are looking for live dealers to 
supply the trade. 

If this strikes you as 
suppose you wr as 


you a SQUARE. DEAL. 


The D.T. Williams Valve Company 
CINCINNATI, OHIO 


a fair proposition, 
we are determined to give 




























FIDELITY 








Journal Box Packing 














. 


DEL, 


fi ATS 
TRADE MARK 


. SM iagyw™ 


Gus Patent ofFice 


THE J. MILTON HAGY WASTE WORKS — Philadelphia 


FIFTY-ONE YEARS of sincere effort to furnish 


the highest quality of material and service to 
the mill supply house 





CLEANING AND POLISHING TEXTILES 


Prepared Wool and Grease 
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please mention Mitt Supp ties. 

















Classified List of the Products of Advertisers 


*Member American Supply & Machinery Manufacturers’ Association. 
For Location of Advertisements see Alphabetical Index to Advertisers. 


READY REFERENCE FOR BUYERS 


ACCESSORLES, AUTOMOBILE 
Detroit Brass & Malleable Works, 
*Empire Tire & Rubber Corp 
*The Lunkenheimer Co. 
General Asbestos & Rubber Co. 
*The Wm. Powell Co 
APRONS, LEATHER 
Belting Co 
Rawhide Mfg. Co. 
ARBORS 


Drill Co 


*Chicago 
*Chicago 


Twist 
ASBESTOS MATERIALS 
Asbestos & Rubber Co. 
BABBITT METALS 
*Dodge Sales & Engineering Co. 
*W. A. Jones Foundry & Machine Co 
*Medart Patent Pulley Co 
BARRELS, STEEL SHIPPING 
Scaife & 
BARRELS, TUMBLING 
*Royersford Foundry & Machine Co 
BARS, MERCHANT 
Sheet & Tube Co 
BRONZE 


*Detroit 


*General 


Wm. B 


Sons Co 





*T he Youngstown 


BEARINGS, 


*Sherwood Manufacturing Co. 
BEARINGS, ROLLER 
*’The Reeves'’—Reeves Pulley Co. 


*Royersford Foundry & Machine Co 


BEARINGS, SHAFT 
*Bond Foundry & Machine Co 
*Dodge Sales & Engineering Co 
*The Hill Clutch Co 
*W. A. Jones Foundry & Machine 
*Medart Patent Pulley Co 
*Royersford Foundry & Machine Co 
*Valley Iron Works 
BELT DRESSING 
*Alexander Brothers 
“DurapuF'—American Agramid 
°*Beltex'’—Chicago Belting Co 
*Chicago Rawhide Mfg. Co 
*"Fase-On'’—Mount Vernon 
Gandy Belting Co., The 
*Chas. A. Schieren Co. 
BELT FASTENERS 
Lacing Co 
BELT LACINGS, 
*Alexander Brothers 
*Chicago Belting Co 
*Chicago Rawhide Mfg. Co 
*"Cocheco” I. B. Williams & Sons 
BELT LACINGS, METALLIC 
*Flexible Steel Lacing Co. 


BELT TIGHTENERS 
*Dodge Sales & Engineering Co. 
*The Hill Clutch Co 
*W. A. Jones Foundry & 
*Medart Patent Pulley Co 
*George W. Pyott Co 
*Valley Iron Works 


° 


Corp. 


Belting Co. 


*Flexible Steel 


LEATHER 


Machine Co 


*T. B. Wood's Sons (« 
BELTING, BALATA 
*Victor Balata & Textile Belting Co 
BELTING, CANVAS STITCHED 


Carton Belting Co 
*Empire Tire & Rubber Corp 





“Gandy The Gandy Belting Co 
*Hettrick Mfg. Cc The 
*Mount Vernon Belting Co 


*Victor Balata & Textile 
BELTING, CONVEYOR 

*Empire Tire & Rubber Corp 

Gandy Belting Co 

*Hettrick Mfg. Co., The 

*Mount Vernon Belting Co 

New York Belting & Packing Co 

*"*Stanley’ Stanley Belting Corp 

*Victor Balata & Textile Belting Co. 


Belting Co. 





BELTING, COTTON, SOLID WOVEN 
*"*Burmaline,” ‘‘Alfalfa’’—Burrell Belting Co, 
*Stanley”’ Belting Corp. 

*Victor Balata & Textile Belting Co 
BELTING, LEATHER 

*Alexander Bros 

*Chicago Belting Co. 





Stanley 


*Chicago Rawhide Mfg. Co 
McLeod 


Leather and Belting Co 














*Chas. A. Schieren Co. 
***Shield’’—McCauley Belting Co 
“Sterling’’—Chas. Bond & Co., Philadelphia 
*I. B. Williams & Sons. 


BELTING, LINK 
H. W. Caldwell & Son Co. 
Howe, Chain Company. 
*The Jeffrey Mfg. Co. 
*Chas. A, Schieren Co. 
BELTING, ROUND 
*Alexander Brothers. 
*Chicago Belting Co 
*CThicago Rawhide Mfg. Co 
*New York Leather Belting Co 


BRASS GOODs, STEAM 
*American Injector Co. 
Crane Co. 
Detroit Brass & Malleable Works. 
*The Lunkenheimer Co. 
*McRae & Roberts Co. 
*Sherwood Manufacturing Co 
*The Wm. Powell Co. 
*Sterling & Skinner Mfg. Co. 
*The D. T. Williams Valve Co 


BRONZE BUSHINGS AND BARS 
*Sherwood Manufacturing Co. 


BROOMS, FACTORY, WAREHOUSE AND 


pi. a 4 RAILROAD 
Chas, A. Schieren Co. Th , ph I . 
*T. B Ww llig s So F t Joseph say Co. 
illiams & Sons *Indianapolis Brush & Broom Mfg. Co. 


BELTING, RUBBER 
Buckeye Rubber Products Co., The. 
*Empire Tire & Rubber Corp 
*New York Belting & Packing Co. 

BELTING, THRESHER 
*Empire Tire & Rubber 
Gandy Belting Co 
*Hettrick Mfg. Co., The 
*Mount Vernon Belting Co 


*The Osborn Mfg. Co 


BRUSHES, BENCH, FLOOR, ETC, 
*Indianapolis Brush & 
The Joseph Lay Co 
Osborn Mfg. Co 
BRUSHES, FLUE AND HEATER 
*The Osborn Mfg. Co. 


BUCKETS, ELEVATOR 


Broom Co. 


Corp 


*New York Belting & Packing Co. 
*l. B. Williams & Son W. H. Caldwell & Son Co 
*Victor Balata & Textile Belting Co Howe Chain Company. 
: : r *The Jeffrey Mfg. Co 
BELTING, TWISTED *W. A. Jones Fdy, & Machine Co 


*Alexander Brothers ‘Salem’’—Mullins Body Corporation 
*Chicago Rawhide Mfg. Co BUILDERS’ HARDWARE 
BELTING, WATERPROOF Peck, Stow & Wilcox Co. 


*Alexander Dreadnaught—Alexander Bros 
*Chicago Belting Co 

*Chicago Rawhide Mfg. Co 

*Hettrick Mfg. Co., The 
***Marine’’—McCauley Belting Co. 

*Chas. A. Schieren Co 

*I. B. Williams & Sons 

*Victor Balata & Textile Belting Co 


BELTS, WELL DRILLING 
*Empire Tire & 
*Victor Balata 
*Hettrick Mfg. 


BUSHINGS, PULLEY 
Arguto Oilless Bearing Co 
Christian Flierl Co., Inc 
CAR-MOVERS 
Moving Co. 
CASING, WELL 
Tube Co 
CASTINGS, GRAY AND MALLEABLE 


Detroit Brass & Malleable Works, 
Illinois Malleable Iron Co. 

*The Jeffrey Mfg. Co 

*Sherwood Manufacturing Co 


*Appleton Car 


Nat é 
Rubber Corp. ——- 
& Textile Belting Co 
Co., The 

BENCH LEGS 
Pressed Steel Co, 


BITS, AUGER 





*Standard 


CATALOGS, SUPPLY HOUSE 


Pexto The Peck, Stow & Wilcox Co Wynkoop Hollenbeck Crawford Co 
BITS, EXPANSIVE : 
‘Pexto’—The Peck, Stow & Wilcox Co CEMENT, LEATHER BELT 
*Alexander Brothers, 
BLOCKS, CHAIN *Chicago Belting Co 
*Wricht fe. Co *Chicago Rawhide Mfg. Co 
ree & el ‘Mte Co *Cocheco—I, B. Williams & Sons 


*Chas, A. Schieren Co. 


CHAIN BELTS 
Caldwell & Son Co. 
Howe Chain Company, 
*The Jeffrey Mfg. Co 
°*W. A. Jones Foundry & Machine Co 
CHAIN, COIL, CONVEYOR, DREDGE, LOAD- 
ING, LOGGING, ETC, 
Howe Chain Company 
*The Jeffrey Mfg. Co 


CHEMICALS AND CHEMICAL 


BLOCKS, PILLOW 

*Bond Foundry & Machine Co. H. W 
*Cl ugo Pulley & Shafting Co 
y9dge Sales & Engineering Co. 
*Jeffrey Mfg. Co., The 

’., A. Jones Foundry & Machine Co 
rt Patent Pulley Co 
s Carlyle Johnson Machine Co 
rsford Foundry & Machine Co. 
s ndard Pressed Steel Co 
*Valley Iron Works 






SPECIALTIES 





BLOWERS, FLUE FOR MILLS AND INDUSTRIAL PLANTS 
*Sherwood Manufacturing Co. American Agramid Corp 
BOARD, FRICTION CHISELS, CARPENTERS’ 


W. O. Davey & Sons 
BOILER, RANGE, 
W. B. Scaife & Sons Co 
BOLT CUTTERS 
Porter casy,”” “New Easy,” “Allen- HUCK 

ate ; w Easy.” “Alon CHUCKS, LATHE 
*Skinner Chuck Company 
*“Sweetland’’—The Hoggson & Pettis 

CLAMPS, BELT 


Wood's Sons Co. 


CLAMPS, ‘‘C” 


‘Pexto’’—The Peck, Stowe & Wilcox Co 


CHUCKS, DRILL 
Twist Drill Co 
Chuck Company 


GALVANIZED 
*Detroit 
*Skinner 
*H. K. 
Randall 
BOLTS, CONNECTING ROD 
*Ferry Cap and Set Screw Co 
BOLTS, EYE 
ilams & Cc 
BOLTS, KING 
*Ferry Cap and Set Screw Co Machinists’ and Toolmakers’ 
senens — - “Armstrong Bros, Tool Co, 
BOLTS, NUTS AND SCREWS Ppa Ar ri7) , 
*TPhe National Acme Company, *“Vulcan J. H. Williams & Co. 
*Standard Pressed Steel Co CLIPPERS, BOLT 
BOLTS, SPRING *H. K. Porter. 
Cap and Set Screw Co. . \E , X ay 
‘ CLOCKS, WATCHMAN’S PORTABLE 
BRACES, BIT Hardinge Brothers, Inc. 
“‘Pexto’"—Tne Peck, Stow & Wilcox Co CLOSETS, FROST PROOF 
BRACKETS, ELECTRICAL CONSTRUCTION A. Vogel Co. 4 
Illinois Mallieable Iron Co CLUTCHES, FRICTION 
a. Pan fal ¥ - — 
BRACKETS, WALL H. W. Caldwell & Sons Co. 
*Bond Foundry & Machine Co Chicago Pulley & Shafting Co. 
*Medart Patent Pulley Co *Dodge Sales & Engineering Co. 
*Valley Iron Works Edgemont Machine Co., The 
BRAKE LINING *The Hill Clutch Co 
Asbestos & Rubber Co. *“Lemiey”—W. A. Jones Fdy. & Mach. Ce. 


Mfg. Co. 


°y. H. Wil TT. = 


*Ferry 





Jos 


*General 
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*Medagt Patent 
*The Moore & White Co. 

*Geo. W. Pyott Co. 

*“The Reeves’’—Reeves Pulley Co. 
*Valley Iron Works. 


Pulley Co. COUNTERSHAIFTs, 


Birkle Machine Works. 
COUPLINGS, MOTOR 
Birkle Machine Works. 
COUPLINGS, SHAFT 
*Chicago Pulley & Shafting Co. 
*Dodge Sales & Engineering Co. 


SMALL 


*T. B. Wood's Sons Co. 
COCKS, AIR 
*American Injector Co. 


Crane Co *W. A. Jones Foundry & Machine Co. 
m , , Fite ‘The Hill Clutch Co 

Detroit Brass & Malleable Works. *Medart Patent Pulley Co 

*The Lunkenheimer Co. *Royersford Foundry & Machine Co. 

*McRae & Roberts Co. Safety First Mfg. Co. 

*The Wm. Powell Co. Smith & Serrell 

*The Sterling & Skinner Mfg. Co *Spiro—Bond Foundry & Machine Co. 


*Standard Pressed Steel Co, 
*T. B. Woods’ Sons Co. 
COUPLINGS, SHAFT, FLEXIBLE 


*W. A. Jones Foundry & Machine Co. 
Smith & Serrell. 


COUPLINGS, SHAFT, FRICTION CUT-OFF 


The Carlyle-Johnson Machine Co 


Williams Valve Co. 


COCKS, BALL 
*Detroit Lubricator Co. 
*McRae & Roberts Co. 
*The Sterling Skinner Mfg. Co. 


*The D. T. 


COCKS, CORPORATION 
Crane Co. 


‘ ae ‘The Hill Clutch Co. 
sahe Lunkenheimer Co. °w. A. Jones Foundry & Machine Co. 
The Wm. Powell Co. *Medart Patent Pulley Co, 
COCKS, GAUGE *Valley Iron Works. 

*American Injector Co. CRABS, HOISTING 
Crane Co. *The Yale & Towne Mfg. Co. 
*jJenkins Bros. . TES 
*The Lunkenheimer Co. - CRAN 
*“Ohio’"’—The Ohio Brass Co Armington Engineering Co. 
*The Wm. Powell Co. CRANKSHAFTS 
*Sherwood Manufacturing Company. e - x _“ 
*The D. T. Williams Valve Co. J. H. W PEN a Co. 

CUP LEATHERS 


COCKS, STEAM AND SERVICE 
Crane Co. - 
Detroit Brass & Malleable Works. 
*The Lunkenheimer Co. 
*McRae & Roberts Co. 
*The Wm. Powell Co 
*The D. T. Williams Valve Co. 


*Alexander Brothers. 
*Chicago Belting Co. 
*Chicago Rawhide Mfg. Co, 
CUPS, OIL AND GREASE 

*American Injector Co. 

3owen Products Corporation 

Crane Co. 
*Detroit Lubricator Co. 
*The Lunkenheimer Co. 
*The Wm. Powell Co. 
*Sherwood Manufacturing Company. 

Williams Valve Co. 


CUPs, PRIMING 

Bowen Products Corp. 
*The Lunkenheimer Co. 
CUTTERS, BOLT, 


COLLARS, SHAFT 


*Bond Foundry & Machine Co. 
Chicago Pulley & Shafting Co. 
*Dodge Sales & Engineering Co. ">. F 
T Hill Clutch Co 

*jJeffrey Mfg. Co., The 

*w. A. Jones Foundry & Machine Co. 
*Medart Patent Pulley Co. 
*Royersford Foundry & Machine Co. 
Safety First Mfg. Co. 


RIVET AND WIRE 


*Standard Pressed Steel Co. eke Te Porter. . — Pa 
*Valley Iron Works. CUTTERS, MILLING 
*T. B. Woods’ Sons Co. *Detroit Twist Drill Co. 





CUTTERS, PIPE 
*The Borden Company. 
*The Curtis & Curtis Co. 
*Toledo Pipe Threading Machine Co. 


CUTTERS, STORAGE BATTERY 
Porter. 
CUTTERS, TOOL HOLDER 
°*J. H. Williams & Co. 
CUTTING DIES FOR LEATHER, PAPER AND 
CLOTH 
*The Hoggson & Pettis Mfg. Co. 
CUTTING AND GRINDING OIL 
“Tuloyl’’—American Agramid Corp. 
CUTTING AND WELDING OUTFITS 
Oxweld Acetylene Company. 
CYLINDERS, WATER, AIR OR GAS 
National Tube Co. 
Wm. B. Scaife & Sons Co. 
CYLINDERs, WATER, BRASS AND BRASS 


Meyers & Bro. 
DIES, BOLT THREADING 
*The National Acme Company. 
DIES, PIPE THREADING 


*The Borden Company. 
*Toledo Pipe Threading Machine Co. 


DISINFECTANTS 
American Agramid Corp 
DOGS, LATHE 


*Armstrong Bros. Tool Co. 
*“Vulcan"’’—J. H. Williams & Co. 


DRILLING POSTS 
*Armstrong Bros. Tool Co. 
DRILLS, BIT STOCK, FOR WOOD OK METAL 
*Detroit Twist Drill Co. 
DRILLS, BREAST 
The Peck, Stow & Wilcox Co. 
DRILLS, ELECTRIC 


“. KX. 


P. & 


“Phenyle” 


*“*Pexto” 


*U. S. Electrical Tool Co. 
DRILLS, POST 
*The Crescent Machine Co. 
DRILLS, RATCHET 


*The Armstrong Bros. Tool Co. 
“Pexto’’—The Peck, Stow & Wilcox Co 
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JONULIL QUPPLIES LES 











represents a product of superior quality in sizes 
and designs for every purpose, weight and thick- 
ness for every pressure, and sixty-two centers of 
distribution throughout the country which facili- 
tate the selection of reliable material for the small 
or large building with equal assurance of perma- 
nent satisfaction. 














SALES OFFICES. WAREHOUSES AND SHOWROOMS: WORKS: CHICAGO AND BRIDGEPORT 
BOSTON ATLANTIC CITY MOBILE CINCINNATI ST. PAUL SEATTLE 
SPRINGFIELD NEWARK MEMPHIS INDIANAPOLIS MINNEAPOLIS TACOMA 
HARTFORD CAMDEN LITTLE ROCK FOUNDED BY R. T. CRANE, 1866 DETROIT WINONA PORT LAND 
BRIDGEPORT BALT IMORE MUSKOGEE . CHICAGO DULUTH POCATELLO 
ROCHESTER WASH INGTON ROCKFORD 

NEW YORK SYRACUSE TULSA CRAN E CO. OSHKOSH FARGO SALT LAKE CITY 
HARLEM BUFFALO OKLAHOMA CITY 836 S. MICHIGAN AVE GRAND RAPIDS WATERTOWN OGDEN 
BROOKLYN SAVANNAH WICHITA ‘ ‘ DAVENPORT ABERDEEN SACRAMENTO 
ALBANY ATLANTA sT. Louis CHICAGO DES MOINES GREAT FALLS OAKLAND 
PHILADELPHIA KNOXVILLE KANSAS CITY OMAHA BILLINGS SAN FRANCISCO 
READING BIRMINGHAM TERRE HAUTE SIOUX CITY SPOKANE LOS ANGELES 


CRANE MONTREAL, TORONTO. VANCOUVER. WINNIPEG. LONDON. ENG 
LIMITED SYDNEY. N.S. W.. QUEBEC. HALIFAX. OTTAWA. REGINA, CALGARY 


We are manufacturers of about 20,000 articles, including valves, pipe fittings and steam specialties, made of brass, iron, ferrosteel 
cast steel and forged steel, in all sizes, for all pressures and all purposes, and are distributors of pipe, heating and plumbing materials 
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DRILLS, TWIST, CARBON AND HIGH SPEED 
*Detroit Twist Drill Co. 
*Whitman & Barnes Mfg. Co. 


DRILLS, ng IRE GAGE 
*Detroit Twist Drill ¢ 


DROP F ORGINGS 


*J. H. Williams & Co. 
DRUMS, CAST IRON 
*W. A. Jones Foundry & Machine Co. 


*Medart Patent Pulley Co 
DRUMS, STEEL RIM 
*Medart Patent Pulley Co. 
EJECTORS 
*American Injector, Co. 
*Sherw ood, Manufacturing Company 
ELECTRIC LANTERNS 
Federal Electric Co. 
ELECTRICAL 
Federal Electric Co 
ELIMINATORS, OIL 
*The D. T. Williams Valve Co. 
ENGINE AND BOILER FITTINGS 
°*Ameri can Injector Co 
4 crane Co 


“Gunther Governor’’—Wright Machine Co 


*The Lunkenheimer Co. 
*McRae & Roberts Co 

*The Wm. Powell Co 
*Sherwood Manufacturing Co 
*D. T. Williams Valve Co. 


ENGINES, HOISTING 
Fitler & Todd Co 
FASTENERS, BELT 


Steel I 


Somers, 
*Flexible zacing Co 
FEED WATER SOFTENER 


*Dodge 
Wm. B 


Sales & Engineering Co 
Scaife & Sons Co 
FILES 
*Delta File Works. 
*Nicholson File Company 


FILTERS, WATER 


Wm. B. Scaife & Sons Co. 
FITTINGS, GAS FIXTURE 
Detroit Brass & Malleable Works. 


FITTINGS, 
Crane Co. 
Detroit Brass & Malleable 
Illinois Malleat Iron Co. 


PIPE, MALLEABLE 


Works 


SOCKETS AND BUSHINGS 


AND PURIFIER 


ULL, QUPPLIES 











FITTINGS, WIRE ROPE ow. 


*Medart 
Pyott Geo. W., Co 


*J. H. Williams & Co. 
FLOOR STANDS 
*Dodge Sales & on ering Co. 


*The Hill Clutch ¢ 
“Ww 


*Medart Patent Pulley Co. 


A. Jones Wourdry & Machine Co 


*Chicago Rawhide Mfg. 
*W. A. Jones 


Patent a Co. 


Co. 





A. Jones Foundry & Machine Ce, 


GEARS, RAWHIDE 


Foundry & Machine Co. 


GOVERNORS, ENGINE 


*T. B. Wood’s Sons Co. 
eValley ion Worke. ~ ‘Gunther’’"—The Wright Machine Co. 
baht 0S e ’ ;0VERNORS—PUMP 
FLY WHEELS, CAST IRON *"T) Jefftr agg or 
*Dodge Sales & Engineering Co. eee eee 
Th — gg Co GRATES, BOILER 
The Jeffrey Mfg. Co. , i Paceitaies 
V. A. Jones Foundry and Machine Co. *Valley Iron Works. 
= Me dart Patent Pulley Co GREASE, LUBRICATING 
T. B. Wood's Sons Co Adam Cook's Sons. 


FRAMES, WALL 
& Machine Co, 
*Dodge Sales & engineering C 


*Bond Foundry 


*Medart Patent Pulley Co. 


PA so nyaic ag nd en GRINDERS, TOOLS, ROLLER BEARING 
Valley Iron Works. : 
*Chicago Pulley & Shafting Co. 
. FRICTION CLUTCHES GUARDS, ELECTRIC LAMP 
(See “Clutches, Friction’’) *Flexible Steel Lacing Co. 
FUSES GUNS, OIL AND GREASE 
Federal Electric Co. *Royersford Foundry & Machine Co 
GAGES me HACK SAWS AND FRAMES 
— The L. S. Starrett Co. 
rhe L. S. Starrett Co. 


*Royersford 
GRINDERS, 


°o *U. = 


Foundry & Machine Co. 


ELECTRIC 


Electrical Tool Co. 


HAMMERS, HAND 
GAGES, CALIPER ““‘Pexto’’—The Peck, Stow & Wilcox Co. 
*“Vulcan’—J. H. Williams & Co. The Warren Tool & Forge Co. 


GAGES, WATER 


HANDLES, CRANK, BALANCE AND 


* . MACHINE 

Amer ican Injector Co. *J. H. Williams & Co. 

Crane Co, aye - 

Detroit Brass & Malleable Works HANGERS, PIPE 
*Detroit Lubricator Co. “Ball Joint’—The Penn Engineering Co 
aes a tee ee HANGERS, SHAFT 
*McRae & Roberts Co : 

*The Ohio eee Co. : *Bond Foundry & Machine Co. 
*The Penn Engineering Co *Chicago Pulley & Shafting Co. 
*The Wm. Powell Co *Dodge Sales & Engineering Co. 
& cL : > *The Hill Clutch Co 
*Ste yr + Sk > } ( "1 i 
ee *The Jeffrey Mfg. Co. 
GASKETS *W. A. Jones Foundry & Machine Co. 


Flexitallic Gasket Co. 


*General 


Asbestos & Rubber C 


*Medart Patent Pu 


o. *Royersford Foundry & 





lley Co. 
Machine 


*Jenkins Bros, andard Pressed Steel Co. 

*New York Belting & Packing Co Valley Iron Works. _ 
GEARS B. Wood’s Sons Co, 

H. W. Caldwell & Son Co. HATCHETS 


*Dodge Sales & Engineering (¢ 


so ‘*Pexto”’ 


The Peck, St 


ow & Wil 


Co 


cox Co. 











BULL DOG 
Coupling 








The beauty about 


simplicity. 


this coupling is its 


No bolts and nuts with their danger- 


ous projecting ends. 
No keys and key-ways which cost 
time and money 


Install it with your bare hands. 

With the sight-hole at top, slip it over 
one end of the shaft. 

Insert the end of other shaft until the 
two meet at the sight-hole. 


—then turn on your power. That's 
all Time, 5 minutes. How does it 
work? 


Simply two sets of rollers in eccentric 
chambers Nothing to lose, break or 
get out of order. 

Try the Bull Dog Coupling or Collar 
at our RISK. 





EDGEMONT 
FRICTION 
CLUTCH 


Co-operation for 
“Edgemont” Dealers 


Extended 
Sleeve Plate 
o Type ¢ ” 






Our engineering department is at your service at all times to 


advise on the proper clutch installation. 
most helpful, 
them for advice. 


The successful 


operation of Edgemont clutches 


Our dealers find this 
as many unusual clutch problems are submitted to 


is assured 








when the proper size and type of clutch is selected. By advising 
our engineering department of conditions, the proper clutch is 
supplied, fully able to handle the drive. 
breeds good will and confidence between ‘‘Edgemont”’ dealers 


This technical service 


SAFETY FIRST MANUFACTURING CO. 
ALEXANDRIA, VA. 








and their customers. 


Write for the Edgemont 
Dealer Proposstion. 


EDGEMONT MACHINE CO., INC. 


DAYTON, 





OHIO 
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MULL QUPPLUES 


















STANDARD 
U.S. S. & S. A. B..€ap 


Screws 
U. S. S. Set Screws 
S. A. E. Plain and 
Castellated Nuts 


Standard Studs 


THE NATIONAL ACME 
COMPANY 


CLEVELAND OHIO 


7PECIAL 


Screw Machine Product 
up to 4” diameter, to 


NEW YORK . BOSTON ~ CHICAGO eabesifeations |” 
DETROIT ~» BUFFALO Product to specifications 











WINDSOR VT.» MONTREAL PQ 
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AALIAMS 
oe. * 


Ss « 20 
THE waencn 6h 


WILLIAMS’ “SILENT SALESMAN” 
WRENCH BOARDS 


Here is a picture of one of the best salesmen in the busi 
ness; good looking, quiet, unobstrusive, but always pre 
pared to show goods, constantly exhibiting the whole 
range of 44 sizes of Williams’ Superior Drop-forged 
\WWrenches,—6 each of 41 sizes, 2 each of remainder. 


This is Silent Satesman “L,” with an enviable record 
for selling quantities of wrenches at practically no ex 
pense to the dealer: adds to your salesforce, but not to 
your payroll. 
{sk for “Silent Salesman” booklet 
DROP-FORGINGS 


often cheaper than castings 
—always far superior— 


J. H. WILLIAMS & CO. 
“The Wrench People” 


BROOKLYN BUFFALO CHICAGO 
42 Richards St. 42 Vulcan St. 1042 W. 120th St. 


St. Catharines, Ont., Canada 
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HOISTS, TROLLEY 
Armington Engineering Co. 


HOISTS, CHAIN 
Armington Engineering Co. 
*Wright Mfg. Co. 
*The Yale & Towne Mfg. Co. 
HOISTS, ELECTRIC 
*The Jeffrey Mfg. Co. 
HOLDERS, TOOL 
*Armstrong Bros. Tool Co. 
*J. H. Williams & Co. 
HOOKS, BELT 
*Flexible Steel Lacing Co 
HOOKS, HOIST 
*'Vulcan J. H. Williams & Co 


MULL, QUPPLIES 


*The Wm. Powell Co. 


INSTRUMENTS OF PRECISION 
The L. S. Starrett Co. 


LACE LEATHER 
*Chicago Belting Co. 
*Chicago Rawhide Mfg. Co. 
*New York Leather Belting Co. 
*Chas, A. Schieren Co. 
*I. B. Williams & Sons. 





LACING, BELT, METALLIC 
*Flexible Steel Lacing Co. 


LAMP GUARDS FOR INCANDESCENT 


LAMPS 
*Flexible Steel Lacing Co. 
LEATHER BELTING 
(See ‘Belting, Leather.’’) 


HOSE, AUTOMOBILE AND GARAGE 


*Empire Tire & Rubber Corp 
*New York Belting & Packing Co. 
HOSE, COTTON 
*Empire Tire & Rubber Corp. 
*New York Belting & Packing Co. 
HOSE, FIRE 
*Empire Tire & Rubber Corp. 
*New York Belting & Packing Co. 
HOSE, RUBBER 
Buckeye Rubber Products Co., The. 
*Empire Tire & Rubber Corp. 
*New York Belting & Packing Co. 
HOSE, STEAM 
*Empire Tire & Rubber Corp. 
*New York Belting & Packing Co. 
HYDRAULIO LEATHER 
*Alexander Brothers 
*Chicago Rawhide Mfg. Co. 
*Chas. A. Schieren Co. 
IDLERS, BELT CONVEYOR 
*jJeffrey Mfg. Co., The. 
INJECTORS 
*American Injector Co. 
*The Lunkenheimer Co. 
*Sherwood Manufacturing Company. 


LEATHER SPECIALTIES 
*Alexander Brothers. 
*Chicago Belting Co. 
*Chicago Rawhide Mfg. Co. 
LEATHERS, HAND 
*Chicago Belting Co. 
*Chicago Rawhide Mfg. Co. 
LEGS, BENCH 
*Standard Pressed Steel Co. 











*The Yale & Towne Mfg. Co. 


MACHINERY CONVEYING AND ELEVATING 
H. H. Caldwell & Son Co. 
*Dodge Sales Engineering Co. 
“The Hill Clutch Co. 
Howe Chain Company. 
*The Jeffrey Mfg. Co. 
*w. A. Jones Foundry & Machine Coe. 
MACHINES, GRINDING AND POLISHING 
*Royersford Foundry & Machine Co. 
MACHINES, PIPE CUTTING & 
THREADING 
*The Borden Company. 
*The Curtis & Curtis Co. 
*Toledo Pipe Threading Machine Co. 
MACHINES, PUNCHING AND SHEARING 
*Royersford Foundry & Machine Co. 
MACHINES, SHEET METAL WORKING 
Peck, Stow & Wilcox Co. 
MACHINERY, WOODWORKING 
*The Crescent Machine Co. 
Somers, Fitler & Todd Co. 
MALLETS AND HAMMERS, RAWHIDE 
*Chicago Rawhide Mfg. Co. 
MATS AND MATTING, RUBBER 
Buckeye Rubber Products Co., The. 


LUBRICANTS, BALL & ROLLER BEARING ¢Empire Tire & Rubber Corp. 


*Royersford Foundry & Machine Co. 


LUBRICATORS 
*American Injector Co. 
Bowen Products Co. 
*Detroit Lubricator Co. 
*The Lunkenheimer Co. 
*McRae & Roberts Co. 
*The Wm. Powell Co. 
*The D. T. Williams Valve Co. 


MACHINE TOOLS 
Somers, Fitler & Todd Co. 
MACHINERY CLUTCHES 


The Carlyle Johnson Machine Co. 


MACHINERY, COAL HANDLING 


*Dodge Sales & Engineering Co. 
*The Jeffrey Mfg. Co. 





*New York Belting & Packing Co. 
MERCHANDISE CONVEYORS 
F. E. Myers & Bro. 
METAL, BEARING 
*Dodge Sales & Engineering Co. 
*Medart Patent Pulley Co. 
*Reeves Pulley Co. 
MILLBOARD 
W. O. Davey & Sons. ‘ 
MILL LEATHERS, ALL KINDS 


Chas. Bond Co., Philadelphia. 
*Chicago Belting Co. 
*The Chicago Rawhide Mfg. Co. 
*Chas. A. Schieren Co. 

MILL SUPPLIES 
Somers Fitler & Todd Co. 




















A MARK 


Known and respected 
around the world 
— Since 1868 — 
for fair dealing 
a quality product 
and an 
unexcelled service 


DEALERS 






Will Find it Profitable to Handle 


ALBANY LUBRICANTS 


Albany Grease and other lubricants which the 
Company manufactures have been overcoming 


friction in engines, motors, pumps, compressors 
and line-shafts for many years. 


Their extreme quality and economy 
recommend them everywhere. 


708-10 Washington St., 
Established 1868 


Write for the Company’s proposition 


Adam Cook’s Sons 


New York 
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lo stock 
to sell 
fo use 


Three big reasons why you should carry 
Kester Acid-Core Wire Solder: 


Easy to stock because it stocks two items 
in one-—solder and flux. Does away with 
easily broken bottles. Cuts weighing and 
counting. 





To Sell More Chucks 
You Should 
Know Chucks Better 


Do you know the difference between a 
combination chuck, a universal chuck and 
an independent chuck? Do you know why 
each one is best suited for certain opera- 
tions? Do you know how a chuck should be 
cared for, so that it will give maximum 
service? 


Easy to sell because it is well advertised— 
also because it sells two items in one. 





Easy to use. Has its own flux in core in 
center. Does away with mussy, wasteful 
pots of flux. Cuts one operation in 
soldering—applving the flux. 


Kester 
Acid-Core 


Wire Solder 


is used by manufacturers, large and small, all 
over. It saves them money, material, and bothe1 























You mav know, and you may not, but—if 
you had a conveniently sized handbook, tell- 
ing of the different kinds of chucks and their 
uses, how to care for these chucks, how they 
should be used in operation, just what opera- 
tions each is best suited for,—wouldn't it be 
very useful to you? Wouldn't it help you to 
sell more chucks? 





AVAIAULUAUAULAUACRUNDSHDENURBUQUSQOSIONUAEQCUSNOONULONREOUODSSOEQUUONOOOSIORGSUSSQQGSEOEOUOQNSQUNEOOONCOOGEOAUOSOROOIOEOEOUGLI 








You can sell this solder quickly and easily to 





your trade because it is already more than half 
sold through advertising and its many 


t 


We believe such a book would help, and 
that is why we have published 


‘CHUCKS AND 
THEIR USES” 


It is our intention to distribute this booklet 
without charge to anybody who is interested CHICAGO SOLDER CO 
in chucks. We will supply dealers with 2 . 
these booklets, carrying their imprint, for 4215 Wrightwood Ave., Chicago 

distribution to their customers, and to super- 
intendents and works managers for distribu- 


VISCIS. 


Send the coupon today for free sample and see 
for vourself its many saving qualities. 


w~ 


You can stock Kester Acid-Core Wire Solder 
in handy one pound coils in cartons (like illus 
tration), also on one, five and ten pound spools. 


TUNANENGHUUO/ HY UESOONQONIKOUAQONESH00000HOHRQIBESSQHERUUGOGOIQNROCADSOQEGGGOGNSS0SSGGQHOQUEAPOOSOOOSSOHOQMOQUHASAEOOOOQURALOOSIENAERACGRRL UATE - 








Direct Factory Representatives: 


Touis J. Ziesel Co. The Faucette-Huston Co 
tion to the mechanics in their plants who . 7 St. Chattanooga, Tenn. 
would be benefited by such information. : a Sean, Cet. 

oo = 





























Write for mur free supply noz ( HICAGO SOLDER CoO., S * 
| ej ye free supply now 4215 Wrightwood Ave., Chicago. se — 
Gentlemen: Please send me a free sample of your KESTE 
ucay- dee ere aan tna ‘ niy ur KESTER 
THE SKINNER CHUCK COMPANY 
NEW BRITAIN,CONN U.S.A Namie 
Established 1887 sAdroRs . 

City State 
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MOTORS, AUTOMOBILE 
*Reeves Pulley Co. 


MOVERS, CAR 
*Aappleton Car-Mover Co. 


MULE STANDS 
*Bond Foundry & Machine Co. 
*Dodge Sales & Engineering Co. 
*W. A. Jones Foundry & Machine Co. 
*Medart Patent Pulley Co. 
Geo. W. Pyott Co 
*T. B. Woods’ Sons Co. 
*Valley Iron Works. 

NUTS AND SCREWS 

*The National Acme Co. 


OAKUM 
W. O. Davey & Sons. 


OIL WELL ACCESSORIES 
Powell Co. 


OILERS, PUMP 
“Cannon The Cannon Oiler Co. 


OILERS, LONG SPOUT, LINESHAFT 
“Cannon’’—The Cannon Oller Co. 


OILING DEVICES 
*American Injector Co. 
Bowen Products Corp 
Crane Co. 
*Sherwood Manufacturing Company. 
*The D. T. Williams Valve Co. 
*The Wm. Powell Co 


OLLS, SOLUBLE 
*Tuloy American Agramid Corp 
PACKING, AMMONTA 


*Empire Tire & Rubber Corp. 
*Hollow Center Packing Co. 
*New York Belting & Packing Co. 
PACKING, ASBESTOS 
*Empire Tire & Rubber Corp. 
*Hollow Center Packing Co. 
*Genera!l Asbestos & Rubber Co. 
PACKING, HYDRAULIC 
*Chicago Rawhide Mfg. Co. 
*Empire Tire & Rubber Corp. 
*General Asbestos & Rubber Co. 
*Hollow Center Packing Co 
*New York Belting & Packing Co. 


*The Wm 


MLL QUPPLIES 


PACKING LEATHIEKK 
*Alexander Bros. 
*Chicago Belting Co. 
*Chicago Rawhide Mfg. Co. 
*Chas, A. Schieren Co. 





PACKING, PISTON 
*Alexander Brothers. 
*Empire Titre & Rubber Corp. 
*General Asbestos & Rubber Co. 
*Hollow Center Packing Co. 


PACKING, RING 
*Empire Tire & Rubber Corp. 
*General Asbestos & Rubber Co. 
*Hollow Center Packing Co. 
*New York Belting & Packing Co. 


PACKING, ROD 
*Empire Tire & Rubber Corp. 
*General Asbestos & Rubber Co. 
*New York Belting & Packing Co. 


PACKING, RUBBER 
Buckeye Rubber Products Co., The 
*Empire Tire & Rubber Corp. 
*General Asbestos & Rubber Co. 
*Hollow Center Packing Co. 
*New York Belting & Packing Co. 


PACKING, SHEET 
*Empire Tire & Rubber Corp. 
*General Asbestos & Rubber Co. 
*Hollow Center Packing Co. 
*“Jenkins '96’’°—Jenkins Bros. 
*New York Belting & Packing Co. 


PACKING, VALVE STEM 


*Empire Tire & Rubber Corp. 
*General Asbestos & Rubber Co. 
*Hollow Center Packing Co. 

*Ncw York Belting & Packing Co. 


PEGS OR PINS, RAWHIDE 
*Chicago Rawhide Mfg. Co. 

PIPE THREADING TOOLS 
*The Borden Company. 
Crane Co. 
*The Curtis & Curtis Co. 
*Toledo Pipe Threading Machine Co. 

PIPE, STEEL 

National Tube Co. 
Crane Co. 
‘The Youngstown Sheet & Tube Co 





PIPE, WROUGHT IKON 
Crane Co, 
Somers, Fitler & Todd Co. 


PLATES, BASE 
*Bond Foundry & Machine Co. 
*Dodge Saies & Engineering Co. 
*Valley lron Works. 


PLATES, FLOOR AND CEILING 
Crane Co. 
The Penn Engineering Co. 


PLIERS 
The Peck, Stow & Wilcox Co, 


PLUGS, BRASS AND FUSIBLE 
*American Injector Co. 
*The Wm. Powell Co. 
*Sherwood Manufacturing Company. 
*The D. T. Williams Valve Co. 


POLES, TUBULAR STEEL 
National Tube Company. 


POWER TRANSMISSION APPLIANCES 


*Bond Foundry & Machine Co. 
Chicago Pulley & Shafting Co. 
*Dodge Sales & Engineering Co. 
Edgemont Machine Co., he. 

The Carlyle Johnson Machine Co. 
*The Hill Clutch Co. 

*Jeffrey Mfg. Co. 

*wWw. A. Jones Foundry & Machine Co. 
*Medart Patent Pulley Co. 

*The Moore & White Co. 

Pyott, Geo. W., Co. 

*Royersford Foundry & Machine Co. 
*Standard Pressed Steel Co. 

*Valley Iron Works. 

*T. B. Wood's Sons Co. 


PRESSES, DRILL AND FOOT 
*Royersford Foundry & Machine Co. 
PRESSES, PAPER BALING 
Somers, Fitler & Todd Co. 
PROTECTORS, ELECTRIC LAMP 
*Flexible Steel Lacing Co. 
PRUNING SHEARS 
“Pexto’’—-Peck, Stow & Wilcox Co. 
PULLEY BUSHINGS 


Arguto Oilless Bearing Co. 
Christian Flier] Co., Ine. 








When you consider the 
facts that the 


Babbitt 


—Adjustable— 
SPROCKET RIM 
with Chain Guide 


can be easily strapped onto any 
valve in your plant in 
minutes (it fits any make 
valve) and that this standard- 
ization has reduced the cost to 
ia minimum, then you realize the 
t foolishness of using ladders 

















BABBITT STEAM 
SPECIALTY CO. 
New Bedford, Mass. 














this. 














Sbutallc Gasket Co. 


‘ 7 ° 
* 
TRADE MARK 


Sales Talks No. 1 


Some gasket manufacturers merely claim 
that their gaskets will take care of all ex 
pansion and contraction but we positively 
guarantee FLEXITALLIC gaskets to do 
There’s a lot of difference between a 
claim and a guarantee. And the best part 
of handling FLEXITALLIC gaskets is 
that we furnish jobber-salesmen with sam- 
ples to arouse the interest of the engineer— 
for the unique construction of our gasket 
always arouses the curiosity of engineers— 
and this curiosity is led into a sale not only 
of gaskets but other mill supplies. Get 
your salesmen to use FLEXITALLIC gas- 
kets as a leader to win the engineer’s inter- 
est. It pays. 


Camden, 
New Jersey 
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‘*PERFECTION - MILLED”’ 


Two-Piece, Hardwood 


PULLEY BUSHINGS 


Write for Prices. 


CHRISTIAN FLIERL CO., Inc. 
Buffalo, N. Y. 














The Best and Most Powerful 
Car-Mover Made 


In strength, power and push the ATLAS Car-Mover 
is without an equal. The unique design and con- 
struction of the spurs make slipping impossible. 


One man with the ATLAS can easily move a loaded 
ear, while 12 men without it can hardly budge an 
empty car. 





Let us tell you all about its many fea- 
tures. Write for literature and prices A 


Appleton 
Car-Mover Co. 


Appleton, Wis. 


| a 

























Enjoying dominance in their fieid for 

nearly half a century, Salem Buckets 
Assures prompt and ire known universally for their util- 
clean delivery at a ity and dependable service 


high speed. Corners 
and bottom ar 
rounded Made of 
one piece of mate 

rial No band on 
front edge. Bites in 

to material sharp) 
as a. shovel 


Price-list on request 


Mullins Body Corporation 
Stamping Dept. “A” 
102 Mill Street Salem, Ohie 


Successors to Clark Co 












The W. J 












SYSTEMIZE YOUR STOCK ROOM 


If the stock in your store room is not labeled, indexed and 
numbered, how are you going to find the particular fitting, 
part or package you want at any instant’s notice? Hadco 
Bin Label Cards, Sheet Metal Card Holders and Celluloid 
Card covers for plumbing, mill and auto supplies. Send for 
samples and our free booklet: How to Systematize the Auto 
Stock Room; How to Systematize the Stock Room for 
Mill and Plumbing Supplies; Perpetual Inventories; Hadco 
Filing and Storins System for Insurance, Real Estate and 
Bank Records and Books; Hadco Filing System for Blue 
prints, Drawings, Specifi ations, etc., for Architects, 3uilders, 
Plumbing and Heating Contractors. Haddon Bin Label Ce, 
Haddon Heichts, 









HETTRICK 
Red 
Stitched 
CANVAS 
BELTING 
The Belt of Service 


The Hettrick Mfg. Co. 
TOLEDO, OHIO 




















Every type of lathe chuck any 
shop requires—and the strength 
andendurance it demands. 


Write for Catalog 


The Hoggson & Pettis Mfg. Co. 
New Haven, Conn., U. S. A. 





CANNON PUMP OILERS 
force oil anywhere without 
= tHe eg ee ly lp Tn 
ee oe 


speed with convenience 


and economy. Used in 
mills, factories, machine 
shops, on locomotives, 
automobiles, tractors — 


wherever machinery needs 
lubrication. 
Cannon Long Spout Pump 
Oilers, made with spouts 
from 20 inches to 16 feet, 
are for oiling overhead 
shafting, hangers, etc. 
Many mill supply 
jobbers now sell 
Cannon Pum Oil- 
ers. If you de not, 


THE OIL 
ANYWHERE send Fad descriptions 
and prices. 


The CANNON OILER CO. Keithsburg, Ill. 











MASON 


Reducing Valves 
ARE STANDARD 


Do You Carry 
Them in Stock? 


MASON REGULATOR CO. 
BOSTON, MASS. 
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PULLEY COVERING 
*Chicago Rawhide Mfg. Co. 
Smith & Serrell 


PULLEY TREAD 

Smith & Serrel) 
PULLEYS, CAST IRON 

Birkle Machine Works. 
*Dodge Sales & Engineering Co. 
*The Hill Clutch Co, 
*Jeffrey Mfg. Co. 
*W. A. Jones Foundry & Machine Co. 
*Medart Patent Pulley Co, 
*George W. Pyott Co. 
*Royersford Foundry & Machine Co. 
*Valley Iron Works. 
*T. B. Wood’s Sons Co. 

PULLEYS, CONE 
*Saginaw Mfg. Co. 

PULLEYS, CONVEYOR 
*Medart Patent Pulley Co. 
PULLEYS, FLANGE 

*Dodge Sales & Engineering Co. 
*The Hill Clutch Co 


ULL QUPPLUIES 





*Saginaw Mfg. Co. 
Tv. B. Wood's Sons Co. 

PULLEYS, LOOSE 
Chicago Pulley & Shafting Co. 
*Dodge Sales & Engineering Co. 
*The Hill Clutch Co. 

*W. A. Jones Foundry & Machine Co. 
*Medart Patent Pulley Co. 
*Reeves Pulley Co. 

*The Ohio Vailey Pulley Works, Inc. 
*George W. Pyott Co. 

*Saginaw Mfg. Co. 

*Valley Iron Works. 


PULLEYS, MOTOR 
Birkle Machine Works. 
*The Ohio Valley Pulley Works 
*Saginaw Mfg. Co. 

PULLEYS, STEEL 
*Dodge Sales & Engineering Co. 

PULLEYS, STEEL RIM 

*Medart Patent Pulley Co. 


PULLEYs, STEP AND TAPER CONE 





RASPS 
*Delta File Works. 
*Nicholson File Company. 
RATCHETS 
*Armstrong Bros. Tool Co. 
; REAMERS 
*Detroit Twist Drill Co. 
*Whitman & Barnes Mfg. Co. 
REGULATORS, PRESSURE 
*The Ohio Brass Co. 
ROD ENDS 
*jJ. H. Williams & Co. 
RODs, CONNECTING 
*yJ. H. Williams & Co. 
RKODs, STEEL 
*The Youngstown Sheet & Tube Co. 
ROPE DRIVES 
*Dodge Sales & Engineering Co. 
H. W. Caldwell & Son Co. 
*The ‘itl Clutch Co. 
*Medart Patent Pulley Co. 


*T. B. Woods’ Sons Co. 

RUBBER GOODS, MECHANICAL 
Buckeye Rubber Products Co., The. 
Empire Tire & Rubber Corp. 

*General Asbestos & Rubber Co. 
*Jenkins Bros. : 
*New York Belting & Packing Co. 
SAFETY DEVICES 
*The Crescent Machine Co. 
*Dodge Sales & Engineering Co. 
Safety First Mfg. Co. 
SAWS, BAND 
-eThe Crescent Machine Co. 


Ones art) Peneae Peeks, tttaahine Ca. *W. A. Jones Foundry & Machine Co 
edart Paten ulley Co. ac _ 
y . *, a de 
HS dling Puller Go Pulley Werks, tne. omne ‘Onie Valle or Pulley W orks, Inc. 
*Saginaw Mfg. Co. *George W. Pyott Co. 
2 4 os 7 *Reeves Pulley Co. 
én ee. ty by CLUTCH *Saginaw Mfg. Co. 
hicago Pulley & Shafting Co. ->ULLEYS y SPLIT 
— ee A Engineering Co. *Dodge Pm ag oe Re eg 17 
“The ill Clutch Co. e Phage a2 > gg sai 
. ~ he : . Medart Patent Pulley Co 
The Carlyle Johnson Machine Co. a oa SR eee _ 
*W. A. Jones Foundry & Machine Co. PS cdlaaang: Tina, Miglaaaae en, Sm. 
*Medart ne Pulley Co. bi ch at Mte. Co. 
*The Moore White Co. — ‘ % : < 
*George W. Pyott Co. PUMPS, HAND AND POWER SAWS, HACK 
*Reeves Pulley Co. F. E. Myers & Bro. The L. S. Starrett Co. 
Site Te ene Co, PUMPS, HYDRAULIC PRESSURE SAWS, SWING, CUT-OFF 
ee a F. E. Myers & Bro. *The Crescent Machine Co. 
ties : PL LLEYS, GROOVED PUMPS, JET SCREW DRIVERS 
°Do oe se Setanta Co *American Injector Co. The Peck, Stow & Wilcox Co. 
ag "ales u =e le r > y s : 7 , 
*W. A. Jones Foundry & Machine Co © Skeors a MINE SCREW MACHINES, AUTOMATIC 
oFne’ Unio Galton > lley Works, I acd sit Pt MPS, OLL *The National Acme Company. 
Sasgnaw Mie. ca. UC Detroit Lubricator Co. SCREW MACHINE PRODUCTS 
*Medart Patent Pulley Co. sThe Lunkenheimer Co. . *The National Acme Company. 
PULLEYS, HEADED ee ee *Standard Pressed Steel Co. 
epodge Sales & Engineering Co. F. E. Myers Py oa diana SCREWS, CAP AND SET 
eds re > Y. B&B. Myers "oO. ~ 
a mi z ——— Ge ulley Co. ie ' : : *Ferry Cap and Set Screw Co. 
veeves y PUNCHES AND DIES ’ ee er 
PULLEYS, IRON CENTER Toepersn’ Foundry & Machine Co. SCREWS, SAFETY 8 


*Dodge Sales & Engineering Co. *UNCHES, SHEET METAL *Ferry Cap and Set Screw Co. 
*Medart Patent Pulley Co. Peck, Stow & Wilcox Co. *The National Acme Company. 
*The Ohio Valley Pulley Works, Inc. RAILS, EL —~iiea MOTOR *Standard Pressed Steel Co. 
*Reeves Pulley Co. Rirkle Machine Work Strong, Carlisle & Hammond Co. 








Howe Double-locked Combination 


Malleable Iron and Steel 
Chain 


A deveiopment of the old type 
combination chains, which for 
years have been constructed with 
the rivets flattened at one end only 
to lock them to the side links. 











Most Plumbers and Fitters Know Them as the 


‘‘Dependable”’ 
Brass Goods 
and 


Malleable 








Fittings 


Our improved design embodies the 
DOUBLE-LOCKED pin — machined flat 
at both ends, driven tight into machined 
holes in the side links—actually integral 
with the side links. Pins cannot work 
loose and wear in the side links. All 
wear distributed over a large area be- 
tween pin and barrel of center link— 
elongation is minimized. 


Not only through constant ad- 
vertising in trade papers but by 
29 years of actual experience 
with them. They are recognized 
by these trade marks. 


Malleable 
Fittings 


Sold Through Jobbers 


DETROIT BRASS & MALLEABLE WORKS 
Formerly Detroit Valve & Fittings and Detroit Brass Works 
Holden and Greenwood Ave., Detroit, Mich. 


N. Y¥. Office (Metropolitan District Only) 66 Cliff St, 
H, ROMEYN SMITH, Eastern Sales Manager 


Write for Catalog 100 
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It Pays to Sell 








Belt driven 
Bench Ma- 


chine Range GZ. threads pipe 
1-6” RW. ai E de 
on the job. 


Number — 96. - i Cuts and 


It is both easier 
and cheaper to 
bring Mohammed 
to the mountain 
than to carry the 
mountain to Mo- 
hammed. 


\ Pintite sale means a satisfied customer, for a 
Pintite Coupling is simple, strony, efficient 
and durable. It’s just a sleeve with two sets 
of pin holes and pins to fit. Drive the pins 

home with a hammer. They cut their own PORTABILITY 
keyways and take a mighty, wedging grip upon 


the shaft—a grip that will not let go. Transportation figures largely in the cost of doing business. 
he od > ‘ Whether by railroad, motor truck or wagon, it is expensive. 
One Pintite sale leads to another. Send for he wise contractor has his pipe delivered direct to the job 
Bulletin 106 and dealer proposition. and cuts and threads it there with a portable Forbes machine. 
Present day building costs demand this saving of hauling ex- 
pense. 


How many contractors in your territory are hauling pipe 
ct AND ERR to their shops for cutting and threading and then to the job? 
| { Send - : gg Pca — oe om ae and we will ied 
: you sell them Forbes machines for their next summer's wor 
43 Central Avenue Newark, N. J. 
CURTIS & CURTIS CO. 


354 GARDEN STREET, BRIDGEPORT, CONN. 

















MYERS Cylinders | —— 


As manufacturers of Pumps for Every Purpose we build ARGUTO Oill B ° 
nanny styles and sizes of Cylinders, but this does not ess earings to 
restrict the use of Myers Cylinders to Myers Pumps Z 
exelusively Every year, the demand for them to use Y as h h 
with other pumps of every Known make increases, theit our ustomers wit t e 
: al patented features and better construction through- 


appealing to these who recognize the duties a eylin- Certainty of Satisfaction 


der must perform in the pumping of water. 

Next time you have to replace a worn out eylinder on 
our Cylinder Catalog No. MC20--It_ shows our complete Tie stand back of every ARGUTO that 
= leaves the factory. ARGUTO § Oilless 
Bearings are not ground out on a mere quantity 
basis. They are properly treated before being 
machined, and accurately calibrated, and are 
turned true. Every ARGUTO is a mechanical 








achievement. 

A user writes: “We have been giving the 
ARGUT© Bearing quite a severe test and have 
decided not only to equip our shops with it, but 
also to make it a part of the equipment of the 
machines we are placing on the market.” 








; The demand for a bearing that needs 
RETAINER - | \ Ais no ottng and will run for years 
‘ mone under exacting service has grown 
continuously ever since the first oil- 
less bearing—an ARGUTO—was 
made more than a quarter of a cen 
tury ago 


M. 


O*ONVIHSY 


=) cup Sujaw 34 


Details and jobber prices on reques! 


F.E. MYERS & BRO. [Bet | || [29 f  Arzute Dilless Bearing Co. 


ASHLAND, OHIO 151 Berkley St., Wayne Junction 
Ashland Pump and Hay Tool Works ‘ ful Philadelphia 
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AIR AND GAS RECEIVERS 
HYDRO-PNEUMATIC TANKS 
HOT WATER STORAGE TANKS 
GASOLINE STORAGE SYSTEMS 
EXPANSION TANKS 
STEEL SHIPPING BARRELS 





os g. SCAIFE g SONS 
wh: ? 


CO 

PITTSBURGH, PA 
38 S.DEARBORN ST. CHICAGO 
26 CORTLANDT ST. NEW YORK 


GALVANIZED AND PAINTED 


STEEL TANKS 


RIVETED, WELDED OR BRAZED 
SEND FOR NEW CATALOGUE 








SEPARATORS, OIL AND STEAM 
*The D. T. Williams Valve Co, 
SHAFT COUPLINGS, FLEXIBLE AND RIGID 


Smith & Serrel 


SHAFTING 
*Bond Foundry & Machine Co, 
Chicago Pulley & Shafting Co. 
*Dodge Sales & Engineering Co. 
*The tt Cluteh Co 

> Carlyle Johnson Machine Co. 
Patent Pulley Co 
*Royersford Foundry & Machine Co. 
Somers, Fitler & Todd Co. 
*Valley Iron Works. 

SHAFTING, TUBULAR (MATERIAL FOR) 

National Tube Company. 
SHEAKs, SQUARING 

Peck, Stow & Wilcox Co. 

SHEAVES, MANILA AND WIRE ROPE 
3 Hill Clutch Co 
*W. A. Jones Foundry & Machine Co. 
*Medart Patent Pulley Co. 

*George W. Pyott Co 
*T. B. Wood's Sons (Co 

SHEETS, STEEL 
*T he oungstown Shect & Tube ¢ 
SIGNS, ELECTR 1¢ 


ectrie Co 


SIRENS 


Federal E 


Jeffrey Mfg. Co, 

A. Jones Foundry & Machine Co. 
*Medart y 

. 


*The 
ow. 
Patent Pulley Co. 
George W. Pyott Co. 
SQUARES, STEEL 
Peck, Stow & Wilcox Co. 
STEAM SPECIALTIES 
*American Injector Co. 
Babbitt Steam Specialty Co. 
Crane Co. 
*Detroit Lubricator Co. 
Detroit Brass & Malleable Works. 
*The Lunkenheimer Co. 
*herwood Manufacturing Co 
Standard Valve & Supply Co. 
*Sterling & Skinner Mfg. Co. 
Strong, Carlyle & Hammond Co. 
*The MeRae & Roberts Co. 
*The Wm. Powell Co. 
*The D. T. Williams Valve Co. 
STEEL STAMPS AND MARKING 
*The Hoggson & Pettis Mfg. Co. 
STOCKS AND DIES 
Company. 


The 


*The Borden 
Crane Co. 

*The Curtis & 
*Toledo Pipe 


Curtis Co. 

Threading Machine Co. 
STRAINERS 

*American Injector Co 


TAPE, RUBBER 
Buckey Rubber Products Co., The. 
The L. S. Starrett Co. 
TAPS, COLLAPSING 
*The National Ae Co. 
THUMB NUTS AND SCREWS 
*J. H. Williams & Co. 
TILING, RUBBER, INTERLOCKING 
*New York Beiting & Packing Co. 
TIRES, AUTOMOBILE 
*Empire Tire & Rubber Corp. 
TOOLS, BORING 
Bros. Tool Co. 
CARPENTERS’, MACHINISTS’ 
WHEELWRIGHTS’ 
File Company. 
Stow & Wilcox Co. 
Starrett Co. 
Warren Tool & Forge Co. 
TOOLS, ELECTRICAL 
Electrical Tool Co. 
TOOLS, LATHE AND PLANER 
*Armstrong Bros. Tool Co. 
*J. H. Williams & Co. 
TOOLS, PLUMBERS’ AND STEAMFITTERS’ 
*The Borden Company. 
Crane Co. 
*The Curtis & 


*Armstrong 
TOOLS, AND 
*Nicholson 
The Peck, 
The L. S. 
The 


“U... &, 


Curtis Co. 
The 








iT 5 T Peck, Stow & Wilcox Co. 
* Alexander Bs acm LEATHER *Toledo Pipe Threading Machine Co, 
*Chicago Belting Co. *J. H. Williams & Co. i a ‘ 
*Chicago Rawhide Mfg. Co. TRACK SYSTEMS, SWITC HES, FROGS, ETC. 
STUDS, MILLED Armington Engineering Co. 
and Set Serew Co TRANSMISSION, VARIABLE SPEED 

SWIVELS, HOOK *The Moore & White Co. 
Williams & Co. *Reeves Pulley Co. 

TAGS, SHIPPING TRAPS, STEAM 
International Tag Company Ses, Sane : ——— Co. 

TANKS, FOR ATR, GAS AND LIQUIDS ae filliams Valve Co. 

Wm. B. Scaife & Sons a ~ TROLLEYS, OVERHEAD 

TANKS, SEAMLESS STEEL Armington Engineering Co. 
National Tube Company. *The Chisholm-Moore Mfg. Co. 


Empress 
Grease@ ane Oil Cups 


Provide a profitable and quick selling stock article 
for the mill and factory supply dealer. They meet 
every lubricator requirement of factory and mill main- 
tenance. In constant demand as repair and replace- 
ment parts as well as for new equipment. 


Federal Eleetric Co 
SNIPS AND SHEAKS 
The Peck, Stow & Wilcox 
SOCKETS, WIRE ROPE 
*J. H. Williams & Co 
SOLDER 
Chicago Solder Company ®jJ. H. 
SOLDERING PASTE AND SALTS 

Chicago Solder Company 

SPROCKET RIMS, VALVE OPERATING 
Babbitt Steam Specialty Co 
SPROCKETS 
& Sons Co. 


“Pexto 


*Ferry Cap 


H. W. Caldwell 








Satisfied Customers 


mean 


Profitable Business 


Empress No. 52 
Style D Oil Cup 


This cup is used extensively for the 
lubrication of machine tools as well as 
other machinery where a conspicuous 
oiler is needed. Easily operated from 
any direction by the oil can spout. Self- 
closing and dust proof. Made from 
Quarter brass; eight sizes. 
Turn 


Homestead Valves 


are rendering efficient service in countless Mills and Factor- 
ies throughout this country on water, air and steam lines; on 
operating machines, and in other places where the service 
issevere. @The next time your customers are in need of ade- 
pendable valve on a troublesome line, be sure to recommend 
Homestead Quarter-Turn Valves 
Made in the Straight-Way, Three-Way, Four-Way and Angle 
patterns, of Brass, Semi-Steel, Monel Metal and special 


compositions, in all sizes up to 6" and in all pressures to 5,000 
Ibs. to the square inch. 


HOMESTEAD VALVE MFG. COMPANY 


HOMESTEAD Pa.* 


Catalog E shows many other Empress cups 
equally good for your stock-——Write for it. 


Bowen Products Corporation 


Reg. U.S. Pat. Off. 


Manufacturing and Sales Divisions 
Auburn Division, Auburn, N. Y. 
Winkley Division, Detroit, Mich. 
Cleveland Division, Cleveland, Ohio 
Minneapolis Division, Minneapolis, Minn. 


BRANCH SALES OFFICES: 


New York, 220 Broadway Chicago, 1607 Otis Bldg. 
Boston, 903 Dexter Bldg. Cincinnati, 409 Lyric Bldg. 
San Francisco, Monadnock Bldg. 

















When writing to Advertisers please mention Mitt Supp irs. 




















JINULL, 


SUPPILUES 























ADVERTISING 


By DR. FRANK CRANE 


DVERTISING is the greatest 
A ness in the world. That is not because 


it enables business people to sell more 


(Copyright by Frank Crane) 


busi- 
heterogeneous. 


richer, deeper, stronger, more complex and 


Business 


goods, not because it is a way to make great 


And business is simply service. 


profits. 


Nothing can be really great for any 
purely dollars-and-cents reason. 


comes to itself, attains maturity and full self- 
expression only through advertising. 


It is because, in advertising, business be- 
comes vocal. When, in the course of evolu- 
tion, the animal acquired speech and became 
able to utter himself, he had made the longest 
stride in development. He had stepped from 
brute to man. 


The human soul dates back to the first word. 
“In the beginning was the Word.” 

Advertisement is the utterance of human 
energy. Craftmanship is good, and industry, 
and organization, and business ability; but they 
are dumb giants until they find speech—dumb 
and dangerous. 

Business, including manufacturing, farming, 
transportation, and selling, is to the new world 
what fighting was to the old. The old world 
organized only to kill, and its genius was dis- 
played by great generals. Its heroes were the 


Advertising is the breath of life breathed 
into the nostrils of business, by which it be- 
comes a living soul. iss 


Thus advertising not only enlarges business; 
it radically changes the nature of business. 


By it business passes from bureaucracy and 


autocracy into democracy. 
people into its growth. 
the commonwealth. 


communal life. 


It b 


It takes the whole 


It enters the veins of 


ecomes a function of 


Without advertising comes decay and death. 


Nations need advertising. 
advertise they would prevent war. 
self-expression of dumb brute force. 


If they would 
War is the 
Advertis- 


ing is the self-expression of intelligent strength 
that knows how to speak. 


It is the something plus in advertising that 


mighty killers. 


To them it set up its statues. 


The new world, typified by, led by America, 
is Organized to serve, to make human life 





is significant. 





LIST OF MEMBERS 


It is this something plus that 
makes advertising to business what art is to 
handiwork, what music 
language is to the soul. 


is to feeling, what 


Each has subscribed to and is maintaining the highest standards 


Advertising and Selling 
American Architect 
American Blacksmith 
American Exporter 
American Funeral Director 
American Hatter 

American Machinist 

American Paint Journal 
American Paint and Oil Dealer 
American Printer 

American School Board Journal 
Architectural Record 
Automobile Dealer and Repairer 
Automobile Journal 

Automotive Industiics 

Bakers Weekiy 

Boiler Maker 

Boot and Shoe Recorder 

Brick and Clay Record 


Buildings and Buiding Management 


Building Supply News 
Bulletin of Pharmecy 


Canadian Machinery & Mfg. News 
Canadian Grocer 

Canadian Railway & Marine World 
Candy and Ice Cream 





Chemical & Metallurgical Engineering 


Clothier and Furnisher 
Coal Age 
Coal Trade 
Concrete 
Cotton 


Daily Metal Trade 
Distribution and Warehousing 
Domestic Engineering 

Dry Goods Economist 
Drygoodsman 

Dry Goods Reporter 

Electric Railway Journal 
Electric Merchandising 
Electrical Record 


Journal 


of practice in its editorial and advertising service 


Electrical World 
Embalmers’ Monthly 

Engineering and Contracting 
Engineering and Mining Journal 
Engineering News-Record 

Factory 

Farm Implement News 

Farm Machinery—Farm Power 
Fire and Water Engineering 
Foundry (The) 

Furniture Journal 

Furniture Manufacturer and Artisan 
Furniture Merchants’ Trade Journal 
Gas Age 

Gas Record 

Grand Rapids Furniture Record 
Hardware & Metal 
Haberdasher 

Hardware Age 

Heating and Ventilating 
Hide and Leather 
Hospital Management 
Hotel Monthly 

Hotel Review 
Illustrated Milliner 
Implement and Tractor Age 
Implement & Tractor Trade Journal 
Industrial Arts Magazine 

Inland Printer 

Iron Age 
Iron Trade 
Lumber 
Lumber Trade Journal 
Lumber World Review 
Manufacturers’ Record 
‘Manufacturing Jeweler 
Marine Engineering 
Marine Review 

MILE. SUPPLIES 

Mining and Scientific Press 


Magazine 


Review 





Modern Hospital 
Motor Age 
Motorcycle and Bicycle Illustrated 
Motor Truck 

Motor World 


National Builder 
National Petroleum News 
Nautical Gazette 
Northwest Commercial 
Northwestern Druggist 
Nugent's, The Garment 
Oil News 

Oil Trade Journal 
Plumber and Steam Fitter 
Power 

Power Boating 

Power Farming Dealer 

Power Plant Engineering 
Price Current—Grain Reporter 


Printers’ Ink 


Bulletin 


Weekly 


Railway 
Railway 
Railway 
Railway 


Age 

Electrical Engineer 
Maintenance Engineer 
Mechanical Engineer 


Railway Signal Engineer 

Retail Lumberman 

Rubber Age 

Shoe Findings 

Shoe and Leather Reporter 

Shoe Retailer 

Southern Engineer 

Southern Hardware & Implement 
Journal 

Sporting Goods Dealer 

Starchroom Laundry Journal 


Tea and Coffee Trade Journal 
Textile World 

Welding Engineer 
Woodworker 
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TUBING, LAP- WH oP AND SHAMLESS VALVES, HYDRAULIC WASHERs, LEATHER 
Ss" tL 


% . . Crane Co. *Chicago Belting Co. 
National Tube Co. *Homestead Valve Mfg. Co. *Chicago Rawhide Mfg. Co. 
TUBING, RUBBER eee een. WASHERS, RUBBER 
*New York Belting & Packing Co. Standard Valve & Supply Co. New York Belting & Packing Co. 
NIONS, BRASS AND IRON COMBENED *The D. T. Williams Vaive Cu. WASTE, COTTON AND WOOL 
(rane Oo " , a 
lilinois Malleable Iron Co. VALVES, LOCK SHIELD we eee 
ke " “ a .oya g. Co 
VALVE LEATHERS *The Ohio Brass Co.. “ a eas 
‘eieess Sette on °*The Wm. Powell Co. WATCHMEN’S CLOCKS 
*Chicago Rawhide Mfg. Co. VALVES, POP SAFETY AND RELIEF re 
VALVE OPERATING WHEELS pees aie WATER CLOSETS, FROST PROOF 
Babbitt Steam Specialty Co. *Detroit Lubricator Co Jos. A. Vogel Co. 
VALVES, AIR *The Lunkenheimer Co. WELDING AND CUTTING OUTFITS 
Oetroit Brass & Malleable Work». *The Wm. Powell Co. Oxweld Acetylene Company. 
e | ~ £ if fe ; , ma fy ry ? y , , r if ol 
a to, ae VALVES, PRESSURE REGULATING AND WHEELS, GRINDING 
The Penn Engineering Co. i tecaes itis REDUCING *New York Belting & Packing Co. 
*Sterling & Skinner Mfg. Co. *Mason Regulator Co WINCHES 
VALVES, BALANCED, FLOAT *The Ohio Brass Co. *The Yale & Towne Mfg. Co. 


*Mason Regulator Co. Standard Valve & Supply Co. WIPING CLOTHS, MACHINERY 
tim ee ee VALVES, PUMP OR RUBBER ‘The J. Milton Hagy Waste Works. 
e e 


*Homestead Valve Mfg. Co Crane Co WIRE SOLDER 
*Jenkins Bros. er aon te 5 wb & Rubber Corp. Chicago Solder Co. 

e Je < s ros, = i " os 
ne We Pen oe” New York Belting & Packing Co. WIRE AND WIRE PRODUCTS 


“the D. T. Williams Valve Co. VALVES, RADIATOR ‘The Youngstown Sheet & Tube Co 


VALVES, CHECK Detroit Brass & Malleable Works. WRENCH SETS 
Crane Co. *Detroit Lubricator Co. *Armstrong Bros. Tool Co 
“Detroit Brass & Malleable Work Fe agg te °J. H. Williams & Co. 
Jetrait rass Malleable Forks. ¢ Lunkenheimer Co. 7 To = 1S 
*The Ohio Brass Co. The Ohio Brass Co. WRENCHES, ADJUSTABLE 
*The Wm. Powell Co. fhe Wm. Powell Co. The Peck, Stow & Wilcox Co. 
*The D. T. Williams Valve The , y ams V:z > Co. a 
VALVES. HIGH PRESSU RE plait hs: relia cerndacns WRENCHES, AGRICULTURAL 

Standard Valve & Supply Co. VALVES, THROTTLE Peck, Stow & Wilcox Co 

Crane Co. *Detroit Lubricator Co. WRENCHES, DROP FORGED, OPEN END 
*Homestead Valve Mfg. Co. *Jenkins Bros. *Armstrong Bros. Tool 
*Jenkins Bros, *The Lunkenheimer Co. *J. H. Williams & Co. 
a we pee Ce Te ee eee meee Oe WRENCHES, ENGINEERS’ & MACHINISTS’ 
aan oe ee ee : VISES, BENCH “Pexto’—The Peck, Stow & Wilcox Co. 

1€ A illiiams Valve Co. *The Chas. Parker Co. °J. H. Williams & Co. 
Pr ag GATE, GLOBE AND ANGLE Prentiss Vise Company a, WRENCHES, PIPE 
Detroit Brass & Malleable Works. VISES, PIPE 3 gg yy ~ 
*Homestead Valve Mfg. Co. Crane Co ; = mee ong 
*Jenkins Bros. *The Chas. Parker Co WRENC HES, SOCKET 
*The Lunkenheimer Co. *Curtis & Curtis Co. *y. H. Williams & C 
*The Ohio Brass Co. Prentiss Vise Company 
*The Wm. Powell Co. *Toledo Pipe Threading Machine Co. YOKE ENDS 
*The D. T. Williams Valve C *J. H. Williams & Co. *jJ. H. Williams & Co, 

















PORTER’S BOLT CLIPPERS When You Have Inquiries For 


‘‘Easy’’, “New Easy’’, “‘Allen Randall’’ Approved 


Watchman’s Clocks 


Wire or write 





30 YEARS EXPERIENCE SENEFITS THE BUYER , ge~ 
30 YEARS ADVERTISING SENEFITS THE DEALER ei (SEA Hardinge Bros., Inc. 


THE GOODS FOR WHICH THERE IS A DEMAND K MANUFACTURERS 
ae 4141 Ravenswood Ave. 
H. K. PORTER, Everett, Mass. iS Chicago U.S.A. 


DUR APU] Guarantees Pulling Power and 
Durability on All Kinds of Belts 

The BELT Guna A BELT TREATMENT THAT /S ONE 
TREATMENT Satisfaction A Fast Seller Wherever Belts 


Will prevent siip— “We take pleasure in Put up in Handy Tubes, Cans or Barrels 
reduce excess tension. advising that vou : 
A bel ctior , 17 . sa . 
ca aan. amcen, DURAPUL | is giving Jobbers: Write for Our 1921 Sales Plan 
salts and acids. complete satisfaction. 

A neutral, nonoxidiz- Browning - Sommer- 
ing product; exposure to Adam ¢ & Co., Hoisting AMERICAN AGRAMID CORPORATION 
air will not change it Riachiner 


DURAPUL has a Machinery. FLUSHING, N. Y. 
high dieletric constant. 

Contains no destruc- 
tive rosin. 
































are Used 
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MILL QUPPLIES 











U. S. ELECTRIC DRILLS AND nenen-peaaaae 


Send for 
complete 
catalogue 


THE U. S. ELECTRICAL TOOL CO. Cincinnati, Ohio 


Boston, New York, Philadelphia, Pittsburgh, Detroit, Chicago, St. Louis, Cleveland 








We have customers who have been buying from > 
us for thirty-three years. Better join our family. 


The next time you need any Engine and Boiler Trimmings, Plumbers’ 
Supplies, Water Gauges, Gauge Cocks, Air Cocks, Steam and Gas Serv- 
ice Cocks, Bibbs, Basin Cocks, Brass Fittings, etc., mail your order to 


THE McRAE & ROBERTS CO. DETROIT, MICHIGAN 


Long Distance Phone—Cedar 74 











4 ‘id . 


( 


TWIST DRILLS & REAMER 


AKRON, OHIO, U.S.A. NEW YORK LONDON 


TheWhitman Barnes Mig 
Ns) 








STANDARD IRON 
MOTOR PULLEYS 
FROM 1'4 TO 12 
INCH DIAMETER 
Shipped Within 24 
Hours After Receipt 
of Order 


Phone Main 754 
and 755 


126-128 South 
Clinton Street 


BIRKLE MACHINE WORKS—Chicago 
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Trae be a 


The Old Reliable 


UNTHER 


OVERNOR 


FOR STEAM ENGINES 
Quick Shipment 


Thousands are in use, giving continual 
satisfaction. 

In design they are mechanically correct. 
Every Gunther Governor 
in use has proven this. 

In quality of material they 
are unexcelled. Their long 
service record wherever _ installed 
shows their stamina. 



















Compared with other governors 
Gunthers have fewer wearing 


parts, a wider range of MACHINISTS KNOW— 


speed and greater adjust- 













ment of the drive pulley. that the reputation of Starrett Tools for quality and ( 
Gears are made noiseless service is reflected in and protected by the . 
by the Gunther method of cutting them from solid metal. character of the stores that sell them. 
T eoh a > a rr . a > ste 
Equipped with automatic stop if desired. If purchased without The new Starrett Cataloe No. 22 “EG” is 


stop, it can be attached later. 


There’s a Gunther for every engine. Five styles of valve 
chamber. Sizes from 34” to 6”. 


now ready for distribution, 


The L. S. Starrett Company 


DEALERS—We are increasing our list of agencies. The World’s Greatest Toolmakers. 
Write for descriptive literature and _ prices. Vanuf acturers of Hack Saws 
A Unercelled 
The Wright Machine Company Athol, Mass. 


Incorporated 


OWENSBORO, KENTUCKY 
Established 1880 









































““Chicago Rawhide”’ 
Lace Leather and Cut Lacing 
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ah { E crt p’. Cut Lacing 


nenee as METHAMICAL Rowhice Lanter 







the 
best green 
salted Packer 
Hides. Strictly 

a MECHANICAL 
RAWHIDE Leath- 
er for Belt Lacing purposes. 





WA 


The Enduring Quality of 


By all means sell a high grade Belt Lacing because : 
there is nothing so costly in power transmission as = 

poor belt lacings. We know from experience that a =a CRESCENT 

dealer who will carry a stock of our “Chicago Raw- =: 

hide Selected’’ Mechanical Belt Lacing will double his =7 VG OOD X/ ORKING 
sales in this line in one year. = 


“CHICAGO RAWHIDE” Lace Leather and Cut Lac- = MACHINERY 


ing will give double the service of the ordinary chemi- 
cal rawhide or surface tanned leather. 


will eventually command the inter- := 
OUR PRODUCTS = ested attention of all users of wood = 


include “Krome” and Indian Tanned Lace Leather and Cut cing achinery Se cata- 
(acing—Rawchide ‘snd “irome® Fist “Beltings, sac Wound se rpg Send for “ore 
an wiste elting—Rawhide ammers and Mallets— oue ¢ ice list s JO 71 = 
Hydraulic Packings, Cups and U Leathers—Leather Special- ee a oe : - 

prepared to quote when you receive 
inquiries. 





ties, etc. 
If made of leather for mechanical purposes, we make it. = 





Write for Dealer's Terms 


(37) The Chicago Rawhide Mfg. Co. 


nin 
Wy 


The Crescent Machine Company 























1301 Elston Ave., Chicago 96 Columbia Street LEETONIA, OHIO 
New England Branch: LEWIS E. TRACY CoO., 
127 Broad Street, Boston = 
HVIARITALUULULUULUUUBLUQUUUUUUUUUUUSNCUUUNCUUUULUUUUUVOLUUGGLUDUCUUUOCUOCUOUOUCEUOUUUUNLUOOUUUUCUUULE OGLE 
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KNOW PITTSBURGH'S HOUSE OF SERVICE 


FACTORY REPRESENTATIVES 


Many of our larger manufacturing connections maintain with 
us, permanently, special representatives who aid us in the 
marketing of their products in this district. 





These men are all “specialists” in their line. They furnish 
excellent co-operation in giving to our patrons expert advice 
and assistance and the kind of intelligent service which they 
desire. 


Somers, Fitler & Todd Co., 


327 Water St. —— Pittsburgh, Pa 
MACHINERY and SUPPLIES 
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SALES peuvent 


beni after year, through war or peace, more 
and more individuals, more and more indus- 
tries find that it pays to buy that extra bonus 
of performance in Mac-it set-screws--even though 
the first cost is higher than for other makes. 


Built-in quality—a tested toughness through 
special steel specially treated, plus an adequate 
advertising campaign, make your Mac-it sales 
easy to build and permanent to hold. 


Make Mac-it endurance your sales insurance. 








SET, CAP and SAFETY SET SCREWS 


mac it 


Square-head, headless, hollow, tool-post 


The Strong, Carlisle & Hammond Co. 
CLEVELAND 
BOSTON NEW YORH PHILADELPHIA DETROIT CHICAGO 
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